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UNIFORM REPORT IS 
ARRANGED FOR WEST 





Actuaries Agree on the Scheme 
for Securing Experience of 
Fire Companies 





DETAILS OF THE BLANK 





Form Will Be Used in Central States 





AETNA (FIRE) INSURANCE CO. 


AETNA FIRE UNDERWRITERS DEPARTMENT 
of Hartford, Conn. 
The policyholders of this Company are 
EXEMPT 
at time of a conflagration from the haunting fear that funds to pay will 
be insufficient. Agents conveniently located throughout the country. 
WM. B. CLARK, President 


Western Branch, Insurance Exchange, Chicago 


THOS. E. GALLAGHER, General Agt. 
L. O. KOHTZ, Ass’t Gen’! Agt. R. B. IVES, Asst. Sec’y 





That Require Data to 
Be Filed 





JEFFERSON CITY, MO., Dec. 26. 
—The Missouri department has mailed 
to fire companies copies of a new blank 
which it had prepared, on which they 
will be required to report their classi- 
fied experience. 

This blank is a counterpart of blanks 
which will be used in many states as 
the result of a meeting of western de- 
partment actuaries. It was agreed 
then to adopt a uniform blank which 
would require the same information to 
be furnished in middle western states 
which require reports. This uniform 
blank is very similar to the original 
blanks used in Missouri. 


New Blank Is Given 


The new blank will require the fol- 
lowing information: 


Companies to report gross business 
written, gross premium collected and 
gross losses paid, less cancellation on 
each item on each class. The numbers 
following some of the classes refer to the 
classification numbers of the revision of 
Oct. 25, 1917, of the standard classification 
of occupancy hazard adopted by the Na- 
tional Board under date of Oct. 29, 1914. 
On mercantile risks information is desired 
on buildings and on contents. On all 
other classes buildings and contents to be 
reported under one item. 

Under classes 1, 2, 4, 10, 12 and 14 re- 
ports to be separated as to protected and 
unprotected. On other classes to be re- 
ported in one item. A mercantile risk is 
one where the greatest hazard is the 
storage for sale or use of merchandise, or 
small manufacturing with five hands or 
less, with or without power. Risks to be 
classified as_ fireproof, brick, stone, hollow 
tile, frame, etc., according to the manner 
in which they have been rated by the rate- 
making bureau. A protected risk is one 
within 500 feet of a public hydrant and 
within one and a half miles of a public 
fire station. All risks beyond these dis- 
tances should be classed as unprotected. 
When buildings and contents are written 
in blanket, an arbitrary separation should 


(CONTINUED ON PAGE 14) 





Great American 


Insurance Company 
New Dark 


The Name under which the German American Insurance 
Company will do business on and after January 1, 1918 


STATEMENT JANUARY 1, 1917 


$ 2,000,000 
10,954,055 
10,759,422 
23,713,477 


Western Department, Chicago 


WALTER H. SAGE, General Manager INGRAM & LERCH, Managers 
WALTER E. MILLER, Assista nt Manager 
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TRADE ACCEPTANCE 
IN FIRE INSURANCE 





How the Plan Can Be Adapted to 
Curtailing Abuse of Credit 
System 





RICHEY GIVES COUNSEL 





Says Local Agents Need to Use More 
Stringent Means in Collection of 
Premiums 





CINCINNATI, O., Dec. 26—Trade 
acceptances and their advantages to 
both buyer and seller with a considera- 
tion of their possible use in the fire in- 
surance agency proved to be an exceed- 
ingly interesting topic at the last meet- 
ing of the Cincinnati Insurance Society. 
About 80 members were present to 
hear John L. Richey, secretary of the 
Cincinnati Credit Men’s Association, 
explain trade acceptances and their use. 

There is nothing, said Mr. Richey, to 
prevent the use of the trade acceptance 
by fire agents. In fact, it would be 
easier to introduce now when everyone 
is talking about it and there is a general 
impetus to introduce it than later when 
this interest has been supplanted in the 
business world by something else. 

Must Pass Special Rule 


It must be understood, however, that 
banks accepting trade acceptances given 
in payment for fire premiums cannot re- 
discount this paper at the federal re- 
serve banks unless the federal reserve 
governing board passes a special rule 
recognizing this paper as negotiable at 
the federal reserve bank. The board 
has already authorized for trade ac- 
ceptances given for advertising the spe- 
cial discount right at federal reserve 
banks. The federal government en- 
courages use of the trade acceptance by 
providing that they are to be accepted 
at federal reserve banks at one-half per- 
cent less than the regular discount rate 
for the district. 


Surprised at Credit Laxity 
Mr. Richey thought that without 
question the insurance men might ob- 
tain the special rule from the federal 
reserve governing board admitting 
trade acceptances given in payment for 
(CONTINUED ON PAGE 14) 
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United States Branch Statement January 1, 1917 


Net Surplus above all Liabilities in the 


NORTH BRITISH & MERCANTILE 


UNITED STATES BRANCH—76 WILLIAM STREET, NEW YORK CITY 





$9,186,914.00 


3,611,051.00 


—— FUNDS are held solely for the protection of 
policyholders and creditors in 
the United States 
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DISCUSS YEAR’S RESULTS 


WHAT DEPARTMENT HAS DONE 





Superintendent Potter Has Gotten Out 
a Classification List That Is 
Acceptable to All 





SPRINGFIELD, ILL., Dec. 26—The 
closing of the year of the state insur- 
ance department finds Fred W. Potter, 
former superintendent under, Governor 
Deneen, at the helm with his old force 
of assistants—civil service employes 
held over under  ex-Superintendent 
Potts. With the return of W. H. Crum, 
July 1, to the office, it makes Superin- 
tendent Potter’s official family the same 
as formerly. 

The beginning of the year found 
Judge Potts, then insurance superin- 
tendent, engaging in a warfare with the 
fire companies over classification of 
risks. They were unable to prepare 
this and the companies claimed it was 
not called for by law, and even if fin- 
ished they claimed would be of no value 
to the insuring public. A threat to not 
renew licenses of fire companies brought 
them to the federal court, where an 
order was issued restraining Superin- 
tendent Potts from such action. 


Could Not Use Information 


In May Superintendent Potter came into 
office and found that the classification as 
furnished by the companies was in such 
form that it could not be printed owing 
to a lack of sufficient funds for the com- 
pilation and printing of so large a report. 

After a careful study Superintedent 
Potter has prepared a classification em- 
bracing twelve classes, although the law 
would have been complied with by making 
{t four, in such form that it can be 
furnished by the companies without a 
needless amount of extra work and when 
furnished and tabulated will be of some 
use to the insuring public. 

A notable event during the year was 
the formation of an Illinois Lloyus, the 
first in the state composed of reputable 
business and professional men of Chicago. 
Their progress will be closely watched 
and if successful will probably be fol- 
lowed by others. 


Assessment Causes Dismay 


Mutual fire insurance interests have 
been considerably stirred up over the 
assessment levied by the officers of the 
Assured’s National Mutual Fire of De- 
catur upon its policyholders for the pur- 
pose of paying losses and expenses of the 
company. This is the first instance in 
the state where a mutual fire company 
has been compelled to use the contingent 
liability of its members called for in its 
policy. . 

Several failing companies have been 
closed up during the year and one prose- 
cution has been brought against a fire 
insurance exchange for operating without 
a license. 

It has been found that the present inter- 
insurers’ law is woefully deficient and the 
department intends to prepare a new law 
to offer the next legislature. The admin- 
istrative theory of Superintendent Potter 
is enforcement of the law as it is written 
in the statute, but it has never been his 
theory that he could make extra law 
whenever he desired. 


Nord-Deutsche Reinsured 


The fire business of the Nord- 
Deutsche in this country has been rein- 
sured in the Automobile of Hartford 
as of Jan. 1. Manager J. H. Lenehan 
of the Nord-Deutsche felt that he 
should reinsure the business and has 
been making arrangements for some 
time. He is one of the most popular 
and able men in fire insurance and his 
many friends hope that in due season 
he will be able to connect up in a very 
satisfactory way. 


Agency Bonds . 

Companies are calling the attention of 
their agents and field men to the war tax 
law as regards agency bonds, which re- 
quires that revenue stamps to the value 
of fifty cents must be attached to each 
bond. Occasionally, in the case of a re- 
liable appointee, the field man is wont to 
recommend that bond be waived, but the 
companies are suggesting to their special 
agents that such recommendations should 
not be increased in order to escape pay- 
ment of the tax, which tax the agents are 
expected to assume. 


The office and records of the Hutchinson 
Insurance Agency at Marinette, Wis., were 
completely destroyed by fire last week. 








MILLER IN NEW jPOST 
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WILL GO TO FIELD WORK 





Eastern Vice-President of The National 
Underwriter Joins National Asso- 
ciation of Insurance Agents 





NEW YORK, Dec. 28—The honor of 
the selection to the field secretaryship 
of the National Association of Insur- 
ance Agents, after a thorough canvass 
of the qualifications of more than a 
score of available candidates, has been 
offered to Chauncey S. S. Miller, east- 
ern vice-president of THE NATIONAL UN- 
DERWRITER. Mr. Miller has accepted, and 
will assume his new duties Jan. 15. 

The desirability of securing a capable 
man for this important work was de- 
veloped in the discussions on the floor 
of the St. Louis convention of the as- 
sociation last October, and the author- 
ity to proceed with the selection of the 
best talent possible was at that time 
delegated to President E. M. Allen and 
Executive Committee Chairman Fred 
J. Gox. 

Matter Thoroughly Discussed 


The matter was thoroughly discussed 
at the New York meeting of the asso- 
ciation’s officers and executive commit- 
tee subsequent to the convention, and 
the examination into the qualifications 
of the numberous men available has 
been proceeding ever since. A definite 
program of work for such a field sec- 
retary was adopted at the New York 
meeting. The major part of the duties 
of the new appointee will consist of 
stimulating enthusiasm in the Associa- 
tion’s work and in increasing the mem- 
bership. 

President Allen and Executive Com- 
mittee Chairman Cox, with the approval 
of the executive committee and a num- 
ber of the most prominent members of 
the association, have mapped out a con- 
crete program for progressive effort all 
over the country to bring the organiza- 
tion into a fuller power and influence 
through increased membership in state 
associations. It will doubtless result 





in welding together a very strong in-, 


strument for offensive and defensive 
work, and in inaugurating an era of 
closer cooperation with company offi- 
cials and the heads of state insurance 
departments. 


Brooks With Life Presidents 


NEW YORK, Dec. 26—Mott A. Brooks, 
secretary and managing editor of the 
Weekly Underwriter, has accepted the po- 
sition of secretary of the Association of 
Life Insurance Presidents. Mr. Brooks 
the Weekly Underwriter 
The recent promotion of 


has been with 
twelve years. 
George T. Wight from secretary to man- 
ager of the Life Presidents created a 
vacancy. 


Notables Speak at Smoker 


The Insurance Society of Massachusetts 
brought out over one hundred members 
for their winter smoke talk at the Boston 
Yacht Club last week and so enjoyable 
was the evening that a committee was 
named on the spot to arrange for another 
similar event a month hence. “Charlie” 
Nudd, president of the society, was in 
charge. President James Carney of the 
Boston board; Lieut. William G. Hinckley 
of the navy; State Treasurer Charles E. 
Burrill; Senator John E. Beck and others 
made speeches of more than usual inter- 
est = timeliness and a buffet lunch was 
served. 


More Agitation at Duluth 


_Insurance of private property by the 
city of Duluth is advocated by Samuel 
Kielley, the city building inspector. A 
strenuous effort has been made by the 
various commercial bodies in Duluth to 
have the city’s classification advanced, 
and rates on mercantile risks reduced, be- 
cause of improvements made in the fire 
department. The utilities commissioner 
now refuses to make further improve- 
ments in the fire department, because a 
rate reduction has not been secured, so 
the agitation for city insurance has taken 
os place of the demand for a rate reduc- 
ion. 


Articles of incorporation have been filed 
for the Lenroot-Buckman-Flinn agency to 
transact the real estate and insurance 
business at Duluth, Minn. 











BE PATRIOTIC 


Show ‘yor Americanism 
By Patronizing American Institutions 








Tell your clients that there are no fire insurance 
companies the world over that are stronger finan- . 
cially, are better managed or have a cleaner rep- 
utation for Fair Dealing with Honest Claimants. 


Fire Insurance and Allied Lines 


AMERICAN EAGLE FIRE INSURANCE COMPANY 
CONTINENTAL INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 


HENRY EVANS, President 


HOME OFFICE MANAGING BRANCH OFFICES 
80 Maiden Lane, New York Chicago, Montreal, San Francisco 











We issue a Five Year Policy. 





THE NORTHWESTERN OHIO 


MUTUAL AUTOMOBILE INSURANCE COMPANY 


HOLGATE, OHIO 


Investigate our proposition. 


J. L. KONZEN, President. R. W. AUSTERMILLER, Secretary. 


Reliable Agents wanted. 








THE LIVERPOOL & LONDON & GLOBE 


Insurance Company Limited 


Its United States assets are $15,460,745.59, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policy holders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI, DEPT., 401 Fourth Nat. Bank Bldg., CINCINNATI, OHIO 
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The Wabash Fire 
Insurance Company 


commenced business Jan. 1, 1916, 
and closes the year with one hun- 
dred agents in Indiana. We want 


FIRE INSURANCE COMPANY 
NEW YORK 
ORGANIZED 1859 
Statement, January 1, 1917 





one hundred more good agents in CashCapital, - - = $1,000,000 

Indiana. Help us keep as much as Liabilities > lol Gaaaaes 

— cetera Surplus for Policy Holders, 2 4381418 
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Cor. William and Cedar Streets 


GERMANIA 














ORGANIZED 1854 


The Mechanics “UNE of Philadelphia 


JANUARY 1, 1917 


Cash Capital, $250,000 Net Surplus, $404,579.61 
Surplus to Policyholders, $654,579.6| 





EASTERN DEPARTMENT Home OFFICE ~~ WESTERN DEPARTMENT 
D. H. DUNHAM, PRES. J. A, SNYDER, SEC’Y NEAL BASSETT, VICE-PRES. & MGR. 
JOHN KAY, VICE-PRES. PHILADELPHIA, 
A. H. HASSINGER, SEC’Y PENNA. W. T. BASSETT, ASST. MGR. 
NEWARK, N. J. CHICAGO, ILL. 
ORGANIZED 1855 


FIREMEN’S '8SURANcE OF NEWARK 


Cash Capital $1,250,000 Net Suplus $2,449,794.93 
Surplus to Policyholders, $3,699, 794.93 


EASTERN DEPARTMENT 
D. H. DUNHAM, PRESIDENT 
JOHN KAY, VICE-PRES. 
A. H. HASSINGER, SECRETARY 
NEWARK, NEW JERSEY 


VICE-PRES. vee. _— 
.T. ETT. ASS'T. . 
CHICAGO, ILLINOIS 
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INTEREST IN PLAN 
FOR REINSURANCE 


Congested Districts Are the Chief 
Concern These Days for 
Fire Underwriters 


LAWS ARE NOT LIBERAL 


Bureaus Are Absorbing Much of Ex- 
cess Liability and Companies Have 
Increased Lines 


NEW YORK, Dec. 24—Underwriters 
are much interested in the movement to 
create reinsurance facilities in this coun- 
try by modifying state laws so that 
companies doing reinsurance or acting 
as retrocession institutions can have 
more leeway. 

Asked as to the urgency for improved 
reinsurance facilities, a prominent exec- 
utive of an American fire company re- 
plied to THE NaTIONAL UNDERWRITER this 
morning: “I have just finished placing 
$19,000,000 of insurance in fifteen min- 
utes; does that sound as though the 
system is breaking down? I don’t take 
much stock in this talk of a_serious 
shrinkage in underwriting facilities in 
this country because the German com- 
panies are out of it. With the excep- 
tion of half a dozen large cities, with 
dangerously congested districts, there 
is no shortage of insurance to my 
knowledge. The bad spots are New 
York, Chicago, Philadelphia, Boston 
and Buffalo. If they were to improve 
their congested sections they would be 
completely covered, too. 

Are Writing Larger Lines 


“Companies are writing larger lines 
now than ever before, unless, of course, 
you except certain big companies with 
recently-ruptured treaty arrangements, 
and they, I understand, are cutting 
their lines. My idea of the matter is 
that the American companies can come 
pretty close to taking care of the Amer- 
ican reinsurance right now, and if the 
laws were to treat them more fairly 
they would do it easily. Our Reinsur- 
ance Bureau is working the problem out 
in a satisfactory way.” 


Reinsurance Bureau 


The Reinsurance Bureau, it may _ be 
stated, has a membership of sixty-four 
companies, and those companies are writ- 
ing 60 percent of all the business in the 
United States handled by agency com- 
panies. With the single exception of the 
Svea, they are all American and British 
institutions. They reinsure one anothers’ 
excess lines, reporting by bordareau. The 
bureau was organized July 24, 1911, and 
has enjoyed a steadily increasing expan- 
sion in its volume of business, this in- 
crease averaging about 25 percent each 
year. Every care is exercised to observe 
all the safeguards of a limitation of cov- 
erage on any risk, and congested districts 
are taboo. The bureau maintains con- 
gested districts in nineteen cities. In an 
examination report by the New York in- 
surance department this bureau was de- 
scribed as “simply a reinsurance clearing 
house for such business as may be sub- 
mitted to it by the contributing members, 
and organized for the specific purpose of 
siving an opportunity of reinsuring ex- 
cess lines in an economical and _ con- 
venient manner.” This is, of course, a 
different proposition from the reinsurance 
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Actual Market 
Value 
ASSETS Mate LIABILITIES 
Gov’m'nt and State B’ds and Stocks $ 928,032.50} Unearned Premium 
Bonds and Stocks of Municipalities... _ 2,179,621.99 
INS. CO. OF AMERICA Banded Mateeds.....:....-..... AMA ES| TNA O.---0--00--- PATENTS 
Guaranteed Stocks of Railroads... .. 1,913,787.00 | Losses in Course of 
NEW YORK Preferred Stocks of Raiiroads....... 325,655.00 Adjustment......... 803,365.81 
Miscellaneous Securities............ 483,602.00 ee ee 
**One of the Giants’’ $10,296,599.82 | Liabilities.......... | 210,030,73 
Loans on Bonds and Mtg.$ 63,000.00 Capital Stock......... 1,000,000.00 
Western Department Cash in Bank & on Hand 641,273.58 —— 
a y Snead Course — 1,004,335.50 6,973,698.40 
ti t ” », 7 
CHICAGO “other Assets... .+.+- 144,639.07 ii 
oe ee t us Bey: apital ans 
P. D. McGREGOR, “ Manager 125.2015 "SE Linhilitieg.-...-c+.-c0ceesee0- $5,176,149.57 
A.R. MONROE, - Assistant Manager | TOTAL ADMITTED ASSETS..... $12,149,847.97 | Net Surplus to Policy Holders....... 6,176,149.57 
> 














CHANGES IN THE FIELD 
RICHARDS GOES TO ILLINOIS 


Connecticut Fire Shifts Its Kentucky 
and Tennessee State Agent to 
Northern State 


J. V. Richards of Nashville, Tenn., 
state agent of the Connecticut Fire in 
Kentucky and Tennessee, is to be trans- 
ferred to Chicago to take charge of the 
Illinois field, succeeding John H. Eg- 
gert, who goes to Missouri. Mr. Rich- 
ards has done excellent service in the 
two states in which he is traveling and 
is held in high regard by his company. 
He was formerly an examiner in the 
old western department of the Connec- 
ticut at Chicago. His office and field 
experience have given him splendid 
ground work fo runderwriting. Mr. 
Richards is a son-in-law of the late 
Manager J. J. MacDonald of the Con- 
necticut. 


H. C. Seydel and W. H. Raymond 


Henry C. Seydel, special agent for 
the Simpson, Campbell & Co. general 
agency of Boston, will join the New 
England field force of the Franklin of 
Philadelphia on Jan. 1 as special agent 
of the company for Connecticut and 
Rhode Island, with headquarters at New 
Haven. At the same time William H. 








argument that the companies now here 
have such small resources that they could 
not take over the amount of excess busi- 
ness that is now demanding coverage be- 
cause their surpluses would not be suffi- 
cient to care for the reserves. 


Situation in Big Cities 


The congested districts supply one of 
the gravest difficulties in caring for ex- 
cess lines, and more than one underwriter 
is of the opinion that the solution of the 
congested district problem is to deny or 
limit insurance protection there until 
conditions have been improved to a satis- 
factory degree. This improvement would 
quickly come from the merchants them- 
selves, it is believed, if insurance protec- 
tion were withheld. Changes in recent 
years at Toronto and at St. Louis are 
held to be significant of what might be 
done along this line, through the installa- 
tion of sprinklers, scattering of values, 
etc., etc. 

It is frequently urged here that there is 
no encouragement, under our _ present 
laws, for capital to venture into the fire 
insurance business. At least $6,000,000, 
one underwriter said today, should he 
available for a new company. In other 
countries there is no such multiplicity of 
pier regulation as we have, and fewer 
axes. 


Casualty Reinsurance Companies 





System that exists abroad. The question 
is as to whether it could possibly substi- 
tute satisfactorily. for the European 
method. The total net premiums handled 
by the bureau in 1916 aggregated $5,250,- 
000. The largest percentage of participa- 
tion granted 21 companies was 3 percent. 


Reinsurance Clearing House 


Another organization, similar in charac- 
ter to this, is the Reinsurance Clearing 
House. This was organized in 1915 and 
has a membership of 15 companies. The 
largest participation on any one line in 
the clearing house last year was 10 per- 
cent. For the six months ending June 30, 
1917, the total of net premiums handled 
y this organization was $2,853,000. 

A prominent authority here supports the 
Contention for regular reinsurance and 
Tetrocession facilities greater than at 
Present obtained in this country by the 


Up to a very recent date, reinsurance in 
casualty lines has been done chiefly among 
the casualty companies themselves. This 
has resulted in giving away secret in- 
formation regarding forms, rates, etc., and 
has not been satisfactory. The Munich 
Reinsurance had ‘treaty arrangements 
i with several casualty companies, but that 

is now out of the business here. There 
remain but three or four properly-speak- 
ing reinsurance companies in this field, 
and most of them are ‘foreign. There is 
need for more, now that the Munich is 
out, and this is evidenced in the fact that 
in 1916 thirty-two casualty companies re- 
porting to New York paid $6,210,000 for 
reinsurance. The profit in the business is 
seen when it is understood that in that 
year the reinsurance companies paid back 
on account of losses $1,609,000 One 
casualty and surety reinsurance company 
has had an average profit for six years of 
| over 30 percent. 


Raymond of Norwalk, Conn., will join 
the field staff of the Simpson, Camp- 
bell & Co. and will take over the Con- 
necticut field for the American Central, 
Mercantile Fire & Marine Underwriters, 
the Detroit and Michigan Fire & Ma- 
rine, of which Mr. Seydel formerly had 
charge. 


James Marshall 


James Marshall of Omaha hac re- 
signed as special agent of the Fire- 
mans Fund in Iowa and Nebraska. He 
will take over the Isaac A. Coles Com- 
pany agency in Omaha. Mr. Coles has 
been very ill and Mr. Marshall and two 
other field men in the office have been 
taking charge. 


Hillis C. Rhyan 


Hillis C. Rhyan of Milwaukee, spe- 
cial agent of the National Fire of Hart- 
ford and its allied companies in Wis- 
consin, has been appointed state agent 
of the Niagara Fire for Wisconsin, suc- 
ceeding Henry J. Zechlin, who was re- 
cently made agency superintendent at 





the home office. Mr. Rhyan has had 
valuable field experience in Indiana and 
Wisconsin and is well qualified to take 
charge of the Niagara’s important inter- 
est in the latter state. 


W. F. Ramsay 


W. F. Ramsay, special agent of the 
Connecticut Fire in Missouri, has re- 
signed, and will enter the local agency 
business at Independence, Mo. He was 
formerly engaged in this work in that 
city. 


L. B. Manson 


L. B. Manson, for twenty-five years 
Kentucky state agent of the Aetna, and 
the veteran field man of the western 
department is retiring from active serv- 
ice. The company has not appointed 
his successor, ~ 


Ask the star performer in any line of 
business or profession how he won out, 
and he wi'l tell you. that he worked morn-~ 
ing, noon and night. 
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REPORT ON THE BANKERS 


COMPANY IS IN BAD SHAPE 





Caught in Heavy Hail and Drouth 
Losses—Its Deficit Is Now 
Above $200,000 





The Montana, North and South Da- 
kota departments have made a report 
of their examination of the Bankers of 
. Helena, Mont., which wrote a large 

amount of hail and drouth insurance in 
these states and was caught for heavy 
losses. .Commissioner Poland says in 
the report that the company had not 
complied with the laws governing ad- 
mission to the two Dakotas. Luiabili- 
ties over all assets Nov. 21 were $215,- 
049. Commissioner Poland said that 
this company has never since its incep- 
tion had $100,000 capital fully paid. 
From Dec. 31, 1916, to Nov. 21, 1917, 
the income was $515,089 and the dis- 
bursements $255,433. The total assets 
Nov. 21 were $310,957 and exclusive of 
capital the total liabilities were $526,006. 
The capital stock paid up was $62,700. 
The report has been placed in the hands 
of the attorney-general, who is consid- 
ering what legal procedure, if any shall 
be followed. 





Waste in Collection of 
Agency Balances 





One of the field men emphasizes the 
loss of time and money in the collec- 
tion of delinquent balances. Many times 
checks and drafts are returned unpaid. 
Railroad fare, hotel expenses and other 
incidentals often amount to more than 
the unpaid balance. This field man 
makes the following suggestion: 

“The most economical method, in my 
opinion, is the weekly follow-up system; 
first, second and third request, a wire 
preceding the third request. A tele- 
gram becomes public property and the 
agent, rather than being embarrassed 
with the second telegram, usually comes 
across. As a last resort, a registered 
letter directed to the assured, notify- 
ing of cancellation for non-payment of 
premium, never fails to clean the matter 


up. 

“It is needless to say that the chronic 
delinquent agent is a good collector. 
Agents that use company premiums to 
support their families, as per one of 
your items in your last issue, and issues 
policies for larger amounts and reports 
smaller amounts, should be driven from 
the business.” 


Beyer Becomes Adjutant 


Walter F. Beyer, formerly special 
agent in the automobile department of 
the St. Paul Fire & Marine and now a 
captain in the 163 department brigade 
at Camp Dodge, Ia., has been appointed 
adjutant of the third officers training 
camp to be opened in his division Jan. 
5, 1918. Mr. Beyer took the officers 
training in the first camp at Fort Snell- 
ing, Minn., and served as an instructor 
in the second camp there. 


Bureau Men in Army 


BOSTON, Dec. 22—Frank S. Welsh, for- 
merly with the Underwriters Bureau of 
New England, has received a second lieu- 
tenant’s commission at the second Platts- 
burgh camp and is now at the aviation 
school, supply division, Camp _ Kelly, 
Texas. Former Inspector W. T. Wiley has 
received a commission as captain of the 
reserves. Lieut. C. E. Kear, also a former 
inspector, who has been at home recover- 
ing from injuries received at camp, has 
returned to Camp Hancock, Georgia. 


May Increase Rates 


The Western Sprinkler Leakage Con- 
ference is taking up with the Eastern 
Conference the advisability of increasing 
rates on certain classes of risks. 





SCHEDULE IS CHANGED 


NEW FARM RATES ARE FILED 








Kansas Department Says That There Is 
a Marked Advance in the Insurance 
Cost 





TOPEKA, KAN., Dec. 26—Some time 
ago the Kansas department was noti- 
fied by the companies that a new sched- 
ule of fire, lightning and tornado rates 
would be filed shortly looking toward 
a horizontal increase in the rates on 
farm property of 10 per cent. The new 
schedule has just been filed and the in- 
crease is considerably higher than the 
10 per cent sought, so the department 
declares. On a frame, shingle-roof 
dwelling on a farm the rate for one 
year is raised from 60 to 70 cents, an 
increase of 1624 percent and there is a 
20 percent increase in the rates for 
three and five-year terms. Formerly 
the barns, outbuildings, granaries and 
personal property on the farm were in- 
sured in the same policy and at the 
same rate as the house. 

The new schedule fixes a separate clas- 
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sification for barns, granaries and out- 
buildings and personal property, including 
farm tools. This rate is 90 cents for one 
year, $1.80 for three and $2.70 for five 
years, a 50 percent increase in the annual 
rate. The live stock rate for forty ani- 
mals or more is raised from $1 to $1.50 on 
the annual basis and $2 to $3 for three 
year terms and $3 to $4.50 for five years. 

When the business is written and notes 
are taken 35 cents is to be added to the 
annual rate and on installment notes there 
is to be 33% percent added. No change is 
made in the tornado rates on farm prop- 
erty except on silos. Frame, concrete, 
staves or hollow block silos are raised 
from $2 to $3.50 for one year, $4 to $7 on 
three years and $6 to $10.00 for five years. 
On concrete and brick silos the rate re- 
mains the same. 





Board Pays for Space 


BOSTON, Dec. 24—The Boston Board of 
Fire Underwriters cooperated with the 
National Fire Protection Association to 
the extent of tabooing lighted candles in 
their windows on Christmas eve as a part 
of the Red Cross and National Service 
campaign programs. The raising of cur- 
tains and general illumination of the front 
rooms was advocated in place of candles, 


Charles Mitchell, formerly a broker in 
the office of Alden & Russell, having re- 
cently enlisted in the navy, was given a 
surprise dinner at the Boston Yacht Club 
this week. There was a lively entertain- 
ment furnished by three of his brother 
ensigns and at the conclusion Charles FE, 
Benton of John C. Paige & Co. presented 
Mr. Mitchell a wrist watch. 
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the Union. 











interruption. 


—Since 1792 


Did You Ever See An American 
Flag With Fourteen Stars? 


In street parades they used to pass the offices of the 
Insurance Company of North America back in 1792. 
In that year Kentucky, the fourteenth state, came into 


And during the 125 years that have since passed into 
history, the North America has been rendering service 
to property holders on land and sea without a single 


Its value to you rests upon the experience of those years— 
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an experience ripened by time and association with gener- 
ation after generation of America’s merchants, manu- 
| facturers, shippers and property owners generally. 
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COMMENTS ON THE PLAN 





RUMSEY ON SECURITY VALUES 





New York Attorney Says Values as of 
Dec. 31, 1917, Must Be Given in 
Statement 





The National Convention of Insur- 
ance Commissioners has made a ruling 
to the effect that all companies shall be 
required to use the values given in the 
convention book, in preparing annual 
statements for 1917. This valuation is 
the average of values from quotation of 
securities Nov. 1, 1916, and Feb. 1, Aug. 
1 and Nov. 1, 1917. Commenting upon 
this ruling, David Rumsey, the insur- 
ance attorney, says: 

“To comply with the request of the 
insurance commissioners would, of 
course, show a fictitious condition of 
assets and liabilities, which would, in 
turn, have adverse effect on the current 
high taxes to which the companies may 
be subjected. There is no law which 
requires the officers of an insurance 
company to do otherwise than state 
their own judgment as to _ security 
values. There is only one course which 
can be followed and that is to state the 
values as of Dec. 31, 1917, in accordance 
with the judgment of the officers verify- 
ing the statement.” 








Insuring Hot End 
of the Poker 








A western manager said the other 
day that he thought it was time com- 
panies should quit insuring only the hot 
end of the poker when it came to cov- 
ering property, but should insist that 
the most desirable part of a risk, as 
well as the least desirable section be 
included and contribute to the line. He 
stated that within the last few weeks 
his company had sustained a loss un- 
der policies that covered sections of a 
plant that the assured desired to be in- 
sured, he leaving out buildings where 
the hazard was very light. He said that 
his company had been led to write this 
insurance, because of great pressure 
from the local agents on the strength 
that it would bring other business and 
eventually all the property would be 
covered. This manager holds that it is 
poor underwriting not to insist that 
the entire property be covered. Many 
promises are made in order to get the 
worst part of a risk covered and the 
desirable omitted, but most fail to ma- 
terialize, 








Gary Has Model 


Fire Department 














_ Gary, Ind., has the reputation of hav- 
ing the most complete and most modern 
fire department for any city of its size in 
the United States. It is entirely motor- 
ized, and aided by good roads, efficient 
management, no political intrusion into its 
affairs, as well as a high-pressure system 


with mains in the streets, not forgetting | aan rendas tee aheame saa ole frau 


the paved alleys of business districts, the 
department is widely known as a top- 
notch organization. 

Wilfrid Grant, chief of the fire depart- 
ment at South Bend for fifteen years, has 
been chief of the Gary department for the 
past four years, and so successfully and 
efficiently has the department been man- 
aged during his administration that the 
reduction in fire insurance premiums to 
the people of Gary annually amounts to a 
sum equal to what they pay in taxes.— 

ary Times. 





Howard Yandell, formerly of the Mem- 
Phis Branch of the Tennessee Inspection 


Bureau, has been transferred to the Nash- 
ville branch, 
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STORY OF KANSAS CITY LIVE STOCK LOSS 





HERE is a real insurance story 
Ti: the big Kansas City stock yards 

fire on the morning of Oct. 16, the 
day on which the largest receipts of 
cattle at any stock yards in the history 
of the live stock business, were re- 
corded. The fire was undoubtedly of 
incendiary origin. Some 45,000 head of 
live stock were endangered, of which 
16,000 cattle and 4,600 hogs were de- 
stroyed. “Bob” West, Jr., of Cincin- 
nati, the live stock agent of the Hart- 
ford Fire, after settling with the 800 
shippers whose live stock was covered 
in the policy issued to the Kansas City 
Live Stock Exchange, drew on the 
Hartford Fire for just $1,733,779.99. It 
is true that there was a great deal of 
salvage as 29,000 head of cattle were 
saved, but the loss was still enormous. 
It is understood that there was consid- 
erable reinsurance. 


The incendiaries had taken the precau- 
tion to set fires at every outlet of the 
stock yards, so that it was remarkable 
that as many as 29,000 head were saved. 
In all previous stock yard fires the loss of 
live stock had been comparatively small. 
Usually the building and yards have been 
burned, but the animals have been driven 
to safety. In the great Cincinnati stock 
yard fires some years ago only one bull of 
all the cattle involved was destroyed. But 
extraordinary conditions surrounded the 
Kansas City disaster. The incendiaries 
selected the night when the largest ship- 
ments had arrived. They then set fire to 
the yards in such a way that they hoped 
that the entire lot of live stock would be 
destroyed. It was the one great calamity, 
an earthquake and a conflagration com- 
bined, in the live stock world, and the 
insurance was unlimited, furnished by a 
company amply able to pay every claim. 
Some 800 shippers had to be settled with. 

* * * 


The feeling with which Mr. West jour- 
neyed to Kansas City may well be imag- 
ined. He set to work at once in the 
settlement of claims. He first formed a 
committee of four of the most prominent 
and reliable members of the Kansas City 
Exchange and put in their hands the 
arbitration of losses and settlements with 
the shippers. Naturally there were some 
who valued their live stock much higher 
after the fire than it was valued before. 
This committee knew pretty well the real 
values of the live stock shipped in and 
they made settlements much better than 
the company could have done itself. So 
well did the Hartford Fire treat its claim- 
ants and so well satisfied were the mem- 
bers of the exchange that in December a 
meeting was held and the insurance rate 
voluntarily increased from ten cents per 
car to twenty-five cents a car. This cover- 
age is while the live stock is in the stock 
yards, usually an average of eight hours. 
The uniform rate has been ten cents per 


| car but increases have been granted since 


the fire in a number of yards. 
* m oo 

The day after the fire the buyers of 
cattle within the surrounding states in a 
radius of 200 miles were wired that the 
next day at 10 o’clock 29,000 head of 
cattle would be auctioned off. In this way 
the salvage was increased by something 
like $100,000 over the actual market price. 
The only apparent slip-up in the matter of 
salvage was in the action of the governor 
of Kansas who refused to allow the Hart- 


the carcasses of the burned stock which 
would have saved easily $100,000 more, 
put required that a big ditch be dug into 
which the carcasses were put, oil poured 
over them and set fire to and consumed. 

When it is considered that 800 shippers 
throughout the southwest had nearly 
$2,000,000 involved, that these values were 
covered for only eight hours, and that for 
a premium of ten cents a car, many of 
these shippers were saved from bank- 
ruptcy, the value of the insurance to these 
men may well be imagined. It is cer- 
tainly one of the remarkable instances of 
fire insurance compensation in the history 
of the business in this country. 

x * oo 


Mr. West as agent of the Hartford’s live 
stock department had been successful in 
securing insurance from all the _ stock 
yards of the country with the single ex- 
ception of Indianapolis. The shippers at 





Indianapolis, instead of going into the 
plan, formed a mutual of their own; but 
the day after the fire they got busy and 
asked the Hartford Fire to take over the 
business, and now every stock yard in the 
country is covered by the Hartford, some 
of them at increased rates since the Kan- 
sas City catastrophe. 

The Hartford Fire has high grade sal- 
aried inspectors at all the larger yards, 
looking after fire prevention. This is 
naturally a part of the system. There is, 
however, one lesson which such disasters 
as this brings home to insurance men as 
well as to all others: -They must more 
and more constitute themselves the guar- 
dians and watchmen of property and the 
national welfare. 


Covington Agents Protest 


The Covington, Ky., Fire Insurance Club 
has issued a circular to the fire insurance 
companies regarding the reduction in rate 
of the South Covington and Cincinnati 
street railway system. In the circular the 
club places itself on record as against the 
action, and makes the claim that an inves- 
tigation of the circumstances surrounding 
the case has been blocked by the compa- 
nies writing the line. The line amounts 
to $1,000,000 and has been placed by east- 
ern brokers. 


Miscellaneous Notes 

The London Assurance will absorb the 
British Law Fire. 

L. S.. Peterson will continue the agency 
of his father, the late H. P. Peterson, 
at Waupaca, Wis. 

Special publicity was given by the 
Louisville Red Cross organization to head 





off anything like a general lighting up of 
Red Cross window flags on Christmas eve 
with candles. 


Miss Rena De Frates has_ been ap- 
pointed stamping secretary at Springfield, 
Ill., succeeding Miss R, Edna De Frates, 
resigned. 


John §S. Patterson, son of the first actu- 
ary of the New York insurance depart- 
ment, celebrated the fiftieth anniversary 
of his connection with the department this 
week. He is actuary. 








Should Go After 
Hold-Up Insurance 














A Chicago agent said the other day 
that the possibilities of securing hold- 
up insurance in large cities are wonder- 
ful. Almost every day or so there is 
some story in the daily papers of some 
messenger being held up, with the pay- 
roll in his possession, or an office 
cashier is held up when he has consid- 
erable money on hand. In the manu- 
facturing districts, where messengers have 
to take quite a journey to the bank and 
where considerable money has to be 
kept on hand, there are many prospects 
for hold-up insurance. In the large 
cities particularly this is a satisfactory 
line to work. When prospects in other 
lines are rather scarce and a man grows 
stale in soliciting along the regular beat 
he might well make a drive for hold-up 
business. 
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CHICAGO AND SUBURBAN 


AMERICAN UNION DIVIDENDS 


The Pennsylvania insurance depart- 
ment, which is liquidating the Ameri- 
can Union Fire of Philadelphia, which 
failed in 1913, has sent the claimants 
a distribution of 10 percent, in addi- 
tion to 50 percent paid a year ago. The 
liquidation has not been finished, but it 
is estimated that there will be a final 
dividend of from 6 to 35 percent. 


MAY LIFT GRAIN EMBARGO 


Insurance companies, as well as large 
city grain dealers, are somewhat en- 
couraged over the report that, within 
the next two weeks the government 
embargo as to grain holdings, which 
has been operative for some months, 
will be lifted. At present, under war 
legislation, large grain dealers have 
been prevented from other than mod- 
erate elevator storage, in consequence 
of which heavy grain lines, heretofore 
relished by the companies, have not 
been in evidence. With a return of 
the old system many city elevators now 
almost barren of product will be loaded 
to their capacity, and short and long 
term coverage will be called for, adding 
much to company revenue. 


GRAND AND GLORIOUS FEELING 


When the Christmas holidays ap- 
proach and the prices of commodities 
continue to soar. When the insurance 
employe worries over the financial diffi- 
culties encountered; when he finds he 
has but little money with which to in- 
dulge in the Christmas cheer; when he 
has no joyful prospect of a raise in 
salary at the end of the year— 

What a grand and glorious feeling 
when a bonus from his employer 
appears! 

Many have been cheered in this re- 
spect during the past week. Some of 
the offices have given 10 percent 
bonuses on yearly salary; others 5 per- 
cent; still others remembrances of other 
substantial kinds. In-many cases, com- 
panies that have heretofore’ given 
liberal rewards have, this year, doubled 
them owing to present expensive con- 
ditions, and to say the employes who 
have been favored are joyful is a mild 
expression. They are giving forth ex- 
pressions of thanks for the added 
revenue. 











* * « 
QUEEN WRITING AIRPLANES 


The Queen has commenced writing 
air and sea planes. This is a new insur- 
ance departure. The Queen is making 
a study of the subject, feeling that there 
will be a great development of aerial 
navigation following the war. The rate 
is 3% percent. 


* 
REDUCE TELEGRAPH 

A good many western departments 
in Chicago have notified agents to use 
the mails only for reporting losses. In 
the past, many companies have in- 
structed representatives to report small 
losses by mail, but large losses by wire. 
The need for economy, however, has 
caused a number to cut out the use of 
the telegraph altogether for loss re- 
ports. It was found that the Western 
Adjustment Company usually notifies 
the departments of these losses before 
the agents do and the agent’s wire or- 


TWO CLERKS WANTED 


A general office outside of Chicago desires 
an assistant loss clerk at $1,200 a year and 
areinsurance clerk at $1,000 a year. Good 
positions with opportunity toadvance. Ad- 
dress61-V care The National Underwriter. 
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dinarily is just a duplication. Where 
telegrams are sent to quite a few com- 
panies as well as the Western Adjust- 
ment, the unnecessary expense is ex- 
cessive. 


. * 2 
EXTRA EXPENSE IN FIGURED 


One of the large fire companies has 
figured up its extra operating expense 
and finds that the approximate figure 
is 12 67/100 percent. This is taking 
into consideration all the federal taxes 
and increased cost in operation in va- 
ious ways. One manager calls atten- 
tion to the fact that companies will be 
hit on their income line in that some 
of the dividends will be passed Jan. 1, 
thus cutting off materially at that end 
of the companies. 3 


INTERINSURERS IS PINED 


As the result of a suit brought by 
Attorney-General Brundage of Illinois 
for the state insurance authorities, in 
the name of the people of the state of 
Illinois against the Interinsurers Man- 
agement Company, a corporation acting 
as attorney-in-fact for Interinsurers at 
Manufacturers Exchange of Chicago, 
the defendant company entered a plea 
of guilty and was assessed a fine of 
$500, which was paid, in accordance with 
the provisions of sections 6 and 7 of 
the state law governing interinsurers 
and Lloyds. 

The bill for injunction charged that 
the attorney-in-fact of the interinsurers’ 
concern was issuing policies to sub- 
scribers without having received au- 
thority from the insurance department 
of Illinois so to do. 

It is understood that the exchange is 
anxious to comply with the provisions 
of the statute, and that it desires an 
examination made in the near future by 
the division of insurance, in order that 
it may secure the necessary authority. 

* * * 


COMPANIES BEING ORGANIZED 


The Illinois insurance department 
finds that there are now three stock 
fire companies and one mutual in proc- 
ess of formation. The Automobile Fire, 
with proposed capital of $100,000, has 
Harry H. Talcott, attorney, 19 South 
La Salle street, Chicago. The Pioneer 
Fire, with capital of $100,000, is being 
promoted at 29 South La Salle street, 
Chicago, J. M. Justus being the or- 
ganizer. The Universal Fire, proposed 
capital of $1,000,000, has its promoting 
office in the Insurance Exchange, 
Gerald S. Rolfes being the promoter. 
The Independent Mutual has a charter, 
the main man being Charles G. Hen- 
dricks, in the Conway building, Chi- 


cago. 
8 * * * 


NO INCENDIARY FIRES 


A check-up on fires in grain elevators 
and flour mills, throughout the western 
territory shows that but very few fires 
are definitely traceable to incendiarism 
during the past few months. Nearly 
all fires have been the result of natural 
causes that have been determined. 
While the fears of many as to the activi- 
ties of German agents and enemy sym- 
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Statement January 1, 1917 


Cash Capital “ * « - — $1,000,000.00 
Assets - - - - «* 2,748,832.19 
Liabilities (Except Capital)  - - —_ 1,039,977.81 
Surplus to Policyholders - - 1,708,854.38 
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pathizers might have been well grounded, 
the record shows that little has been 
accomplished so far by enemies or trai- 
tors. 

The losses on country elevators 
throughout the west have also been 
unusually low. This speaks well for 
the fine work done by insurance men 
through the various state conservation 
associations. 

Losses on flour mills have not shown 
any reduction, but it is not likely that 
the year will close with a record much 
worse than usual, on this particular 
class. In view of the pressure that is 
being placed upon this sort of risk, the 
situation should be satisfactory to un- 
derwriters. 

* x 
COUNTRY ESTATES 


The help problem on country estates 
has become serious and a number of 
them surrounding Chicago have been 
closed up as the result. It is altogether 
likely that the help situation will be 
bad for several years and as a result 
these closed properties will depreciate 
rapidly in value. Companies will have 
to watch not only the amount that they 
have on such risks, but any lines, what- 
ever, as the result. F 


* 
SUMMER COTTAGE RATES 


Companies writing summer cottages 
have considerable trouble with agents 
in the matter of rates; that is to say, 
most agents omit from their daily re- 
ports such information as would en- 
able the companies to determine 
whether the correct rate has been ap- 
plied. Inspection bureaus, through 
which these daily reports may come, 
are also unable to pass intelligently 
upon the rate. A schedule for such 


risks is in effect in most western 
states and is as follows: 

bo ae: ee $0.75 
Brick, Shingle TOOL 2... cccccccecces 
WYAMG, WGtAl TOOL. ... 2 ccctsecccece -95 
Frame, shingle roof............-e00-% 1.00 


If building has good brick, stone or 
concrete foundation, deduct....... 
(Does not apply to brick building) 

If no cement or tile flue and no metal 
stove pipe through roof or side of 


DULGiIng, GEAUCE 2 nc cccscccssoesee .20 
If caretaker living on premises, de- 10 
MQ. é:aresvcevele-ni cca Mame Casiae cuaeeiees - 

If community caretaker, deduct..... 05 


Now an agent may report an annual 
policy on summer dwelling at 1 percent, 
the top rate which would be approved 
without comment in states where it is 
not obligatory to receive the exact rate, 
but when the correct estimate is com- 
pulsory the companies must know whether 
the risk is entitled to any credits, as 
shown by the schedule. If a frame, shin- 
gle roof dwelling, with brick, stone or 
concrete foundation, the credit of 10 cents 
would bring the rate to 90 cents. If no 
cement or tile flue and_no metal_ stove 
pipe through roof or side of building, a 
further concession of 20 cents would 
make the rate 70 cents with an additional 
credit of 5 cents or 10 cents for care- 
taker, making a net rate of 60 cents or 
65 cents per annum. All of this data 
should be on the daily report, but seldom 
is, hence the company must indulge in 
much correspondence in order to secure 


sufficient information to properly pass 
7 ae rate. Agents should bear this 
mind. 


* * * 


TRY TO “PUT ONE OVER” 


That the local agent is an astute in- 

dividual has long been conceded and 
the moves he makes at times, for the 
general good of the business,” cause 
much merriment at the head offices. 
Ordinarily, no blame is attached to an 
agent for employing a slight subter- 
fuge in order to overcome some tech- 
nicality as embodied in a rule and get 
his line through without comment, 
but occasionally the violation is too 
flagrant and he is called to book. 

A case in point, where the adroit- 
ness of the agent is called into play, 
is in connection with a new building, 
generally a dwelling, which is to be 
covered under both fire and tornado 
policies. The building is not yet fin- 
ished so, when issuing the fire policy, 
it is made to include the clause “in 
course of construction” or “permis- 
sion given to complete,” and the daily 
report sent to company is identical. 
As to the tornado policy, however, 
agegt very ingeniously forgets to 
make any reference to the non-com- 
Pletion of the structure for the simple 


company would ask for 25c per $100 
additional premium for builder’s per- 
mit as is required for tornado poli- 
cies. If it should happen that these 
daily reports must pass through some 
inspection bureau, agent sends the 
fire daily report through on one day, 
and the tornado report on the follow- 
ing day. It wouldn’t do to send both 
together as the comparison would 
show the discrepancy. This is one of 
the little things the astute local gener- 
ally “puts over,” and the company 
generously falls for it. 

* 


* ¢ 
ARE IN THE MINORITY 


Occasionally, for some good rea- 
son, an agent in one town will write 
a risk at another point where the com- 
pany is represented. The owner of 
the property insured may live in the 
town where policy is issued, or may 
be a relative of the writing agent, or 
may move his business from one 
agency to the other and want his pol- 
icy in original location cancelled and 
rewritten by some agent to cover at 
the new base. It is the custom of 
companies to allow an agent exclusive 
control of his own territory and 
where cases such as the one men- 
tioned arise, the agent is asked to se- 
cure and send to company the writ- 
ten consent of the agent located where 
the risk is situated, reminding him 
that the same protection is offered 
him should an outside agent wish to 
invade his domain. 

As a rule the agent asked for con- 
sent, gives it without objection, cheer- 
fully in many cases, but now-and-then 
there is encountered a local repre- 
sentative who is inclined to stand 
firmly for his prerogatives and will 
not give his acquiescence. Some de- 
cline gracefully; some want the other 
agent to go “50-50” on the commission, 
while still others, harboring a 
“srouch,” emphatically say “nothing 
doing,” hence the company, in each 
case, must retire from the risk with 
small chance of the resident agent se- 
curing the business. The companies 
are thankful that these non-obliging 
agents are in the considerable minor- 
ity. 

ek x 

Second Assistant Manager E. G. Carlisle 
of the Springfield has gone to Los Angeles 
for a month or so, where the members of 
his family are spending the winter. 

* & * 

Illinois field men presented Louis B. 
Grossmith with a handsome gold watch at 
luncheon on Monday. Mr. Grossmoth, who 
has been Illinois special agent of the St. 
Paul Fire & Marine, has been placed in 
charge of the company’s automobile de- 
partment at the home o6ce. 


President C. H. Barry, of the Pennsyl- 
vania Fire, is spending the Christmas holi- 
days in Chicago. 

* * 

Newton L.. Sample, one of the well known 
Fire Insurance Club of Chicago as 
gone with the Detroit National Fire and 
will assume his new duties at the home 
office Jan. 1. Mr. Sample has recently 
been with the western department of the 
Hartford and has’ been serving’ the 
editor of its bulletin. For many 
years he was secretary of that organiza- 
tion. Except for two years spent in the 
home office of the Canada National at 
Winnipeg, Can., Mr. Sample has served in 
various Chicago general agencies. 

* * * 

The field men in the western depart- 
ment of the Phoenix of England have 
sent a gold wrist watch as a Christmas 
present to C. E. Thorsen, who resigned as 
superintendent of the improved risk de- 
partment to enter the service and is now 
at Camp Grant. 


Conditions Have Improved 


On account of earlier heavy cotton re- 
ceipts and consequent congestion at Au- 
gusta, Ga., Manager W. F. Dunbar and 
Secretary Naedele of the Southeastern 
Underwriters Association visited that city 
last week and found conditions greatly 


outside cotton. Open storage will prob- 
ably be controlled for the balance of the 
year at Augusta. As a result of this visit 
local agents give promise of better cooper- 
ation and the prospect is good for the en- 
tire revision of cotton rates next season, 
enabling companies to secure adequate 
rates from the beginning. 


The agency of Berry & Co., consisting of 
Arthur Berry and John E. Corrette, has 
been organized at Butte, Mont., having 





reason that, were he to do so, the 






improved with freedom from exposure of} 


ANNOUNCEMENT 


The name of the German American Insurance Com- 
pany, incorporated in 1872 under New York State law, 
has been changed (to take effect on January 1, 1918) to 


Great American 


Insurance Company 
New Pork 


STATEMENT JANUARY 1.1917 


$2,000,000 


RESERVE FOR ‘ALL OTHER LIABILITIES 


10,759,422 
23.7 1 3.477 


All obligations under German American policies will, 
of course, continue to be the obligations of the Company 
under its new name. 


Policies will be issued for the following classes of 
insurance. 


FIRE COMMISSIONS MARINE 

LIGHTNING AUTOMOBILE WAR RISK 

TORNADO MOTORCYCLE HULLS 

WIND STORM LEASEHOLD CARGOES 

HAIL MAIL PACKAGE INLAND MARINE 
EXPLOSION TOURIST BAGGAGE INLAND TRANSPORTATION 
RENTS SPRINKLER LEAKAGE FLOATERS 

PROFITS USE AND OCCUPANCY REGISTERED MAIL 


HOME OFFICE, No. 1 LIBERTY ST., NEW YORK CITY 


CHARLES G. SMITH, President 
EDWIN M. CRAGIN, Secretary 


JESSE E. WHITE, Vice-President 
ALEXANDER R. PHILLIPS, Asst. Sec’y 


Western Dept., 76 W. Monroe St., Chicago, Ill. 
INGRAM & LERCH, Managers 





CHARTERED A. D. 1794 










ES we =_ tt =a 
308-310 WALNUT ST., PHILADELPHIA, PA. 
GUSTAVUS REMAK, Jr., Pres. fe: 


WAITE BLIVEN, Vice-Pres. 
H. W. STEPHENSON, Vice-Pres, 


JOHN J. P. RODGERS, Sec’y and Treas. 
SAM’L P. RODGERS, Asst. Sec’y 


000 
TOTAL ASSETS URPLUS TO POLICYHOLDERS 
$4,658,595.39 402,353.66 . 


FIRE, TORNADO, AUTOMOBILE, LIGHTNING, RENT, EXPLOSION AND 
BOMBARDMENT INSURANCE 


AGENTS WANTED WHERE NOT REPRESENTED 


Fhe Reisch Indemnity Company 


(A PARTNERSHIP) 


OF SPRINGFIELD, ILLINOIS 
Resources Exceed $4,000,000 §Dram-Shop Indemnity 








purchased the agency of Donald Arthur. 
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J. LINXWEILER 

TuHE death of J. Linxweer, president 
of the Teuton1a Fire of Dayton, Ohio, 
removes one of the able fire insurance 
executives ‘of the central west. Mr. 
LINXWEILER made a success of a small 
company. He was not ambitious to ex- 
pand until his resources were ample and 
the momentum was sufficiently strong. 
His company is one of the strongest 
of its kind in the country. Mr. Linx- 
WEILER thoroughly believed in building 
up an ample surplus. Fortunately for 
the Trutonia, its president, who was 
careful in all things, prepared for the 
continuance of the company under its 
successful procedure as Secretary W. F. 
KRAMER has had active charge of the 
underwriting for some years past and 
will carry on the work without a hitch. 








CONSERVATION WORK 

Discussinc the work done by the con- 
servation associations, “Fire Protection” 
says that the best results possible were 
not obtained from the conservation 
drive during the early summer because 
sufficient attention was not given to co- 
ordinating efforts with local bodies. 
While many of those upon whom orders 
were served complied, compliance was 
not so general as might have been ex- 
pected. State fire marshal departments 
as a rule did not have sufficient men 
to carry on their regular work and 
make frequent and thorough reinspec- 
tions to follow up orders issued. Any 
one familiar with fire prevention work 
knows that getting compliance with or- 
ders requires frequent reinspections at 
short intervals of time. The only way 
to get that kind of service is to enlist 
local assistance. 

In almost every community there are 
three groups, each and all of whom can 
and are being used in some localities 
to carry on the conservation work in a 
really effective manner. These groups 
are the public fire department, chamber 
of commerce and the local fire insuratice 
agents. When the early conservation 
drive was made, in some of the largest 
cities of the country the fire depart- 
ment was not even informed of the 
presence of the inspectors. It was not 
furnished with duplicate orders and its 
cooperation was not even solicited. 
There is serious question in the mind 
of some whether more satisfactory re- 
sults might not be obtained by trying 
to place the responsibility for the suc- 


cess of a food conservation campaign 
upon local leadership, making the state 
conservation association an auxiliary 
body to the local organizations rather 
than the reverse. 

In one case, local leadership did take 
up the food conservation campaign 
work because the work of the state con- 
servation association had not brought 
about satisfactory results, due to failure 
to follow up orders sent out. 

Would it not be worth a trial to spend 
some of the energy of members of state 
conservation associations in organizing 
the three local groups mentioned for 
follow-up work on such orders as might 
be issued as a result of the visit of con- 
servation inspectors? It is not the num- 
ber of inspections made, nor the 
number of orders issued, that tells the suc- 
cess of a conservation campaign. It is 
the number of orders complied with. 





THEFT RATES 

AUTOMOBILE underwriters who are 
studying the proper readjustment of 
theft insurance are giving more atten- 
tion to partial losses. It has been the 
opinion among some insurance men that 
the big percentage of theft losses could be 
charged up to those in the total class. 
However, as underwriters have been 
delving more into the figures, the per- 
centage of partial losses is, astounding. 

The proposed method of allowing the 
assured but half coverage on a theft 
loss applies only to total losses. Par- 
tial losses apply not only to equipment 
stolen from the machine, such as tires, 
clocks and other detachable fixtures, 
but whenever an automobile is stolen 
and recovered there is sure to be a loss 
to pay for some sort of damage. Thus 
the partial losses mount up into big 
money. Under the proposed plan the 
assured is not compelled to bear any 
percentage of these. It would seem 
that there should be some provision to 
take care of these partial losses. 





TRANSFORMED BUILDINGS 


Frere underwriters find that extraordi- 
nary care should be taken in passing on 
buildings originally constructed for a cer- 
tain well-defined purpose, but were after- 
wards converted to another. We walk 
along the street, see these misfits and 
speculate as to what purpose they can 
be used. 

Old buildings were probably admirably 
adapted to the use for which they were 
originally constructed, but it is difficult 
to revamp them for other ends. They are 
usually a “white elephant” on the hands 
of the owner and do not constitute a de- 
sirable risk from an insurance standpoint. 
Old church or school buildings, hotel prop- 
erty or factories that have been aban- 
doned cannot be readily converted into 
other uses. 

The transforming of such property it- 
self usually creates additional physical 
hazards. 

Owners put the value on such property 
at about what it cost to build them, but 
such a value is, of course, excessive. Most 
companies in reviewing their experience 
will find that these transformed buildings 
are not good insurance risks. They are 
a losing proposition to the owner, as very 
few of them are so constructed that they 
can be changed and adapted to some other 





Personal Side of the 
Insurance Business 





David Caldwell of Louisville, special 
agent of the Mechanics & Traders and 
the National of Hartford, is a warm 
admirer of the British soldier. If he 
wears kilts, that soldier gets all the 
more admiration. Mr. Caldwell, when 
he could spare time from the conserva- 
tion work he has been directing, has 
followed the campaigns with much in- 
terest. He was commenting on the cap- 
ture of Jerusalem the other day and 
expressed the opinion that it was of 
real military value as well as senti- 
mental. Somebody asked him what 
other towns were ahead of the British 
now in that section. Mr. Caldwell 
thought awhile. Finally he said: “I 
don’t know; that isn’t my territory.” 


S. S. Post of Petoskey, Mich., the in- 
dependent adjuster, is in Chicago this 
week, calling on old friends and clients. 
Mr. Post, before going into the Mich- 
igan field, was an examiner in the west- 
ern department of the Royal. He has 
worked up a fine business in the north- 
ern section of the southern peninsula 
and is serving the companies very sat- 
isfactorily. 


The Illinois local chapter of the Rod 
of Aaron held its Christmas activities 
in Chicago last Saturday. The entire 
ritualistic initiation was performed, the 
work being done by Robert C. Hosmer 
of the Phoenix of Hartford, Royal A. 
Buckman of the Royal and R. F. Wol- 
tersdorff of the Atlas. Those initiated 
into the mysteries were Ray Weingart- 
ner of the Liverpool & London & 
Globe, J. L. Cassell of the Fire Associa- 
tion, and E. L. Rickards of the Auto- 
mobile Protective & Information Bu- 
reau. The ritualistic work was very fin- 
ished, the team elicting many encomi- 
ums from those present. 


Willett K. Boger, who has been with 
the Weekly Underwriter for the past 
two years and prior to that with the 
Spectator, has taken the states of 
Rhode Island and Connecticut for the 
Stevens-Davis Company which sell a 
correspondence course in salesmanship. 


Mrs, Clara Gray, wife of Robert Gray, 
former state agent of the American 
Central in Illinois, died at the home of 
her sister in Flora, Ill., a few days ago 
at the age of 69. Mr. and Mrs. Gray 
had been married for over 51 years. 
Mr. Gray is now in his 75th year and 
is one of the veterans in the business. 
He began his insurance career as a 
local agent at Iola, Ill, moving to Flora 
in 1876, from which place he went on 
the road for the American Central. He 
was active in the service until five years 
ago, when he resigned and moved to 
Pensacola, Fla. He built a fine home 
there. His next door neighbor was the 
late Charles L. French, for many years 
state agent of the Springfield. 

Mr. Gray is the only surviving char- 
ter member of the Illinois State Board, 
which was organized in Springfield in 
1884. Mrs. Gray was held in high 
esteem by all who knew her. Mr. Gray 
was in the local business at Flora until 
six years ago, when his business was 
taken over by Goldsby & Riggle. Mr. 
Gray’s two sons, Charles W. Gray of 
Atlanta, Ga., and George T. Gray of 
Berkeley, Cal., are both insurance men. 


The directors of the Fire Underwrit- 
ers Association of the Northwest made 
a record in getting out the proceedings 
of the 1917 meeting this year, as they 
were delivered a week or 10 days ago 
to members. Much credit is due the li- 
brarian, Miss Abbie B. Gantz, who had 
charge of the detail work. The pro- 
ceedings this year are out in excellent 
shape. 


J. J. Purcell of Chicago, assistant 
western manager of the Hartford Fire, 
was seriously injured last week while 
alighting from a street car on his way 





activity. 


car to cross the street and was knocked 
down by a taxicab. He was severely 
bruised and scratched, but not internally 
injured and no bones were broken. He 
will be confined to his bed, however, 
for a couple of weeks more undergoing 
repairs. 

Lee H. and Bert E. Maybee, sons of 
Harry E. Maybee, of Omaha, special 
agent of the Germania Fire in Ne- 
braska and South Dakota, have enlisted 
in the 129th field artillery, being sta- 
tioned at Fort Sill, Okla. Both are vol- 
unteers, being under the draft age. 
Jacob Linxweiler, Jr., president of the 
Teutonia Fire of Dayton, O., died at 
his home in Dayton, Dec. 23, after an 
illness of several weeks. Mr. Linx- 
weiler was a native of the city in which 
he won his way to success and honor. 
He was born Jan. 22, 1843, and there- 
fore was almost 75 years of age at the 
time of his death. ; 

He saw service during the Civil War 
with the 131st Ohio Volunteer Infantry 
and held a number of offices of trust 
and honor throughout his life. At va- 
rious times he served as mayor of Day- 
ton, member of the board of education, 
member of the board of fire commis- 
sioners, trustee of the Ohio State Hos- 
pital of Dayton, member of the city 
board of water works trustees and of 
the board of library trustees. 

Mr. Linxweiler was elected secretary 
of the Teutonia Fire in May, 1867, and 
assumed the office June 1. He served 
as secretary for 46 years when, in 
March, 1913, he was elected president, 
which office he held until the day of his 
death. He served the company contin- 
uously for 50 years. During that time 
he saw it grow from a small institu- 
tion with a net surplus of $3,900, and 
total assets of $39,000 to what it is to- 
day, with a net surplus of $687,000 and 
total assets of $1,091,000. His well di- 
rected efforts and marked executive 
ability were large factors in earning for 
the company its enviable reputation of 
being one of the strongest fire insur- 
ance companies in the country. It was 
a matter of great pride to him that each 
year, without exception, he made money 
for the company. 

While Mr. Linxweiler has been at 
his desk every day up to the time his 
last illness confined him to his bed, he 
has, of late years, gradually relin- 
quished the underwriting -policy of the 
company to the secretary, Wm. F. 
‘Kramer, whom he, with a far-sighted- 
ness peculiar to him, trained for the 
office through the 22 years which Mr. 
Kramer has been associated with him 
in the company’s service. — 

Mr. Linxweiler is survived by one 
son, Elmer L. Linxweiler, of Colorado, 
one daughter, Mrs. Fred Roehm, of 
Dayton, and four grandchildren, his 
wife and three sons being deceased. 


Moses Fraley, member of the firm of 
the Insurance Agency Company of St. 
Louis, died at his home in that city on 
Monday of uremic poisoning. Mr. Fra- 
ley was 74 years of age and prior to 
his entrance into the insurance bus!- 
ness was in the grain commission busi- 
ness. In 1885 he failed for a million 
dollars in an effort to corner the wheat 
market. He spent the following ten 
years of his life in paying back all he 
owed. He was a leading figure in Jew- 
ish religious and charitable activities, 
being founder of Temple Israel. 


John V. McCabe, special agent of the 
Scottish Union & National in Illinots, 
assisting State Agent Thomas 
Fletcher, has been called to the colors 
in the quartermaster’s department. Mr. 
McCabe was developing fast in fiel 
work, and his many qualifications will 
serve him to good advantage in his new 
position. ‘ 

This is the second enlistment from 
the ranks of the Scottish in Illinois, his 
brother, Charles R. McCabe, Jr., having 
enlisted as a lieutenant some time ago. 
Both are sons of Charles R. McCabe 





home. He started back of the street 





of the local agency of McCabe & 
Hengle. ’ 
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OHIO AND WEST VIRGINIA 


TAKING UP VITAL SUBJECTS 











Cincinnati Insurance Society at Its 
Meetings Is Discussing Points of 
Practical Value 





The Cincinnati Insurance Society ‘con- 
tinues at its regular meetings to take up 
the intricate problems connected with the 
use of uniform forms. At every meeting, 
points which have been obscure to many 
are made clear and progress is reported 
in having certain of the forms changed 
which are conflicting or which are without 





Minneapolis 


sentation. 


A. STINSON, Vice-President 


FIRE AND 
MARINE 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 


The underwriters are former field men who had had long experience in agency operations. 
There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you. 


Insurance Company 


MINNEAPOLIS, MINNESOTA 


LEACH, Secretary 





a sound basis of justification. 

At the last meeting a number of inter- 
esting letters from members of the society 
in the federal army were read. 





Information Is Confused 


The agency information of J. D. Cowger 
of Circleville, O., has somehow or other 
been mixed up with the Ohio Realty Co. 
in the new Ohio Hand-Book. The follow- 
ing are the companies which are now 
represented by Mr. Cowger: Caledonian; 
German Alliance; Glens Falls; Mercantile, 
N. Y.; Automobile, Ct.; Travelers; Inter- 
Ocean Casualty; Aetna Casualty & Surety; 
Western Live Stock. 





Lucky It Wasn’t Worse 
(Via J. Edgar Lieing) 


The hard-luck champion of the middle 
west is W. Bovey, farmer, living near 
Mitchell, S. D. Recently while mowing 
hay a spark from his pipe set fire to 
the grass. 

The flames set fire to nets on his horses’ 
backs. 

The team ran to the barn, and on the 
way the flames caught a 100-acre wheat 
field and destroyed it. 

The horses dashed into the barn with 
the mowing machine in flames. The barn 
caught fire. 

A heavy wind carried a shingle from 
the burning barn to several stacks of 
grain, and they were destroyed. 

Bovey says he was lucky—he wasn’t 
injured. 


Transfer at Cleveland 


The Firemans Fund has transferred its 
Cleveland agency from the Brooks-Wilbur- 
Parsons Company to the Neale-Phypers 
Company and to the Evarts-Tremaine- 
Flicker Company. 





Committees Are Named 


President Charles E. Monroe of the Ohio 
Field Club has announced his committees 
for the year. The executive committee 
consists of J. H. Clinton, chairman; George 
W. Thrush and J. A. Cloud. The confer- 
ence committee consists of Fred W. Ran- 
som, chairman, Hugh L. Meek and Louis 
H. Schweer. A chairman has been ap- 
pointed for each of the 22 districts in 
the state. 


Will Move to Cleveland 


J. C. Wharton, state agent in Ohio for 
the Sun, and J. M. Hall, special agent for 
the same company, who have been making 
their headquarters in Cincinnati, will, 
after the first of next year, be located in 
Cleveland, Ohio. Their offices will be in 
room 430 of the New Guardian building. 





Correct Athens Deficiency 


Since cold weather has set in many 
householders in Athens have been allow- 
ing the water tops to run in order to keep 
the pipes from freezing. This was a 
drain upon the reservoir water supply, and 
for this reason the water was shut off 
from the mains from sunset to sunrise. 
In the event of a serious fire the city fire 
department could make very little prog- 
ress with such a situation. Ohio field men 
discovered what was being done in Athens 
and reported it to State Fire Marshal T. 
Depree Fleming, who has corrected the 
defect. During the time that the water 
pag shut off at night there was no serious 





Ohio Notes 


The Ohio field clubs will hold their 
January meetings on Jan. 8, instead of 
the first Tuesday in the month, that day 
falling on New Years day. 

The State Fire Marshal’s force in Ohio, 
presented to Alfred Fleming, who has 
made such a good record in Ohio during 
these eonservation times, a fine gold 
watch Christmas. The entire staff 


pledged their loyal support for the com- 
ing year. ' as 
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CENTRAL WESTERN STATES 


NEW RULES WERE APPROVED 











Illinois State Board Discusses Book of 
Instructions Sent Out by In- 
spection Bureau 





The Illinois State Board ratified the 
new rules that have been promulgated 
by the Illinois Inspection Bureau. One 
of the main complaints heard is that 
the book was sent out and the compa- 
nies did not transmit any instructions 
to local agents concerning it. Prob- 
ably a big majority of the agents who 
got the book wondered what it meant 
and, inasmuch as they had received no 
advices from their companies, paid but 
little attention to it. Until some com- 
pany or field man brought up the sub- 
ject with a local agent, he did not know 
the scope and purpose of the book. The 
attempts to have the time for putting 
the new rules and rates into effect until 
Jan. 1 was defeated at the state board 
meeting. 





MINK WAS MADE PRESIDENT 





= 


Annual Meeting of the Illinois Fire 
Prevention Association—To Re- 
store Town Inspection 





The annual meeting of the Illinois 
State Fire Prevention Association was 
held at Peoria last week. Wallace 
Mink of the Netherlands was elected 
president; Milton H. Grannatt, New 
York Underwriters, vice-president, and 
Ralph F. Woltersdorff, secretary-treas- 
urer, 

The executive committee consists of 
E. E. Wells, Liverpool & London & 
Globe, Melvin Le Pitre, Fire Associa- 
tion; Watts .Rosborough, Aetna; Ev- 
erett T. Tanner, Security of Connecti- 
cut; M. D. Looney, Hartford, and 
Frank G. Cargill, Commonwealth. Pres- 
ident M. D. Looney presided at the 
meeting. There was considerable dis- 
cussion as to whether the organization 
should be continued, inasmuch as for 
the last year or so it has been in a state 
of “innocuous desuetude.” The con- 
servation association of Illinois took 





GERMAN FIRE 


INSURANCE COMPANY 


OF WHEELING, W. VA. 
Organized in 1867 


Cash Capital $200,000 Net Surplus $159,096.82 


WM. F. STIFEL, President 
F. RIESTER, Secretary 
OSCAR E. STRAUCH, Asst. Secy. 


E. A. KEELER 
714 Hippodrome Bldg. Cleveland, Ohio 
Special Agent for Ohio, Indiana and Peana. 





1898 Nineteen Years of Service 1917 


Security Mutual 


Fire Insurance Company 
Chatfield, Minnesota 


An unsurpassed record for prompt 
adjustment and payment of all 
honest losses. 
Admitted in the State of Minne- 
sota, North Dakota, South Dakota 
and Montana. 

Insurance in force over $16,000,000 


Cincinnati Underwriters 
121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 


Security Ins. Co. 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 


Capital - - - $250,000.00 
Assets “ - - - 895,201.24 
Surplus to Policy Holders - 606,086.66 
F. A. ROTHIER, Prest. ADAM BENUS, Secy. 


F.C. BARTON, Asst.Secy. R.B. HEATON, State Agt. 
Columbiana County 


Mutual Fire Ins. Co. 


Lisbon, O 
1837 


Wm. M. Hostetter, Sec. and Treas 





Ohio's oldest company doing a gener | 
business. 








F. G. HERMAN, State 


Tana ee Our contracts have been good for three 
gD CHAS ety Oe | fourths of a century and are still good. 
A e 64th ANNUAL STATEMENT 

=) oe 
ets (to protect policy holders) - <- 5,036,003.01 
Swurauce Company Net Surplus to policy holders - - 2,739,141.06 
of WetertownD.Y: Net surplustostockholders - - - 1,989,161.06 

STUART MORGAN, State Agent, Michigan, East Lansing 

CASHMAN & EVANS, Gen’l Agents, Colorado, Denver 


N. T. JULIAN, State Agent, Ohio and West Va., Columbus, 
Agent, Indiana and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P. O. Box 225, Chicago 
H. F. WATERMAN, State Agent Missouri, Kansas 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 


and Oklahoma, Kansas City, Mo. 














precedence of customary fire prevention 


The Badger State Limited Mutual Auto. Ins. Co. 


Rhinelander, Wis. 


We take the very best class of risks only. 

the company having an up-to-date method of insuring Automobiles, 

satisfying car owners, and paying a living commission. 
Responsible Agents wanted for WISCONSIN 


Secure an Agency with 
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work in the way of town inspections, 
and hence the fire prevention associa- 
tion has been hibernating. It was the 
feeling, however, among many of the 
members that the town inspection work 
should be taken up again in 1918. This 
will be done. 


Explains New Rules 


Manager Frank H. Jones of the Illinois 
Inspection. Bureau addressed the local 
agents in Peoria last week, explaining the 
new book of rules and the new dwelling 
rates. He recently appeared before the 
Kankakee local board and will go to other 
points in the state on invitation where 
agents desire information on the subject. 





Pontiac Agents to Organize 


PONTIAC, MICH., Dec. 24.—Fire in- 
surance agents held a dinner meeting at 
the Board of Commerce last week, with 
talks by Fred Gunther, reputed to be the 
oldest fire insurance agent in Detroit, Leo 
K. Hennes of Detroit, secretary of the 
state association of agents, and others. 
Another meeting will be held Dec. 28 to 
form a permanent organization. Vet S 
Moloney presided. 





Illinois Notes 


The Liverpool & London & Globe has 
changed its agency at Quincy, IIl., to the 
O. W. Shannon Insurance Agency company. 

Charles J. Montgomery has purchased 
the agency of Charles E. Hodgson at Rock 
Island, Ill. 


Weise With Western Adjustment 


John D. Weise has resigned from the 
staff of John B. Lee & Co., adjusters at 
Minneapolis, to go with the Chicago office 
of the Western Adjustment Company as 
of Jan. 1. He will later be assigned to 
one of the division offices. Before going 
with the Minneapolis firm Mr. Weise was 
with Marsh & McLenan at Chicago and 
the. Hand in Hand Underwriters in the 

eld. 


Sonnen Goes to Porto Rico 


W. J. Sonnen of Chicago, superin- 
tendent of the improved risk depart- 
ment of the St. Paul Fire & Marine is 
leaving this week for Porto Rico, where 
he goes to make a survey of conditions 
for his company to see whether fire in- 
surance can be conducted profitably. 
The St. Paul already has a marine 
agency there. Mr. Sonnen will be gone 
for about six weeks. 


Ohio Agency Appointments 

Norwich, U.—C. M. Ross, Johnstown; W. J. 
Jordan, Norwalk. 

Phenix, France—V. S. Couk, Dayton. 

Royal Ex., Eng.—F. A. Hartz, Cleveland. 

Royal, Eng.—Fisher & Thornton, Spencer. 

Urbaine, France—W. W. Connel, Newark. 

Westchester—E. E. Braham, Dayton. 

Natl. of Hartford—E. L. Munson, Swanton; 
E. F. Weiser, Ottawa; L. L. Harding, Milford; 
1. B. Nicholson, Cleveland; F. Ayres, Jr., Hills- 
oro; J. S. Kuhn, L. Craigin, M. Rudolph, C. 
Palmer, T. S. McDonald, é Burk, Cleveland; 
D. Rickard, C. H. Keith, A. A. Brown, G. L. 
Hunterman, Cincinnati; F. Hackett, C. Hook, 
Ida M. Chandler, S. A. Spilker, F. P. Schicker, 
G. A. Leonard, The Leonard Agency Company, 
Canton; A. Horn, Spencerville; Helen Troy 
Girard; Hoch Bros., Marion. 

Richmond, N. Y.—J. F. Porte, Cleveland. 
Rothschild, Cincinnati; Jones, Latz & Roberts, 

Atlas—W. Kegner, Crestline; C. E. Waggoner, 
Fremont; O. M. Swoveland, Rockford. 

Auto of Hartford—G. Szima, Dayton. 

Agricultural—Potter & Maxwell, Defiance. 

Camden—McCarty & Cowin, Geneva; The Hop- 
kinson-Burridge Company, A. S. Hopkinson, C. 
W. Hopkinson, C. L. Burridge, Cleveland. 

Com. Un.—B. W. Fair, Kenton. 

Concordia—O. M. Swoveland, Rockford. 

Federal, N. J.—E. P. Lenihan & Co., Cleveland. 

Fid.-Phen.—A. Witherup, Berea; T. A. Wood- 
man, R, G. Davis, The Davis Securities Ins. 
Agency Co., Inc., Joungtown; W. H. Maddox, 
Roseville. 

Fire Assn.—J. T. Pomeroy, Shreve; B. W. 
Fair, Kenton. 

. Ger. Amer.—W. H. Mosher, Moron; McQuinn 
ros. 


IN MISSOURI VALLEY FIBLD. 


WALLACE IS NOW PRESIDENT | 











Prominent Kansas City Man is Chosen 
As the Head of Local 
Agents Body 





KANSAS CITY, MO., Dec. 26— 
James B. Wallace, has been elected 
president .of the Kansas City Local 


Agents’ Asociation. Cliff C. Jones has 
been made vice-president and E. P. 
Pratt, treasurer. Mr. Wallace was the 
chairman of the committee that drafted 
the constitution and by-laws of the local 
agents’ association in 1913. They are 
unique in many ways, having departed 
from old time methods and being pat- 
terned after stock exchange and board 
of trade rules. 

Certificates of membership are issued, 
the price being $1,000. The Kansas 
City local plan has attracted attention 
all over the country among local agents 
and has been found very successful in 
eliminating many of the evils and bad 
practices in local underwriting. The 
Kansas City board has co-operated with 
the companies, confining its activities 
purely to the regulation of the conduct 
of its members. There is no such thing 
as a “broker” in Kansas City, the busi- 
ness being confined solely to members 
and their solicitors. Mr. Wallace 
started as a solicitor in 1900. He is one 
of the leading men of his town and is 
well equipped for his new office. 


OBJECTING TO CANCELLATION 
Kansas Department Orders Method of 
Charging Too Heavily Changed 
in That State 











TOPEKA, KAN., Dec. 26—The Kan- 
sas department has ordered several fire 
companies to change their policy forms 
relative to the cancellation of policies 
by the insured. The Kansas ruling has 
been that the policyholder could cancel 
the policy on the short rate basis. Sev- 
eral companies seem to have put into 
their policies a provision that a cancel- 
lation by the policyholder required him 
to pay not only the short rate, but also 
the expense of getting the business, in- 
cluding all of the agent’s commission, 
but also the home office expense and 
the taxes against the business. These 
policies had never been submitted to the 
department for approval. The attention 
of the department to these policies was 
called by a policyholder in Montgomery 
county who had been given a refund on 
his cancelled policy on the basis of the 
short rate, an agent’s commission of 25 
percent, and 5 percent added for home 
office expense and taxes. The depart- 
ment required a refund upon the short 
rate basis only. 





Inspections Nearing Close 


TOPEKA, KANS., Dec. 24.—Only three 
cities in Kansas are to be inspected during 
the present week by the inspectors from 
the state insurance department and the 
insurance companies in the tests to deter- 
mine the application of the 1914 analytical 
tables to the Kansas business. Pittsburg, 
Chanute and Iola are being inspected this 
week and then the work will be completed 
and the men will then make up their 
findings. The inspections of representa- 
tive risks have been made in Kansas City, 





H. M. BARFIELD 
President 


H. S. BASSETT 
Secretary 


Buckeye National Fire 


Capital $100,000 (GF) Net Surplus $46,135.00 


CHARLES H. HARRADEN 
Managing Underwriter 


Insurance Co. 





Writing Business Ohio Agents Conservative Underwrith 
ECONOMIC MANAGEMENT "MAKING SPLENDID PROGRESS 








OHIO AGENTS WANTED! 











Capital $300,000 





F.R. Ormsby, Pres. G.F. Hutchings, Secy. Joseph Winum, Treas. & Asst. Secy. 


Industrial Fire Insurance Co. 
AKRON, OHIO 


An Ohio Company writing business through Ohio Agents. 
Farm Department. Why not represent an Ohio company? 


AGENTS WANTED 


Surplus to Policyholders $408,562 














TOTAL ASSETS, 
A. C. CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO. 
Incorporated 1850 

- = = - - = $2,486,445.48 
BUSINESS CONFINED TO OHIO 





R. SMITH, Secretary 





VAN WERT, OHIO 


The Central Manufactarers’ Mutual Insurance Company 


ORGANIZED 1876 





Cash Assets, over $900,000 : 


Net Cash Surplus, over $500,000 





H. V. OLNEY, President 


C. A. L. PURMORT, Secretary 








INSURANCE CO. 
J. B. RATERMAN, President 


MINSTER MUTUAL FIRE 


Inc. 1849 


VERNON B. ARNOLD, Special Agent, Lima, Ohio 


MINSTER, OHIO 
JOS. E. SCHMIEDER, Secretary 














Dayton Mutual Fire 


N 
Insurance Co., orto 


B. C. COLEMAN, Secy. 


Conservative and Careful 
Managemeut 


AGENTS WANTED 
Address Home Office. 


E. J. Forney, Pres. J. M. Cook, Sec’y. 
Incorporated, 1873 


Mansfield Mutual 


Fire Insurance Company 
OF MANSFIELD, OHIO 





Insurance - $6,519,788 
Total Assets 385,313 











An Agency Company 











ORGANIZED 1905 











Ohio Retail Grocers Mutual Fire Insurance Co. 
SPRINGFIELD, OHIO 


BUSINESS CONFINED TO OHIO 


W. H. COOK, Secretary and General Manager 








Large Union Company 
wants State Agent for 
Wisconsin. Must be fully 
qualified and capable. 
Answers confidential. 
Give full information in 
first letter and state 
salary expected. Ad- 
dress 63-X, care The 


National Underwriter. 














Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 


Standard fire and theft floaters 
Broad Policy and Liberal Commissions 
An Attractive Proposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY 


Rentschler Building 


HAMILTON, OHIO 
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Kan., Topeka, Manhattan, Leavenworth, 
Norton, Clay Center, Abilene, Salina, Ells- 
worth, Marion, Wichita, Hutchinson, 
Haven, Coffeyville, Independence, Fort 
Scott, Tonganoxie and Meriden. With the 
completion of the inspections the findings 
of each side in the controversy as to 
whether or not the 1914 table should be 
used in fixing the basis of fire insurance 
in Kansas can be made up. The hearing 
has been set for Jan. 9 when the findings 
will be presented to the commissioner and 
discussed in a public hearing. Not only 
is the 1914 basis table involved but also 
all other fire and tornado rates not covered 
by the table. 





Des Moines Losses Increase 


The fire loss for Des Moines in 1917 will 
not be much less than $1,000,000 accord- 
ing to estimates. Several large fires have 
run the total up. Last year, the total 
loss was $152,499, but the present will go 
down as one of the most disastrous in 
the records of Fire Chief Billy Burnett. 





Subscribe to Red Cross 


The Mississippi Valley Pond of the Blue 
Goose at their Monday luncheon at St. 
Louis made a contribution of $25 each to 
the American Red Cross and the Fort 
Sheridan Officers’ Relief Association. The 
contribution to the Fort Sheridan Officers’ 
Association was made in honor of Harry 
C. Wilson, a member of the pond, who 
graduated as a first lieutenant at the sec- 
ond camp. 





Bentley Is Advanced 


_Edward W. Bentley, who has been as- 
sistant manager of the St. Louis office of 
the Western Adjustment Company, has 
been appointed associate manager of the 
St. Louis office. Mr. Bentley has done ex- 
cellent work for the company, and will 
hereafter have a larger voice in the con- 
duct of the affairs of the St. Louis office. 





Iowa Notes 


The Iowa Pond of the Blue Goose is 
planning a stag affair for its next party. 
The officers are expecting to confer the 
degrees in full form upon ten goslings who 
were recently voted into the order but 
were not duly splashed. 

State Fire Marshal Roe of Iowa has 
taken a hand in building situation in Des 
Moines. He has addressed a letter to 
the mayor demanding more aggressive in- 
spections, more insistence that precaution- 
ary measures be taken against fires and 
that the building ordinances be more rig- 
idly enforced. 





Herbert O. Baker, who attained much 
publicity in connection with the arson trial 
in St. Louis of Julius R. Bersch, Harold 
G. Gilmore and Harry C. Immel, has been 
arrested for having a stolen automobile in 
his possession. He claims to have pur- 
chased the machine from a party who was 
hard up. Baker’s confession led to the 
indictment of the men mentioned in_con- 
nection with the fire which damaged the 
decorating establishment of the Gilmore- 
Bonfig Company. 





Coates Made a Director 


Manager C. H. Coates of the Germania 
Fire in the west has been elected a di- 
rector of the Underwriters Salvage Com- 
pany of Chicago. 


Wisconsin Notes 


Edwin G. Frazier, Milwaukee, state 
agent of the Springfield Fire & Marine, is 
mourning the death of his father, Wyck- 
liffe S. Frazier, who has been making his 
home with Mr. Frazier in Milwaukee for 
several years. He was 69 years of age. 

The Lenroot-Buckman-Flinn Agency, 
Superior, Wis., has been incorporated with 
capital of $50,000 by A. A. Lenroot, James 
A. Flinn and E. S. Buckman, all of Su- 
perior, to do a general insurance busi- 
ness. The corporation succeeds the Len- 
root-Flinn Agency. Mr. Buckman leaves 
the Webb Company, Superior, to join the 
new concern. 


A. M. Hart and C. B. Hillsburg have 
purchased the Wadsworth & Raven 
Agency at Great Falls, Mont. 





STRICTLY FIREPROOF 


NEW HOTEL 


BREVOORT 


Chicago, Illinois 
On Madison St., near LaSalle ; 


One minute from the 
Insurance District 





The Patronage of Iné 
surance Men is 
Solicited 


Laurence R. Adams, Sec’y and Mgr. 








SOUTHWESTERN STATES 


AUSTIN URGES SEPARATION 








Texas Commissioner Favors Depart- 
ments of Banking and Insur- 
ance Two Heads 





AUSTIN, TEX., Dec, 24—Separation 
of the insurance and banking depart- 
ments of Texas was strongly advocated 
by Commissioner of Insurance and 
Banking Austin in testimony given by 
him before the legislative committee 
which is investigating his department. 

Commissioner Austin said of the insur- 
ance department that the responsibilities 
for widows and orphans and for the prop- 
erty that is embraced in insurance is 


-great and the care that should be exer- 


cised in their supervision should be min- 
ute. Politics ought to be kept out of the 
department. He said he used to think 
that the department of insurance and 
banking should be administered by one 
man with an experienced deputy for each 
department and that he still thinks this 
can be done if they be divorced from 
politics. 

With reference to the Texas fire commis- 
sion, Mr. Austin testified that he has 
participated in but one meeting of the 
commission, of which he is ex-officio presi- 
dent. “The commission is so organized 
that two members ‘can get together and 
run it,’ testified Commissioner Austin, 
“and they do it. They figure that the 
commissioner of insurance and banking 
knows nothing about making fire insurance 
rates and in that they are about correct. 
The only active duty I have as a mem- 
ber of the fire insurance commission is 
the signing of monthly payrolls. I see 
no need for a commission of three men 
on this work nor for the commissioner 
of insurance and banking to be a member 
of the commission. I do not know person- 
ally more than two or three of the em- 
ployes in the office of the fire insurance 
commission.” 





MAYORS ATTACK COMPANIES 


City Government Heads Would Put 
Rate Proof Burden on 
Carriers 


OKLAHOMA CITY, Dec. 24—At the 
annual convention of the Oklahoma 
Municipal League, composed of the 
mayors and heads of city governments 
throughout the state, in session here 
recently, there was considerable agi- 
tation in favor of placing the burden of 
proving rates to be right and equitable 
upon the companies instead of the in- 
dividual, state or municipality. The 
temper of the convention was quite 
heated and the insurance companies in 
general were treated to a severe attack. 
Many delegates were bitter against the 
companies for alleged failure to give 
credits for improvements made. No in- 
surance representative was present to 
answer the, in many instances, very 
extravagant claims and criticisms made. 


No Complaints Filed 


It was strongly implied on the floor of 
the convention that the state insurance 
board favored the inspection bureau too 
much. At this point Secretary W. R. 
Samuel of the state insurance board gave 
the visiting mayors assurance that the 
board is doing all in its power to give 
lower rates to cities deserving same. He 
explained that the board is hampered in 
the matter of rate regulations in that 
no complaints had been filed with the 
commission. He stated that a new sched- 
ule of rates would be filed and a hearing 
given Jan. 3. It was claimed that the 
new schedule will show a reduction of 
from 6 percent to 15 percent on brick 


buildings and contents with a possible 
increased rate on frame dwellings. 

Secretary Samuel further stated that 
the insurance department has been ham- 
pered in carrying on rate regulation by 
lack of legislative appropriation of funds 
for that work. he convention went on 
record to favor future legislation alung 


this line. 
Lack Fire Protection 


It is interesting to note that a large 
majority of the towns and even some of 
the cities of the state are absolutely 
without adequate water supply for fire 
fighting purposes several months in the 
year. A vivid example is Tulsa, the 
richest town in the state, whose water and 
fire fighting equipmenr failed to throw 
water above the fifth floor of the Mayo 
pbuilding in the recent fire which destroyed 
$500,000 worth of property. However, 
Tulsa has now completed extensive repairs 
and additions to the water system, guar- 
anteeing ample protection in future. 

Many other towns and cities have been 
visited by Engineer Pierce, among them 
Altus, Elk City, Guthrie, Lawton, Madill, 
Mangum, Hobart and Waurika. These 
municipalities especially have had very 
low, and in many instances, no water 
during the summer months. However, 
Mr. Pierce states that he has_ secured 
very encouraging results from business 
men and officials of these towns. Many of 
these towns are yet without a water supply, 
but such protective steps as elimination 
of “fire breeders,” cleaning up and open- 
ing alleys, employing watchmen and addi- 
tional police, have been taken. 


Gets Reduced Key Rate 


WACO, TEX., Dec. 24.—This city is to 
be granted a material reduction in its 
present key rate of 21 cents by the Texas 
fire commission for compliance with rec- 
ommendations made by the commission 
following an inspection of the city’s fire 
department last March. The old volun- 
teer fire department has been replaced 
with a fully paid department. The fire 
marshal’s ordinance is also in effect. The 
improvements totaled approximately $50,- 

0. 





Texas Notes 


Fort Worth, Texas, is taking steps to 
improve its high pressure fire system in 
the down town districts. 

Richard Joyner, state fire marshal of 
Georgia spent the Christmas holidays 
with his son, Richard Joyner, Jr., at Dal- 
las, Texas. 

Twelve out of fifteen of the fire stations 
in Dallas, Texas, have, to a man, become 
members of the Dallas Fire Department 
War Savings Society and pledged them- 
selves to save from $1 per month to $30 
per month. 

Sherman, Texas, has installed three 
auto hose and chemicals and purchased 
additional pumping machinery for the 
waterworks station. The city also has 
completed and placed in service a sur- 
face reservoir of 1,500,000 gallons, sup- 
plied by five new deep wells. 

Texas State Fire Marshal S. W. Inglish 
and H. H. Sutton, chief engineer of the 
Texas Fire Insurance Commission, were 
in consultation at Dallas, Texas, a few 
days ago with Harry E. Roethe, scientific 
assistant, Bureau of Chemistry, United 
States Department pf Agriculture, and 
discussed what fires, if any, in Texas re- 
cently have been caused by the presence 
of static electricity in cotton gins. 





Are Getting the Business 

Some agents are getting in touch with 
bankers, financial investment houses and 
dealers in securities that are likely to 
mail Liberty bonds, to cover them for 
registered mail insurance. There is con- 
siderable of this business going around 
that could easily be gotten. Banks are 
holding bonds for customers, debts are 
being paid with them and there is more 
or less transferring of securities through 
the mail. Many banks are taking out 
specific insurance on Liberty bonds in 
their vaults. 


Harold Neff, formerly of the Ohio 
state fire marshal’s department got leave 
of absence long enough from Camp Sher- 
man to go to Columbus and take as his 
bride, Miss Martha Beaton. Mr. Neff is 
the son of Mrs. S. C. Neff, secretary of 
the Ohio State Fire Prevention Associa- 
tion. 
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““A Staunch and Reliable American Company”. 


CASH CAPITAL, $400,000.00 . 
Assets, $1,590,675.40 Surplus to Policyholders, $815,375.19 Losses Paid, over $8,000,000.00 


WM. T. BENALLACK, General Agent, Home Office Department, DETROIT, MICH. 


D. M. FERRY, JR., President 
far E. J. BOOTH, Vice-President 
- F. A. SCHULTE 
Treasurer 
H. E. EVERETT 
Secretary 
E. P. WEBB 
Asst. Secretary 
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OHIO 
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COMPANY 
LEROY, OHIO 
F. H. HAWLEY 


President 


W. E. HAINES 


Secretary 
Western Departmen ~ t 
CHICAGO 
CHARLES L. HECOX 


Manager 
GUY A RICHARDS 
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AUTOMOBILE DEPT. 


HANOVER FIRE 
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Hotel Dyckman 


MINNEAPOLIS, MINN. 
THE COMPLETE HOTEL 


Each of its 300 rooms is outside and has bath 








Exclusively European Plan—$1.50 and upward 


Under the exclusive management ot 
EH. J. TREN AIN 





Appointments 
combine dig- 
nity with a fa- 
miliar home- 
likeness rarely 
found in 
Metropolitan 
hotels. Two 
splendid cafes 
for ladies and 
gentlemen, al- 


soa Club Grill 
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KENTUCKY AND THE SOUTH) MOUNTAIN AND COAST FIELD | NEWS FROM THE Bast re ceeneee ces prone will be 1s 
< t “ 
NEW KENTUCKY RULES ISSUED | rIELD CHANGES ON THE COAST |INCREASING ITS RESOURCES aie eae: 





Wherever Rates Are Affected the Tend- 
ency Is Downward—Dwelling and 
Farm Schedules 





Twenty-seven new pages for the 
loose-leaf book of rules and abstracts 
of each of the Kentucky local agents 
and special agents, etc., have gone out 
in the mail from the Kentucky Actuarial 
Bureau. In addition there was included 


one sheet of addenda for the dwelling 
schedule and one sheet of addenda for 
the farm property schedule. These re- 
vised sheets are the results of the nu- 
mrous conferences between the Ken- 
tucky rating board and the representa- 
tives of the companies. For the most 
part the revisions relate to manner of 
handling various features of the fire in- 
surance business although there are a 
number which mean changes in the 
rates. Wherever there is a revision of 
rates it is a revision downward. 


All of the revised rules are effective as 
of Dec. 21, with the addenda relating to 
dwelling and farm property schedules 
dating from Dec. 17. None of the new 
features of the rules are, of course, final 
and ultimate, but the effect of them is to 
clear up all the tangles which were dis- 
covered or created in the original set or 
developed by reason of changing circum- 
stances and complaints. The Kentucky 
insurance situation is now controlled by 
a system of rules and regulations on 
which all parties are agreed and which 
will lend themselves to revisions as the 
need arises with special facility. 

Examination of the new pages and com- 
parison with the old indicates that the 
old rules are in the main being restored. 
The dwelling house schedule is most im- 
portantly affected. Rule B in the rules 
superseded provided that all buildings 
outside the corporate limits of a city or 
town take sixth class rates. The new 
rule is divided into three sections. One 
provides that dwellings so_ situated, 
within 500 feet of a fire hydrant or cis- 
tern in cities of the first and second 
classes, take the classification of the 
town; up to 1,000 feet a fifth class rate; 
up to half a mile, except farm property, 
sixth class. The second section relates 
to dwellings outside of third, fourth and 
four and a half class towns which take 
a fifth class rate up to 1,000 feet and a 
sixth class up to half a mile, excepting 
farm property. The third section rates 
dwellings between 500 feet and half a 
mile from fifth class town boundaries and 
fire hydrants or cisterns as sixth class 
risks. Other minor changes are made in 
this schedule. 

The Addenda for farm property sched- 
ule constitute an insert under general 
definitions and instructions, note extra 
charges to be made for defective flues, 
storage of automobiles, gasoline engines, 
tenant occupancy, etc., and _ prescribe 
methods of treating these charges. 
Under the heading “Wind Storm Rates” 
it is provided that “The 50 percent coin- 
surance clause must be attached to all 
wind storm policies covering farm prop- 
erty.” Under hay rates, the regulation 
providing that where hay insured is more 
than 20 percent of the whole value the 
value of the hay in excess of 20 percent 
shall take the same rate in addition is 
amended to read “hay, straw and fodder” 
instead of reading “hay” alone, as before. 

In a letter from G. H. Parker, manager 
of the Kertucky Actuarial Bureau, which 
went out with the new sheets, the follow- 
ing appeared: 

“A 20 percent reduction from published 
rate shall be allowed on all dwellings 
which have been rated as protected, situ- 
ated beyond the corporate limits of a 
protected town. Not to apply to rates 
published prior to April 1, 1917.” 





Will Make Appointment Later 


Manager J. L. Whitlock of the Glens 
Falls will not make an appointment of 
special agent in Kentucky and Tennessee 
until the latter part of February or first 
part of March, when he will be in Chicago 
to meet some of the applicants. 





Kentucky Notes 


A measure providing that the firemen 
of first, second and third-class cities of 
Kentucky shall be placed on the civil ser- 
vice list will be presented to the Kentucky 
legislature, which sits in January and 
February. The measure will have the 
support of the labor element, it is stated. 


Knoxville, Tenn., has escaped a water 
shortage this winter by reason of the fact 
that 6,000 water meters have been installed 
in consumer’s service pipes. Heretofore 
cold weather has been met by consumers 
letting their water run to prevent it from 
freezing in the pipes. With meters instal- 
led they use other measures. 








C. L. Greenwalt Goes to Hartford— 
Percy Wickes Enters Field Work 
for Pacific States 





C. L. Greenwalt has resigned as spe- 
cial agent for the Providence Washing- 
ton, and allied companies to join the 
Hartford Fire in the same capacity cov- 
ering the northern California field. Mr. 
Greenwalt, who succeeds M. E. Spauld- 
ing, who resigned to join field force of 
Firemans Fund and the Home Fire and 
Marine, entered insurance at Chicago in 
1901 as office boy for the Phoenix As- 
surance, coming to San Francisco three 
years later. Percy Wickes, at one time 
with the western department of the 
Continental at Chicago, and since in 
local agency work at Seattle, is ap- 
pointed special agent for the Pacific 
States Fire in western Washington. 





Getting Hail Collections 


The hail premium collections covering 
loss from hail through the Minnesota 
State Fund are now being paid by county 
treasurers to the State Hail Insurance 
Board. No attempt will be made to make 
any settlements until all the treasurers 
have reported. 





New Seattle Reciprocal 


The Automobile Owners’ Interinsurance 
Association has been organized at Seattle, 
and is campaigning to write insurance on 
cars of members of the automobile club of 
western Washington, newly organized. 
The promoters of the interinsSurance con- 
cern are I. S. Watson, former special 
agent and later reciprocal operator of 
Seattle, and F. A. Wing, retired automo- 
bile dealer. 





Berg Files Libel Suit 


Charles Edward Berg, former general 
manager of the Hudson Bay Insurance 
Company of Vancouver, B. C., has begun a 
fifty thousand dollar libel suit against J. 
R. Seymourn, S Smith and the Hudson 
Bay Mortgage Corporation, because of 
alleged libelous statements circulated by 
defendants among stockholders of the 
company. 


Austin Wins Tax Suit 


AUSTIN, TEXAS, Dec. 24.—Back taxes 
aggregating $19,150 due on securities in 
the Texas state treasury were awarded 
this city by the district court against the 
Millers’ Mutual Fire, the American In- 
demnity and the Texas Fidelity & Bond- 
ing. The court held, that under the Texas 
law these companies were liable to taxa- 
tion in the city of Austin on their secur- 
ities in the state treasury, as the treasury 
was situated in Austin. The compan- 
ies contended that the tax was liable 
and should be collected at the _ places 
where their principal offices are located. 

In the case against the Great South- 
ern Life of Houston, judgment was given 
in favor of the defendant, the court hold- 
ing that the Texas statute provided that 
companies doing life business exclusively 
are subject to taxation at the places of 
their headquarters. 

The companies against whom judg- 
ments were rendered have appealed to 
the court of civil appeals. Fifteen other 
similar cases are pending on the docket. 


Insurance Committee to Meet 


The committee on insurance law of the 
American Bar Association will meet at the 
Hotel La Salle, Chicago, Jan, 8, to 
further consider the proposed insurance 
code, to be recommended for enactment by 
Congress for the District of Columbia. 
tte will be used as a model for other 
states. 








R. A. Corroon & Co. of New York Are 
Adding to Facilities of the 
Equitable Underwriters 





NEW YORK, Dec. 26—R. A. Cor- 
roon & Co. of New York are increas- 
ing the number of subscribers and 
financial resources of the Equitable Un- 
derwriters the Lloyds that this firm 
placed in the field April 1. This started 
with twenty-four underwriters, who 
subscribed funds of $300,000 in the na- 
ture of deposits. Now it desires to in- 
crease this deposit to $1,000,000 to en- 
able it to participate more fully in the 
marine business that has been thrown 
on the market owing to German com- 
panies being prohibited from writing 
new business. Corroon & Co. say that 
the German companies, due to most 
efficient management, had an excellent 
business in this country. The Equit- 
able Underwriters will pay 6 percent on 





GIVES REASON FOR ADVANCE 





Secretary Hexamer of the Philadelphia 
Fire Underwriters Association 
Explains the Rate Increase 


PHILADELPHIA, PA., Dec. 24— 
Secretary Hexamer of the Philadelphia 
Fire Underwriters Association has re- 
plied to the insurance commissioner of 
Pennsylvania regarding the 10 percent 
rate increase for the territory under the 
jurisdiction of the association. He 
states that the causes for the increase 
can be placed in three groups, first, in- 
creased taxation; second, increased 
overhead expenses; third, increased 
losses and replacement cost. 

Among the specific increases that 
companies have to meet are the capital 
stock tax, corporation income tax, ex- 
cess profits tax, premium tax, all of the 
National government. These are in ad- 
dition to taxes that have been paid all 





DIRECTORY OF LOCAL AGENTS 





Tue NATIONAL UNDERWRITER Recommends the Following as Among the Prominent and Reliable 


Agencies With Good Facilities for Exchange and 


Outside Business. Advertisements 


of Only First-Class Offices Accepted. 





MINNESOTA 
JAMES H. HARPER COMPANY 





GENERAL INSURANCE 


Fire Protection Engineering 
DULUTH, MINN. 


INNEAPOLIS INSURANCE AGENCY 


All Classes of Insurance 





525 Plymouth Bldg. 


MINNEAPOLIS, MINN. 
F H. WAGNER AGENCY 
e 


Insurance Agents and Adjusters 





529-534 Plymouth Building 


MINNEAPOLIS, MINN. 
NEBRASKA 








Jay D. Fosrsn, Pres. Josera Barker, Sec'y 
OSTER-BARKER COMPANY 
Successors H. E. PALMER SON & CO. 
Oldest cy in the City 
R ting: Home, N. Y.; Continental; Springfield 
F.& M.; Liverpool & London & Globe; New Hamp- 
shire; Phoenix of Hartford; Western Assu 
Franklin; German Alliance. General Agents: The 
Fidelity & Casualty Co.,N. ¥. 500-4 Brandeis Bldg. 
MAHA, NEB. 








OHIO 


Established 1894 
AREY & ZIMMERMAN 
Suite 15, 41 E. 4th St. 
Hamilton County ManagersWilliamsburgh City, N.Y. 


: hoenix, Conn. 
Resident Agents 4 Liv. & Lon. & Globe, Eng. 


Caledonian, Scot. 
CINCINNATI, OHIO 








DWARD E. SHIPLEY 
GENERAL INSURANCE 
General Agents 
United States Fidelity & Guaranty Co. 


Surety Bon 
603 First National Bank Building 


CINCINNATI, OHIO 





RANK J. MACKLIN 
FIRE INSURANCE 
Representing Springfield, Home, Aetna, Ins. Co. 
of North y we Pg — Alliance, London, North 
British & Mercantile, Phoenix of London. 
35 North High Street 


COLUMBUS, OHIO 





HE O. M. STAFFORD-GOSS- 
BEDELL CO. 


INSURANCE 


Plain Dealer Bldg. 
CLEVELAND, OHIO 





E BINGHAM & DOUGLASS CO. 
Established 1870 


GENERAL INSURANCE 


We are equipped to handle all classes of Insurance 
in amounts lose or small. 


The Cuyahoga Bldg. 
CLEVELAND, OHIO 





WISCONSIN 


EORGE HELLER INSURANCE 
CY FIRE, CASUALTY, AUTOMO- 
— BILE, BONDING & MARINE 
Representing: Brit. Amer.; Citizens, Mo.; Fidelity- 
Phenix, Fire Ass'n; Fireman’s Fund, Ins. Co. of N. 
A.; Mass. F. & M.; Mech. & Traders, Newark; New 
Hampshire; Niagara; N.B.& M.; Pennsylvania; Phil. 
Und.; Phoenix, Eng.; Prov. Wash.; Queen; Royal; 
Sun., Eng.; United Firemen’s; Urbaine; Westchester. 
General Agts. Royal Indemnity. 


SHEBOYGAN, WIS. 











Dr. A. B. Kirk 





Great Northern Insurance Company 


Pioneer Bldg., St. Paul, Minn. 
Albert Berg, Pres. & Treas. 
George W. La Brande, Vice-Pres. and Managing Underwriter 


BOARD OF DIRECTORS: 


George W. La Brande George T. Simpson Carl G. Schulz J.C. Fulton | 
Albert Berg C. L. Maguire Louis F. Dow George Jarchow' 
A. O. Eberhart Julius A. Schmahl Louis B. Krook Dr. J. J. Ecklund 


Joseph I. Silbar 


Jos. I. Silbar, Sec’y 
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along. They will cost not less: than 6 
percent for any company and in some 
cases will be more. The overhead ex- 
penses have increased, such as postage, 
50 percent; traveling and transportation, 
8 percent; telegraph and telephone 
tolls on long distance; salary increase, 
20 percent; printing, equipment and sup- 
plies, 40 percent; rental, 10 percent; 
payment of part of salary to those en- 
listed in the military service, cost of 
labor and material entering into the re- 
pair and construction of buildings dam- 
aged by fire, 80 to 100 percent. 





Confer on Halifax Losses 


A number of New York fire managers, 
whose companies are interested in the 
Halifax losses, held a conference on the 
subject last week. It was decided that 
there is no liability for explosion losses, 
and it is regarded as important that the 
question of percentage of explosion loss, 
to be deducted from the sound value, to 
arrive at the fire loss where buildings 
are totally destroyed, should be agreed 
upon by the companies or general agents, 
appointed to supervise departments, and 
that this should be taken care of before 
adjustments are undertaken by any of the 
companies interested. 





Eastern Union Meets 


The regular meeting of the Eastern 
Union was held in New York last week 
with President Edward Milligan presiding. 
The question of the conditions obtaining 
on piers and terminals, growing out of 
the war was discussed at considerable 
length. The secretary was directed to 
communicate with all of the eastern rating 
bodies, for the purpose of finding out just 
what was being done in their respective 
jurisdictions in the matter of safeguard- 
ing such properties. 





Report of New York Fire 


New York, Dec. 26—In a special re- 
port of the fire in the Charles Williams 
Stores of Brooklyn the New York Board 
indicates the following lessons: Unin- 
telligent watchmen by delaying to turn in 
an alarm create additional hazard. Build- 
ings of considerable area and height when 
occupied by combustible stock, should 
carry automatic sprinklers. To avoid 
water damage floors of a building should 
be waterproof and scuppered. Shortage in 
fire fighting equipment in risks at this 
point is frequently unavoidable. Delay in 
turning in alarm enabled the building to 
be filled with smoke so that the fire could 
not be located for a half hour with con- 
sequent serious delay in turning in a sec- 
ond alarm. Wired glass windows and 
double glazing proved inadequate protec- 
tion. 





Must Use Sun Time 


BUFFALO, N. Y., Dec. 26—In a decision 
handed down by the court of appeals in a 
Buffalo case that court holds that “noon” 
in insurance policies in New York State 
means noon by standard time, and not 
noon by sun time. In support of its de- 
cision the court points to the insurance 
law of the state, section 121, laws of 
1909, pamphlet 38, and to the general con- 
struction laws of 1909, which define the 
time that is to be used in insurance con- 
tracts. In the case in question the alarm 
of fire reached the fire department at 31 
minutes past 12 o’clock standard time. 
The difference between sun time and 
standard time at Buffalo is 15 minutes 
and 38 seconds. 


Phillips Delays Action 


Action on the proposed flat supercharge 
of 10 percent on fire insurance rates in 
the east has been delayed in New York 
City by the protest of Insurance Com- 
missioner Phillips of New York. An in- 
vestigation has begun by the Pennsyl- 
vania department. It is understood that 
both officials now can see the need for an 
increase in rates in order to meet present 
conditions, but are insistent that this 
must be uniform throughout the country. 








Eastern Notes 


Thomas Moore, of Moore & Foster, 
local agents at Scranton, Pa., for the past 
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CASH CAPITAL $839,130.00 





CLEVELAND NATIONAL 
FIRE INSURANCE COMPANY 


CLEVELAND, OHIO 


APPLICATIONS FOR AGENCIES DESIRED 


Cc. H. BISHOP 
PRESIDENT 


Oo. T. BROWN 
SECY-TREAS. 


ASSETS 
$1,450,050.28 


SURPLUS TO 
POLICY HOLDERS 


$1,245,852.60 
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35 years, died last week following an 
operation for removal of pressure on the 
brain. 

Frank W. Parker of Oswego, N. Y., has 
purchased the E. E. Frost Agency from 
his heirs. 

The agencies of the Wagner & Taylor 
Company. and Edson & Co., in Philadel- 
phia, have been merged under the title of 
Wagner-Taylor-Edson Company. 


H. W. Brown & Co., a _ Philadelphia 
agency and brokerage office, has for some 
time maintained separate its activities as 
agents and as brokers, the departments 
occupying different floors of the same 
building. In order that this division may 
be more publicly defined and understood, 
applications have been filed for two Penn- 
sylvania charters, one in the name of 
Henry W. Brown & Co. and the other 
in the name of Brown, Crosby & Co. 





Losses of the Week 











ECEMBER losses have been about 
normal. During the cold weather 
a large number of claims were reported, 
but the total for the month will not be 
as high as was at first expected. 
* at = 


Grundy Center, Ia., Dec. 23.—The Bap- 
tist church was destroyed by fire with a 
loss of $16,090. m - 


Des Moines, Ia., Dec. 23.—A loss of $75,- 
000 was sustained by the Shackelford 
Brick Co. Loss to the drying room. 

a * 


oe 
Wayland, Ky., Dec. 19.—Fire destroyed 
part of the town today, including the 
store of the Elkhorn Mining Corporation. 
Incendiaries alleged to have been German 
agents, are charged with the fire. The 
loss estimates are placed at $100,060. 


Vincennes, Ind., Dec. 21.—Fire damaged 
the plant of the Wabash Valley Distil- 
lery, owned by Chicago capitalists, to 
the extent of $60,000. 


St. Louis, Mo., Dec. 23.—Fire occurred 
in the three-story brick building, 504 N. 
2nd St. Owned and occupied by Gwynne 
Evans (doing business as David G. Evans 
& Co.) mfg. of teas, coffees, spices and 
grocery sundries. Fifty percent damage to 
lst and 2nd floors of building and con- 
tents, west portion. Water damage to 
stock in the four-story brick building, 506 
N. 2nd St. 

Insurance on building, 504 N. 2nd St. 
Owned by Gwynne Evans: 

Home ...... . $3,500 Hartford .....$2,500 

Insurance on buildings, 506 N. 2nd 
St. Owned by_ Shaw estate: 

Niagara ......$2,500 North. Eng...$1,000 
Urbane ...... 2,500 Netherlands .. 2,500 
Mass F. & M.. 2,500 

Insurance blanket form on _ contents, 

owned by Gwynre Evans, in buildings, 


504-06: 
National .....$5,000 Dubuque ....$2,500 
«++ 4,500 


London .... 2,500 Firemen’s 
,000 Fund ... 
-. 7,000 State of Pa... 2,500 
Century ...... 5,000 Mechanics . 2,50 
Amer. Cent... 3,500 Newark ..... 
Aetna ........ 4,000 Palatine ..... 5,000 
Royal ...e..-- 2,500 . 





Chicago, Ill, Dec. 26.—Fire in the four- 
story brick building at 640-2 W. Randolph 


St., caused a 50 percent loss. Occupied by 
the Chicago Sale Book Co. 
Insurance on stock: 


Connecticut ..$1,500 Hartford ....$6,000 

Century ..... 2,000 Mercantile ... 3,000 

Citizens, Mo.. 2,000 Niagara ..... 3,000 

Fid. Phenix... 1,500 National .... 6,000 

Franklin ..... 3,000 St. Paul ..... 2,000 
* * * 


Chicago, Ill., Dec. 26.—The mutuals car- 
ried the insurance on the Shank Co., 3948- 
58 Dearborn St. The five-story building 


was occupied as a U. S. Government ware- 

house. Insurance: 

Cot. & Wool. Narragansett 
ree $12,500 Mut. ......... $3,750 

Fire’ens Mut. 12,500 Protection 

Hope Mut... 8,750 Natl. Mut.... 3,750 

Indus Mut... 8,750 Mut. ...... 10,000 

Keystone Mut 8,750 Phila. Mut... 8,750 


Mill Owner’s 


Mut. ...... 6.250 Standard Mut 5,000 
Mere. Mut... 6,250 What Cheer 
Manton Mut. 8,750 Mut. ...... 8,750 


* * * 
,;Grove City, O., Dec. 17.—Fire early this 
morning destroyed the Methodist Episco- 
pal church, here, in West Park street. 
Loss $15,000. e 


* 
Louisville, Ky., Dec. 26.—The loss on 
the Louisville Planing Mill & Hardwood 
Flooring Co. is total. Insurance: 
Mill Schedule Company 
Ger. Amer....$1,350 Fid. paste... 05008 
1 


Yorkshire ... 2,250 Mil. Mech..... i" 
Connecticut ..2,150 N. Y. Und.... 1,000 
Commonwealth 1,000 Continental .. 1,000 
N. Y. Und.... 1,000 Atlas ....... 2,150 
Buff. Ger..... 1,500 Agricultural .. 2,000 
Michigan - 1,500 

Machinery 
Delaware ....$1,000 Royal ........ $1,500 
National 


- 1,000 Henry Clay... 1,500 
s * « 


Louisville, Ky., Dec. 26.—The loss on the 
— Veneer Mill Co. is total. Insur- 
ance: 


Building 
Mil. Mech....$1,000 Continental ..$1,000 


Boston ...... $1,500 Germania . -$1,000 
Continental .. 1,000 | Springfield +. 1,000 
Glasgow, Ky., Dec. 26.—The loss on the 
Glasgow Flooring Co. is total to the fol- 
lowing insurance: 
General Farm Schedule: 
Cent. Mfgs. Lumbermans 
Mut. ........$2,500 Mut. 
Fitchburg Mut 1,500 Millers’ Mut.. 2,500 
Grain Dealers ill ” 
Mut. ....... 1,500 N. W. Mut... 2,500 
Grain Dealers 


veeseeee 1,500 Pa, Lumber 
b. 00 Pg 2,500 
? a. . . ’ 
boo ut. 1,500 
Stock Schedule 
Cent. Mfrs. Lbrman’s Mut.$1,500 
Mut. .......$1,500 Mill. Own. 
| hong oe any 500 we. eanaus - 1,500 
n Dealers ers’ Mut.. 1,500 
Nat. Mut.... 500 Pa. Lumb. “ 
MBG: cccccess, OC 
Pa. Mill Mut. 500 
N. W. Mut... 1,500 
tock 


s * s 
kla., Dec. 20—The terminal 


uu n was estroyed 
$125 000. y t a loss of 


Milwaukee, Wis., Dec. 24—The three- 
story and basement auto livery, garage and 
repair shop of the Boynton Auto Livery 
Co., 449-451 Milwaukee street, was gutted 


eeeees . 
. 








by fire. The loss on building is estimated 


at $20,000 and on contents at $125,000. A 
large number of automobiles owned by the 
Boynton company and belonging to private 
owners who kept them in the Boynton 
garage for storage, were destroyed. 


Chicago, Ill., Dec. 24.—The loss on the 
Union Overall Laundry & Supply Co. is 
total to the following insurance: 





BEUMR cecccce $1,000 North., N. Y. $1,500 
Buffalo ...<. Patriotic 500 
Concordia . Royal «cc 

Del. Und. Reliance .. 

Detroit pr Royal Ex. .... 
pT eee Roch. Ger.... 3,500 
Michigan » Westchester . 2,500 





Chicago, Ill., Dec. 18.—Fire in four-story 
and basement brick, 1548 Milwaukee Ave., 
owned by Arthur S. Nathan, caused a 50 
percent loss. Occupied by National Bed- 
ding Co., mattress mfg. Insurance: 
American 500 Security, N. H. $500 

om. Un. .... 500 Springfield .... 500 
Natl. F. & M.. 1,000 


To Have New Company 


Manager Harold W. Letton of the 
Prussian National tells his agents that 
plans for an American company to enter 
his organization and take over the busi- 
ness of the Prussian National in force 
are progressing favorably. He says that 
after approval by the government he 
hopes to soon have an announcement to 
make that will be of interest. 


Are Applying New Rates 


The 10 percent advance on fire insur- 
ance has been adopted in the east, and is 
now being put into effect in the south. 
The Louisiana Fire Prevention Bureau 
last week promulgated an advance of 10 
percent covering all risks in that state. 


During the past year 50,000 agents’ li- 
censes were issued in Texas. 









INSURANCE 
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FIRE—TORNADO—AUTOMOBILE 


COMMERCIAL UNION 
Assurance Co., Ltd., of London 
PALATINE 
Insurance Co., Ltd., of London 
COMMERCIAL UNION 
Fire Ins. Co., of New York 
UNION 
Assur. Soc., Ltd., of London 
CALIFORNIA 
Insurance Co., of San Francisco 
WESTERN DEPARTMENT 
N. E. Cor. Clark and Monroe Streets 
Chicago 





H. C. EDDY, Resident Secretary 











HARMON 





Michigan Livestock Insurance Co. 
SAGINAW, MICHIGAN 


COLON C. LILLIE, President and Superintendent of Agencies 
J. WELLS, Secretary and General Manager 


substantial interests of 


and owners of livestock against death from any cause. 


AGENTS WANTED 


Organized, owned and managed by Michigan men. Backed by 


Insuring Michigan farmers 


schigan. 














CLIFFORD IRELAND, Pres. 


PEORIA, ILL. 


Western Live Stock Insurance Company 


Dr. GAIUS W. HUBBARD, Sec’y & Gen’! Mer. 
Maine, Massachusetts, Connecticut Rhode Island Pennsylvania North Carolina South Carolina Ohio, Indiana, Illinois, Wisconsin, lowa, Kansas, Texas, Missouri, Tennessee 
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STUPID WORK IS SEEN 


—_— 


BIG DAMAGE IS UNNECESSARY 





Detroit Fire Department Did Not Use 
Judgment in Handling Recent 
Sprinklered Risk Blaze 





Companies interested in a recent loss 
at Detroit, Mich., are somewhat worked 
up over the results which were made 
conciderably more serious by the stu- 
pidity of the fire department. The loss 
occurred in the fireproof sprinklered 
building of the Joseph Mack Printing 
Company, 59-67 Elizabeth street, hav- 
ing additional office occupancy. 

It is reported one of the tenants 
moving in found no electric lights, as 
the building, a new one, had not been 
connected up in this section. A hole 
was made through a tile partition and 
connection made with an electrical out- 
let box in the room of another tenant. 
An extension wire was then carried 
into a vault room of the tenant who 
had no light and this vault room being 
used for film storage which, it is sup- 
posed caused the fire. 


Heavy Water Loss 


There was a very slight initial dam- 
age, but a large number of sprinkler 
heads opened and a 30,000-gallon grav- 
ity tank was drained, in addition to 
which the fire department, pumping 
water through a Siamese steamer con- 
nection, flooded the fifth floor of build- 
ing, where the fire started. The floors 
being water tight the water quickly rose 
to the windows and there overflowed. 
Instead of pumping the water out of 
the fifth floor, the fire department 
knocked away the cement filling around 
a number of pipe risers and allowed the 
water to flow clear through to the base- 
ment of building. The escaping water 
became mixed with a film substance 
which added greatly to the loss by 
leaving numerous bad stains. The loss 
was in the neighborhood of $20,000, but 
the adjusters claim that, had the water 
been pumped from the fifth floor 
through one of the windows, the loss 
would have been about $5,000. This ex- 
perience has aroused the companies 
anew to the importance of securing 
some legislation which will check the 
unwaranted action of fire departments 
when handling fires in sprinklered risks, 
as well as provide means for imposing 
due penalty in the case of individual 
tenants who violate building laws 
through carelessness or design. 


TRADE ACCEPTANCE 
IN FIRE INSURANCE 


(CONTINUED FROM PAGE 1) 


insurance premiums, to this privilege. 
It should be clearly understood that 
without the rediscount of the federal 
reserve banks, local banks could still 
accept trade acceptances over their own 
counters the same as any other nego- 
tiable paper. Mr. Richey was particu- 
larly surprised at the laxity of the credit 
system used by insurance men and the 
large amount of premiums which were 
allowed by customers to go unpaid for 
comparatively long lengths of time. 


What Is “Trade Acceptance’? 


Leading up to his discussion of the 
application of the trade acceptance to 
insurance, Mr. Richey explained that the 
trade acceptance is nothing more or less 
than a time draft. The term “trade 
acceptance” has been given it to create 
interest in the subject and advertise the 
idea. Upon delivery of goods the seller 


FOR SALE :—Live Insurance 
Agency. Commissions for 1917 about 
$2000.00. If not sold by Jan.1,1918 
will be off the market. Address 
45-F, care The National Underwriter. 





presents a trade acceptance describing the 
goods sold and calling for payment of 
the purchase price of the goods within 
a certain time as specified in the sals 
agreement and payable at a certain bank. 
Immediately upon receipt of the goods the 
buyer endorses the trade acceptance and 
returns it to the seller. It is then a twc 
name negotiable paper. 


Advantages Are Named 


Numerous advantages to the seller in 
using the trade acceptance were outlined 
by Mr. Richey. A number of these ad- 
vantages apply with particular force te 
the local agent. It does away with the 
curse of the open book account; it obli- 
gates the buyer to pay his premium within 
a specified time. It places the buyer’s 
obligation to make this payment within 
a specified time before the banks of his 
community. It places the seller in a 
better position to get judgment in a court 
if this be necessary. It releases the 
assets of the seller for other work if he 
desires so to use them and it saves book- 
keeping. Although the fire insurance busi- 
ness is one of the great businesses of the 
country, the service sold most important 
and the indemnity is the foundation of 
credit, yet the abuse of credit by buyers 
of insurance is notorious and ridiculous. 
It is not necessary; it is not the fault of 
the buyer but the fault of the seller 
who has allowed this abuse to gain a 
strong foothold by custom. All of the 
schemes usually outlined for bringing 
about premium payments at best are 
makeshifts. 

Probably no opportunity so promising 
to revolutionize the credit system in the 
fire insurance business has presented itself 
as is now present in the trade acceptance 
campaign which is sweeping the country. 


Seller Has Open Bank Account 


Even if a purchaser does not meet his 
payment as called for in a trade accept- 
ance the seller is still in better position 
than with an open book account since 
in the latter method there is no evidence 
of the transaction on the part of the 
buyer. It is necessary for the seller to 
prove in court that an order was issued 
for the goods, that the goods were deliv- 
ered, that the same price was charged 
for the goods as was outlined in the sale 
agreement, that the amount oWed is past 
due and that it is still unpaid. All of 
this evidence is presented on one piece 
of paper when the seller has a trade 
acceptance. There can be no question 
but that use of the trade acceptance would 
tend to make the buyer more cautious in 
purchasing and give him a keener sense 
of his obligation to pay. A file of trade 
acceptances and a trade acceptance ledger 
is all the bookkeeping that would be 
nevessary in their use. 


Becomes a Preferred Creditor 


In the case of the buyer who gives a 
trade aeceptance, he becomes a preferred 
creditor the same as a man _ who pays 
cash as compared with a man who charges. 
There is an advantage to the public since 
use of the trade acceptance would release 
a large proportion of the forty billion 
dollars constantly tied up in book ac- 
counts as a basis for commercial and 
trade extension. It is particularly desira- 
ble at this time during the war that all 
assets should be as liquid as possible. 


UNIFORM REPORT IS 
ARRANGED FOR WEST 
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be made if possible, otherwise include in 

contents column. 

2. Mercantile Risks—Contents. 

a. Fireproof. 

b. Brick, stone, solid cement walls, 
hollow concrete block and hol- 
low tile, wire lath and plaster 
on steel supports. 

ec. Frame, metal sheated frame, 
skeleton iron clad, frame stucco 
and brick veneer. 

List of Classifications 
1. Mercantile Risks—Buildings, 

a. Fire proof. : 

b.. Brick, stone, solid cement wall, 
hollow concrete block and hol- 
low tile, wire lath and plaster 
on steel supports. 

ec. Frame, metal sheated frame, 
skeleton iron clad, frame stucco 
and brick veneer. 

4. Dwellings, private barns, private 
garages and outhouses in connec- 
tion therewith, private boarding 
houses, fraternity and chapter 
houses, flats, tenement and apart- 
ment houses, nurses’ and_ sisters 
homes. (Not to include college or 
school dormitories.) 

a. a fireproof, stone and hollow 
ile. 

b. Frame, stucco, hollow concrete 
block, brick veneer, etc. 

Seasonal cottages and their outhouses. 

Farm risks (including live stock.) 

Churches and chapels. 

a. Fireproof. 

b. Brick, stone, solid concrete walls, 
hollow concrete block and hol- 
low tile, wire lath and plaster 
on steel supports. 

ce. Frame, metal sheathed frame, 
skeleton iron clad, frame stucco 
and brick veneer. 


Lh ho 





12. Colleges, universities, boarding 








“SERVICE”’—That’s the Slogan of 


Neare, Gibbs & Lent 


211 East Fourth Street, CINCINNATI, OHIO 


Automobile, Inland and Ocean Marine, Tourist and Trans- 
portation Floaters, Parcels Post and Registered Mail Insur- 
ance. Representing several conservative and well-established 
Companies in fourteen states. 


A Fully Equipped General Agency Office 


Prompt Correspondence, Quick Adjustments and Settlements 


We Can Supply Your Needs—Write Us 





schools and convents, schools and |40. Grain elevators and warehouses 
academies with or without dormi- (terminal) of fireproof construction. 
tories. 42. Grain elevators and warehouses 
a. Fireproof. ‘ (terminal) of other construction. 
b. Brick, stone, solid concrete walls, | 44. Lumber yards, retail. 
concrete block and hollow tile, | 46. Lumber yards, wholesale and mill. 
wire lath and plaster on steel | 48. Metal workers, foundries, machine 
supports, shops, etc. 
c. Frame, metal sheathed frame, | 50. Mining properties. 
skeleton iron clad, frame stucco | 52. Oil risks (mineral or earth). 


: _ and brick veneer. 54. Oil risks (vegetable and fish). 

14, Public buildings. All classes of con- | 56. Packing and slaughter houses. 
struction. 58. Railway risks (steam and electric). 
: ; pecial Risks 60. Tobacco warehouses and saleshouses. 

16. Builders’ risks. 62. Tobacco barns (country). 

18. Canning factories. F 64. Tobacco, cigar, cigarette and snuff 

20. Cereal, grist, feed, rice and flour factories. 
mills 66. Tobacco stemmeries, prizeries and re- 


22. Coal docks only. . handling houses. 
24, Cotton, no compressing. 68. Wharf risks. 
26. Cotton compresses with warehouses | 70. Woodworkers (saw and planing mills 


and platforms if communicating only). 

therewith. 72. Woodworking risks (other than 
28. Cotton yards and platforms when not above). 

communicating with compresses. 74. Miscellaneous special hazards. Not 


30. Cotton gins. 

32. Creameries and cheese factories. 

34. Electric light and power plants (not | 76. Sprinklered risks. 
connected with traction properties), | 78. Sprinkler leakage. 

Water works and pumping stations y Tornado. 

82. 

84 


properly assignable to any of the 
above classes. 


and filtration plants. Hail. 
36. Floating vessels. All other miscellaneous risks not 
38. Grain elevators and warehouses. properly assignable to any of the 
(Country.) above classes. 


JONES, LAUNT & BARRETT, Inc. 
GENERAL AGENTS 


BOSTON NEW YORK LONDON CHICAGO BALTIMORE 


Capital Fire Insurance Company 
Chicago Bonding & Ins. Co. 











We are strictly an Agency office, and 
can offer service and facilities in Penn- 
Great Eastern Casualty Company sylvania, New Jersey and Delaware 
Thames & Mersey Marine Ins. Co. through our head Office. 


HEAD OFFICES: 411-13 Walnut Street, Philadelphia 


The Security Automobile Mutual Ins. Co. 


YOUNGSTOWN, OHIO 


It is the Age of the Specialist. Our Specialty is Automobile Insurance. 
Organized under and supervised by the Ohio Insurance Department 
To Ohio Agents: Give us your Automobile business! 
Agents wanted where not represented 

































General Agents Wanted 





Automobile Insurance 





INDEMNITY MUTUAL MARINE ASSURANCE CO. THE ROYAL EXCHANGE ASSURANCE 
LTD., OF LONDON, ENGLAND (Marine Dept.) OF LONDON, ENG. 


Surplus United States Statement, - - $ 461,101 Surplus - - - - = + $1,348,075 


Surplus Home Office Statement - - 11,727,022 
” THE TOKIO MARINE INSURANCE CO., 
UNITED STATES “LLOYDS,” NEW YORK, N. Y. LTD., OF TOKIO, JAPAN 


segs OT EMOTE EE. a Surplus United States Statement, $562,916 


d ?, 
i Surplus Home office Statement, $733,611 


APPLETON & COX, Attorneys 
3 South William St. NEW YORK 


AN ATTRACTIVE PROPOSITION 
GENERAL AGENTS WANTED 
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SERVICE 


FOR 


BROKERS 


AUTOMOBILES 


INSURED UNDER 
LIBERAL FORM POLICIES 


CRITCHELL, MILLER, 
WHITNEY & BARBOUR 
15th Floor, Insurance Exchange 
CHICAGO, ILLINOIS 


Over Forty Years of Continuous 
Successful Operation in Chicago 














MOTOR 


Insurance News 











ORGANIZES TRACING SERVICE 





L. J. Meyer, of Chicago, Is Operating 
Theft Recovery Bureau— Interests 
Insurance Companies 





L. J. Meyer has organized the Na- 
tional Automobile Abstract Tracing 
Service with headquarters at 118 N. 
La Salle street, Chicago. Under the 
plan now in operation, cars stolen years 
ago may be traced and recovered. For 
a fee of $2 a registrant may have his 
car marked by a private mark system, 
which is based’ on the hidden treasury 
system. The company secures the 
numbers of car owners from the regis- 
trations in the various states, files them 
by states, and is kept informed of all 
new registrations. Thus a duplication 
in registration is immediately detected. 

The most interesting feature of the 
plan to the automobile insurance com- 
panies is the private marking system. 
At the time of registration a card is fur- 
nished showing exactly where the 
markings are to be found, but which 
cannot be detected without aid of a 
magnifying glass. Thieves in remark- 
ing the stolen car, would not be able 
to detect the marking, and so would 
not make any effort to mutilate that 
portion of the car. 





FIELD FOR TRUCK INSURANCE 





Increased Use of Commercial Cars 
Makes the Truck a Greater Au- 
tomobile Hazard 





Automobile writing agents should 
give more attention to the writing of 
trucks. The present freight congestion 
has caused a traffic situation that is al- 
most unprecedented. Large wholesale 
houses have been forced to resort to 
the. use of trucks in order to move 
their goods, and in many localities 
regular routes have been established 
by mercantile houses which must get 
their goods to their subagents on time. 

















HOME OFFICE, PIERCE, BUILDING 


St.LOuIs 


CHAS. W. DISBROW, PRESIDENT 





“All Kinds of Insurance on Automobiles” 

















National Automobile Insurance 
Com 
Authorized Capital pee pa $500,000.00 
“All kinds of Automobile Insurance” 
Agency applications now being received. 


Rees Wilkinson, and General Manager 
Wilkinson Bldg., LINCOLN, NEBRASKA 
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It is now no uncommon thing for an 
automobile truck to make a regular run 
of 50 to 60 miles. 

The increased use of trucks has nat- 
urally caused a greater congestion on 
the highways, which results in an in- 
creased collision hazard. A _ collision 
claim on a truck is usually an almost 
total loss, for the reason that the 
weight of the truck will invariably 
cause great damage. Companies re- 
gard automobile insurance on trucks 
as good business, and there is much 
more of it to be ‘obtained than before 
the present freight congestion. It is 
a good premium producer for the rea- 
son that many mercantile houses own 
a large fleet of machines, and if the 
agent can get coverage on a few of 
them it is not long before he is writing 
the great majority. 





URGES MAXIMUM PUNISHMENT 





Cook County October Grand Jury Says 
Sentences for Auto Thefts Have 
Been Too Light 





Suppression of automobile thefts by 
imposition of maximum sentences and 
less use of the parole and probation 
systems is urged by the Cook county 
(Chicago) October grand jury. In its 
final report is found the following: 

The number of cases of stolen automo- 
biles brought up for its consideration has 
impressed this jury with the facts that 
the punishment heretofore meted out to 
persons guilty of such thefts and of re- 
ceiving such stolen property, has been in- 
sufficient to properly discourage, much 
less to suppress, such crimes. In numer- 
ous instances thefts of this kind are com- 
mitted by persons under probation or on 
parole for a similar offense. The jury is 
of the opinion that in order to curb this 
evil, the punishment for the second offense 
of jarceny, and for the first offense of 
receiving stolen property, should be the 
maximum allowed by law; and after con- 
viction, the term of original sentence 
should not be reduced further than the 
final allowance for good behavior while 
confined. 

In cases coming under the jurisdiction 
of this grand jury we find the parole and 
probation systems are beneficial when 
properly applied, but we do most severely 
condemn their abuse and call upon those 
charged with the administration of the 
law to see such practice is discontinued as 
far as lies within their power so to do. 





New Automobile Hazard 


One of the companies calls attention 
to a new automobile hazard, a fire having 
occurred recently at Springfield, Ill., where 
a Standard Oil auto truck tank was filling 
a local station. The filling pipe came to 


the curbing and the gasoline flowed into 
a buried tank. Suddenly a flame shot up, 
resulting in the truck being consumed 
and an automobile standing at the curb 
being totally ruined. It was stated that 
the fire was due to static electricity gen- 
erated by the constant flow of gasoline 
from one tank to another. The garage 
owner stated that he had seen an ordi- 
nary faucet get so warm from gasoline 
flowing through it that it burned his hand 
when the stream was turned off. 





New Automobile Ratings 


New automobile ratings on newly an- 
nounced models are shown below: 
Mailohm Motors Co., as 5 Wis. 


ist Ins. Col. 
Type Model price h.p. Class 
6 cyl. 5 p. tour. 975 23 A 
6 cyl. 4 p. tour. 975 23 A 


Auto Club Active 


Counsel has been engaged by the Louis- 
ville Automobile Club to prosecute three 
men charged with the theft of an auto- 
mobile, in an effort to discourage thefts 
of cars, which have become: rather fre- 
quent recently around Louisville. The 
secretary of the club is warning members 
to guard against thefts by locking their 
ears and using caution in parking them. 





New Forms and Rates 


The proposed new collision clauses have 
been approved by the National Automobile 
Underwriters Conference, but premiums 
are subject to revision. It is expected 
that the new forms will be in use March 
1, 1918. One clause provides for full 
coverage with broader and more liberal 
forms than the present full coverage, and 
the other provides for $100 deductable in- 
stead of $25 deductable. 

No change is being made in the prop- 
erty damage form but the rate for this 
may be changed. 


Another New York Mutual 


The United States Mutual Automobile 
Fire Insurance Company of New York has 
been licensed by the New York depart- 
ment to write fire, theft, collision, prop- 
erty damage and automobile. Its organ- 
ization papers show approximately 1,400 
applications. E. F. Perry is president of 
the new company, Louis H. Parker of the 
Lumber Underwriters, secretary, and its 
directorate comprises a number of widely 
known lumbermen. 





The new automobile collision rates em- 
bodying the $100 deductible ciause, instead 
of the $25 deductible clause, will become 
effective March 1 


Alberta Pond Officers 


The annual meeting of the Alberta, Can- 
ada, pond of the blue Goose was held 
Dec. 8, and the following officers were 
elected for the 1917-18 season: Most 
Loyal Gander, E. C. Jahour; Supervisor of 
the Flock, E. A. Lilly; Custodian of the 
Goslings, W. B. Hickman; Guardian of 
the Pond, S. J. G. Robbins; Wielder of 
the Goose Quill, R. J. Crighton; Keeper of 





the Golden Goose Egg, T. A. Hornibrook. 














INVESTIGATE INSURANCE RISKS 


of all kindsWHY NOT LET US INVESTIGATE YOURS 
EVERY AUTOMOBILE RISK SHOULD BE INVESTIGATED 


REGARD TO THE MORAL HAZARD 


THE JORDAN REPORTING CO. 


Division Offices 
Woolworth Bidg. Harris Trust Bldg. Railway Exchange 
‘NEW YOR” CHICAGO ST. LOUIS 





DIRECTORY OF 
Independent Adjusters 





ILLINOIS MISSOURI 
QUINCY ADJUSTMENT 
& SERVICE BUREAU 
Wells Building, Quincy 
GEORGE C. GILL, Manager 


IOWA 





ILL.., WIS, IND. 
e - TAYLOR 
829 Stans Exchange, Chicago 


Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 





ILLINOIS 


BEN C. COOPER 
Central Life Bldg., Ottawa, Ill. 
Adjusts Losses for Fire Insurance Companies 
33 Years in Insurance Work 





ILLINOIS 
J. B. SIKKING, Adjuster 
For Central and Southern Illinois. Specialty: Farms 





= Dwellings. 
618 W. Jefferson Springfield Illinois 
ILLINOIS INDIANA 
BLD SPERRY 


RIDGE Ei 
201 First Nat'l Bank Bldg. Champaign, Ill. 
estern Union or Long Dist. Phone (Off. 147, Rea. 
458) facilitates prompt service. 





WISCONSIN AND MICHIGAN 
Fire Lem digenee. Wisconsin and No. Michigan 


ears’ Ps ien ce. 
DAVID L 


Room 1, Cook Block Oshkosh, Wisconsin 
Local and Long Distance Telephone 786 





INDIANA, ILLINOIS, KENTUCKY, TENNESSEE 
Nein 


H. OGell & Sour 
0 Upper Second St., Evansville, Ind. 
Sthulen of Fire, Tornado, ‘Automobile and inland 
Marine Losses 





KANSAS 
THE WARREN ADJUSTMENT 
BUREAU 


ADTeTERS of FIRE, TORNADO, Oe. BAM. 


FT and AUT@MOBILE LOSS: 
R. B. WARREN, Manager, Wichita, Kansas. 


KANSAS 
JOHN M. KINKEL W. P. KINKEL 
KINKEL ADJUSTMENT AGENCY 
FIRE, TORNADO and AUTOMOBILE 
LOSSES ADJUSTED 


HUTCHINSON . . KANSAS 








MICHIGAN 
FPREDKE:K. M. CHAMPLIN 
= een 3 hag 1 area 


ADJUSTER OF FIRE LOSSES 





N. DAKOTA and N. W. MINNESOTA 
- S. SCHULTHEIS 
rand Forks, N. D. 
PROMPT * SERVIC 
0 YEARS EXPERIENCE 





HIQ—MICHICA N—INDIANA 
CHAS. E. CURTIS 
1202-3 Cuass By >, mame Blidg., 


FIRE AND AUTOMOBILE LOSSES 


WESTERN FIELD 


INSURANCE ADJUSTMENT CO. 
W _ Crossan G. W. ley H. G. Fowler 





Cc. 3 
Fire, Tornado, Automobile and Inland Marine Losses 











Pioneer Automobile Adjusters 
Waldheim Buil i nana 


juilding, Kansas City, Mo. 
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EDGAR J. HAYNES, Pres. 








THOMAS L. FARQUHAR, Sec’y. 


NEWARK FIRE 


INSURANCE COMPANY 


NEWARK, N. J. 


Assets a ae ep eee ee oe 
Capital - a ee ees see ee 
Surplus to pinatetien oe ae 2 ee 


WESTERN STATE AGENTS 


W. E. COLLINS, Michigan and Ohio Union Trust Building, Detroit 


W. J. WENDT, Illinois. Indiana at Wisconsin, 2021 Insurance ae 
hicago 


$2,270,250.98 
500,000.00 
- 906,788.03 


Responsible Agencies 
Solicited 


JAMES G. MACONACHY, Agency Supt , 

















GEO. R. DAVIES, Manager 


New Agents Solicited. 


PITTSBURG UNDERWRITERS 


UNDERWRITTEN BY 
nia Fire Insurance Co. 


Alleman a — Insurance Co. 
National-Ben Franklin Insurance Co. 


tonia Fire Insurance Co. 


Combined Capital, $170,000 ‘Hssels, $ , $81 ime 146 __ Supus to Polcholers, $3,526 
P. H. Westme er, Toledo ent for Indiana and O) 
liel & Loe’ ‘en for Illinois 


b  Ghucag, til, Gen 


Madison, Wis., Ge 


Commonwealth Bidg., Pittsburg, Pa. 


General Agents for Wisconsin 


MICHIGAN COMMERCIAL INSURANCE COMPANY 


Lansing, Michigan 


ASSETS SURPLUS 
January 1, 1914 ......... $ 920,961.16 $181,374.66 
January 1, 1915 ......... 935,693.93 200,120.21 
January 1, 1916 ......... 1,020,369.41 211,057.76 
January 1, 1917 ......... 1,178,606.00 212,243.00 





Fire, Tornado, Automobile, Tourist Baggage, Parcel Post Insurance 














Assets, $1,116,968 ORGANIZED 1853 


LOSSES PAID $11,400,000 


THE FARMERS’ FIRE INSURANCE CO. 
ged ba ce “ McCONKEY, Sec’y & Treas. 


Surplus $514,026 


W. H. MILLER, President 




















The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, — 
ASSETS ~ - - 
SURPLUS TO POLICYHOLDERS - ~ “ 


$1,643,174.49 
1,235,960.65 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California 


A Reliable, Progressive Agency Company 


Representatives solicited e 
















SURPLUS 
LINES ano 
FLOATERS.  sscance Exchange 


and Foreign companies and at Lloyds, London. 


F. R. THOMPSON 


Exceptional facilities for handling Surplus and difficult 
lines and unusual forms of insurance in best American 


RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED ; PROMPT ATTENTIOx. 


Chicago, Ill. 

















Detroit National Fire Pusurance Co. 


PAUL TURNER, President DETROIT M.O. ROWLAND, Secretary 


Join the forces of a A active, ing, pref backed western company, 
sive, at operating along wets 9 mee 
ticut, Massachusetts, 








MANAGED BY MEN WHO ARE IN CLOSE TOUCH WITH THE FIELD 


























Merchants National 
Hive Jusurance Co. 


CHICAGO 


Wants Good Agents in 
Michigan, Indiana 
Illinois and Wisconsin 


‘ 


aa | mine! We 
ere «6 : 
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INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLA ND 


United States Branch RICHARD D. HARVEY 
92 William Street, New York United States Manager 


ae ae eee co eee 


Fire Insurance Company, of Davenport, la. 


CASH CAPITAL $200,000 


This Company has had 34 years of successful business experience, and is now doing 
business in Iowa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the 

ent, because in addition to writing a general business, it accepts practically all classes 
of farm risks. We want agents in the above states, and would appreciate hear- 
ine from agents desiring to represent us. 








GEO. A. MOWRY W. A. GORDON =. WALSH 
President Secretary Ass’t Secretary 


Twin City Fire Insurance Company 
MINNEAPOLIS 


Capital $500,000 











GEORGE E. FEENEY, President 


CHAS. B. CLARKE, Counsel 
EDWARD T. LYONS, Sceretary-Treasurer 


L. S. MacENANEY, Managing Underwriter 


Che Columbian Insurance Co. 
430 N. Pennsylvania St., Indianapolis, Ind. 

' Assets. . . . « « « « $421,944.00 

Surplus to Policyholders . 325,530.00 


The Securities of this > Comey y are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 


Agents Wanted in Indiana, Illinois, Ohio, Michigan, Wisconsin and Minnesota 


ORIEN T | the CONCORDIA FIRE 










































‘IOWA STATE LIVE STOCK 


INSURANCE COMPANY 


DES MOINES, IOWA 





Insure Against Death From Accident or Disease 





WANT REPRESENTATIVES 
FOR DEVELOPMENT OF NEW TERRITORY 


S. A. COURT, Secretary DANA C. DAY, Agency Manager 


INSURANCE COMPANY 


INSURANCE WAUKEE, WIS. 
COMPANY rs 
OFHARTFORD,CONN, [SLC puie “Sau 














gia Reserve for all other Liabilities 111, (534. SA 
A.G. McILWAINE, Jr. ~- - President Surplus to Policyholders —_ 1,015,168. 55 
HARTFORD, CONN. Total Assets - - - 2,587,558. 08 
CHARLES E. DOX, Manager 
WESTERN DEPARTMENT Writing 
39 S. La Salle St., Chicago, Ill. | Fire Tornado 
wanen Sprinkler Leakage 
SAM B. me © - - me - Manages Rents Use and Occupancy 
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CHICAGO 


JAMES W. STEVENS, President 


Will Pay Them Well 


Wants Good Men JELINOIS LIFE INSURANCE COMPANY 
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HOW WAR MAY AFFECT 
THE LIFE COMPANIES 








Officials State Their Views on Con- 
ditions Arising Out of 
World Conflict 


I F A WHY OUR 
AGENTS 

Our men make money. 

We help every man to succeed. 

No man is left to fight his battles alone—he is given 
assistance and education until he has attained success. In 
our organization every agency must be a live one and every 
man must succeed or get out. Only live, active men are em- 
ployed and then we get behind them—join hands with them 
—and work for success of the Agency, which means success 
for the Company. Contentment and cooperation in our 
Agency Force means good cheer throughout the organiza- 
tion and a full day’s work for each man. 















MOST ARE PAYING WAR TAX 





Decreasing Securities Values Not 
Feared—Conditions Not as Serious 
as in England 





In last week’s issue of THE NATIONAL 
UNDERWRITER were given the views of a 
number of life companies on the prob- 
able effects of the war on life insurance 
in this. country. These expressions 
dealt with the 8 cents premium tax, de- 
creased value of securities and war mor- 
tality. Herewith is presented what 
some of the other companies think of 
the situation: 

The Southland Life says: We do not 
believe that at this time an increase in 
premiums is advisable, and participating 
companies can adjust their dividends 
and non-participating companies can 
make an additional charge for the first 
year’s premium, to cover the war tax, 
if necessary. Most of the small com- 
panies are not affected by any decrease 
in value of securities, as their invest- 
ments consist largely of mortgage 
loans, 

Covering Increased Mortality 

There, of course, is the possible in- 
crease in mortality, but this should be 
covered by —— an adequate extra 
premium for military or naval service. 

(CONTINUED ON PAGE 11) 


We cooperate: 


By giving help of special men. 

By giving special letters to prospects. 

By giving best information. 

By giving the full assistance of the company at all times. 


COOD CONTRACTS TO LIVE, CLEAN AGENTS 


A FARM MORTGAGE BEHIND EVERY POLICY 

INSURANCE 

ote) 417th me 
ILLINOIS 
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Chicago Agent 
Wanted 


The Michigan Mutual Life 
Insurance Company is seeking 
a hustling agent in Chicago who 
can produce business and get 
results. A man with indus- 
trious habits who can bring in 
the bacon can secure a good 
contract. 

The company will establish 
general agencies out in Illinois. 
The Michigan Mutual has the 
goods to sell. 


Address 


J. J. MOONEY 


Superintendent of Agents 
Michigan Mutual Life Insurance 
Company, Detroit, Mich. 





STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 


SELLING REFORMS TO 
BE RECOMMENDED 





Executive Committee of the Chi- 
cago Life Underwriters Asso- 
ciation Will Present Plan 





WILL REQUIRE A PLEDGE 





New Deal Will Put All Members on 
Record as to Observance 
of Laws 





If the recommendation of the execu- 
tive committee of the Chicago Life Un- 
derwriters Association is carried out, 
there will be a scheme of houseclean- 
ing put into effect that will be far reach- 
ing. The committee has been deliberat- 
ing for some weeks on plans for swing- 
ing its membership into line toward a 
better observance of the antirebate and 
misrepresentation laws of the state, as 
well as the recognized ethics of the 
business. The committee has now de- 
cided on the resolutions it will present 
at the next meeting, the pledge that it 
suggests be required from members and 
a list of questions to be answered by 
members. The recommendations fol- 
low: 

Resolution providing for the better ob- 
servance of the socalled antirebate and 
misrepresentation laws of Illinois and for 
the elimination of certain insurance prac- 
tices: 

Whereas, The Life Underwriters’ Asso- 
ciation of Chicago desires to go on record 
as standing for the enforcement of the so- 
called antirebate and misrepresentation 


laws of Illinois, and as being opposed to 
the practice of “twisting,” and to the pay- 


(CONTINUED ON PAGE 14) 


**The Forest 
City Life”’ 


Has a good contract 
for good agents in 
Illinois territory. Lib- 
eral commission, ex- 
clusive territory, and 
Home Office assistance 
in development of the 


field. 








Address the Home Office 


Rockford Illinois 
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PROSPECT LIST NEEDS 
THOROUGH REVISION 


Agents Need to Make An Entirely 
New Lineup Owing to 
Many Changes 








GOOD MATERIAL PLENTY 





Men Heretofore Not Able to Pay for 
Much Insurance Are in the 
Market 





Life insurance men find that it is be- 
coming more and more necessary to 
revise their prospect list owing to the 
great changes that are transpiring be- 
cause of the war. An agent who is 
working on the same prospect list that 
he had six months ago or more is doubt- 
less carrying a lot of dead timber in 
it. An agency manager, in comment- 
ing on the conditions of the times, has 
this to say: 

“I believe that more careful selec- 
tion is needed today of prospects than 
any other time. The war has put some 
lines of industry and activity entirely 
out of business. The conditions are pe- 
culiar because some men are prosper- 
ing greatly and others are down and 
out. 

Some Are Very Prosperous 


“Some of the manufacturing enter- 
prises, especially those dependent on 
war conditions, are greatly prospering. 
This is not only the case with the de- 
partment heads and officers of these 
concerns, but the employes. Depart- 
ment heads, foremen and workmen have 
been advanced and are getting more 
money. While the cost of living has 
advanced, almost all people are prac- 
ticing greater economy, and it is a 
question whether in the long run they 
are not just about as well off finan- 
cially as ever, and perhaps in better 
condition, because they have eliminated 
a number of luxuries. 

New Crop on Hand 


“At any rate, an entirely new crop 
of prospects is ripe. Many men who 
were not able to purchase life insurance 
heretofore are now getting enough 
money to buy a policy. Many men are 
able to purchase more insurance be- 
cause they are making more money. 
Take doctors and dentists, for example. 
Many of these have enlisted in service 
and those that are left behind are work- 
ing overtime. This means plenty of 
work for the doctors and dentists who 
have not heretofore enjoyed a very 
thrifty practice. 


List Should Be Revised 


“T am telling our men to go carefully 
over their acquaintances or people that 
they know about and make a list of 
prospects that can purchase insurance 
at the present time. It is a good idea 
to get away from the downtown dis- 
trict and seek the outlying business 
streets and industrial centers, because 
men are found here who have not been 
heard of before and who were not re- 
garded as good prospects. 

“One of our men told me the other 
day that he made a practice of taking 
his machine and going into some of 
the industrial centers to look over the 
field, picking out what seem to be pros- 





perous concerns, then go to its office 
and get all the information he could 
about them. He frequently finds that 
promotions have been made along the 
line and they have become life insur- 
ance prospects. 


Times Are Extraordinary 


“The point I make is that these are 
extraordinary times in the world and 
these extraordinary conditions are ,af- 
fecting all activities. The life man can 
not stand still and work along the same 
lines that he previously has. He must 
adapt himself to new conditions. In 
other words, his line of effort must be 
directed along new lines. I believe that 
we will find that, notwithstanding the 
high cost of living, those who are mak- 
ing good money will show a larger net 
return at the end of the year than be- 
fore. Owing to the large number of 
new prospects that have been created I 
think the opportunity for life men was 
never so big. It is up to each life man 
to get into the game, make up his new 
cved = prospects and work ‘like the 

evi 

Business Prospects 

“Another thing that occurs to me ‘is 
the fact that partners, or at least men 
prominently associated with various 
business enterprises have gone into 
military service Or are assisting the gov- 
ernment in different capacities. Their 
absence from their work means much of 
a handicap. It would seem, therefore, 
that there is much more need for busi- 
ness insurance in cases of this kind and 
corporations and firms should prop- 
erly protect themselves when the with- 
drawal of a prominent man might im- 
pair their credit to some extent.” 








Taking Advantage 
of the Moment 








Arthur O. Main, general manager of 
agencies of the Toledo Travelers Life, 
says that there is a psychological mo- 
ment at some time in every interview 
if the salesman will take advantage of 
it. This may not be the moment when 
the business can be closed, but it is the 
time when the salesman should pull 
out an application and ask the prospect 
to fill it out. Mr. Main says that a 
prospect may say: “T know I should 
have some insurance.” The prospect 
intends to modify this, but that is the 
time when the agent should stop his 
statement and unfold the application 
blank. Sometimes Mr. Main says the 
prospect will not ask a question and 
he will not appear to be interested. In 
such cases he says: “Mr. Jones, I have 
explained this to you. Now it is up to 
you to decide how much you feel you 
would like to have. Shall we make it 
$5,000?” 

Sometimes when the prospect hesi- 
tates Mr. Main says that he takes the 
pen, flips it a bit, so the ink will flow, 
saying: “Now it will write.” He hands 
the pen to the prospect. If he still 
hesitates, he asks him what is bother- 
ing him, and if he says anything about 
not being able to pay for it, he im- 
mediately inquires when it will be con- 
venient. Try to get some definite time 
fixed, so that the agent can go back 
to him. 


The National Fraternal Congress will 
convene next year in Philadelphia in the 
latter part of August. At the same time 
will be celebrated the semi-centennial of 
the inception of the fraternal plan of 
insurance. 


D. E. Jones has been elected secretary 
of the Continental Life of Wilmington, 
Del., succeeding Charles R. Churchman. 








agents, medical examiners, and a 


WM. H. FLANDERS, Mgr. 





FLANDERS LIFE AND ACCIDENT SERVICE 
ORGANIZED 1913 
A scientific service in the eg of insurance ee Dies ouerte ret worse ee 
OUR FACILITIES ARE COMPLETE—TERRITORY INDIANA 
(Also Other States Organized) 
Central Office 
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INDIANAPOLIS, IND. 














A PEEP INTO OUR PRIVATE FILES 





AN OFFICIAL OF THE U. S. GOVERNMENT AT 
WASHINGTON SAYS: 


“I have your letter of October Ist with the bulletin which 
you are mailing to your policyholders and thank you for it. 
This work is the kind that is going to make the 
Second Liberty Loan of 1917 an overwhelming suc- 
cess.” 


A POLICYHOLDER SAYS: 


“The service which you perform for your policy- 
holders is without a doubt unequaled by any of your 
competitors. This Health Service beats anything 
I have ever seen. ‘May your tribe increase.’”’ 


AN AGENT SAYS: 


“If a man doesn’t make good with The Germania 
Life Insurance Company it is his own fault.” 


Since these are but samples of many letters received regularly by 
“The Company of Modern Insurance Service,” THE GERMANIA 
LIFE INSURANCE CQMPANY, established 1860 under the laws of 
the State of New York, it should be worth something to YOU to ask 
T. Louis Hansen, Superintendent of Agencies, 50 Union Square, New York 
City, to tell YOU more about the SERVICE which this Company is render- 
ing ITS COUNTRY, ITS POLICYHOLDERS AND ITS FIELDMEN. 

















44 MILLIONS FROM 42 AGENCIES 


THE 1916 RECORD OF OUR EARNEST, 
LOYAL AND HAPPY AGENCY FORCE 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BOSTON, MASS. 
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ORGANIZED 1867 OPERATING IN 
IOWA ILLINOIS 
PENNSYLVANIA OHIO 
EQUIT ABLE MINNESOTA INDIANA 
NORTH AND SOUTH erase 
LIFE of IOWA | Rinrucer. — ORLAHIOMA 
prc aemeeA 
SSOURI CALIF 
J. C. CUMMINS, OREGON WASHINGTON 
GOOD TERRITORY OPEN FOR AGENCY 
ATTRACTIVE. POLICIES oe 
0 SELL 
pA H. E. ALDRICH 
LOW NET COST Supt. of Agents 
LARGE ANNUAL DIVIDENDS | DES MOINES, IOWA | 








LI 


Pioneer Life Insurance Co. 
of America KANSAS CITY, MO. 


Organized 1907 John W. Cooper, President 
EVERYTHING NEW BUT THE NAME 


MASONIC LIFE ASSOCIATION 


MASONIC TEMPLE (Commenced Business 1872) BUFFALO, NEW YORK 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $350,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 

NELSON O. eo President and Manage 

LSON O. TIFFANY, Jr. *e yice-President, Superintendent of Agencies 
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“THE ADVENTURES OF TWO AGENTS”: 











A Continuous Story. Chapter 16. Watch for next Chapter. 
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\ PROSPECTS 


SMITH = MORTGAGE - “oin> 


Jones = WIFE +3CHILDREN 
NO INS. 


JENS = WiFE -5 CHILDREN 
OnLYyh 000 


BLINWS = FATHER DIED 
NO INS. 
RELATIVES=MRS S WHOS 
AUSBAND DIED~NO NS. 
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—~___ INSURANCE DO YOU ? 










ONE WANTING LIFE 








There is a Right and a Wrong Way to Locate Prospects 


All Rights Reserved 














GENERAL AGENTS: If you are interested in our Business Building Methods, WRITE US. We have the policies that sell and territory open. 
WE ACCEPT LIBERTY BONDS IN PAYMENT FOR FIRST YEAR AND RENEWAL PREMIUMS 


Reserve Loan Life Insurance Co., 
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BRINGS UP A QUESTION 


FRATERNALS RECEIVED JOLT 








North American Union at Sea as to 
What to Do With Reinsured 
Members 





The fraternal situation in Illinois re- 
ceived a jolt by two decisions of the 
appellate court of the state, which held 
that Illinois societies had no authority 
under their charters or the statute cre- 
ating them to reinsure the members of 
another society, in substance holding 
such acts ultra vires. It also held that 
beneficiaries of members could not re- 
cover on such policies. 

The early part of this year ex-Super- 
intendent Potts attacked the reinsur- 
ance of the North American Union by 
the Fraternal Aid Union of Lawrence, 
Kan., principally on the ground that 
the payment of a large commission to a 
broker constituted a fraud upon the 
membership. After six months’ litiga- 
tion a compromise was effected and the 
merger was not completed. The North 
American Union resumed business with 
new officers, who find themselves with 
several thousand reinsured members on 
their hands. The North American 
Union has in years past reinsured some 
five or six moribund societies. The 
question is, what is to be done with 
these members? 


Preparing For Action 


The Western Mutual Life of Aber- 
deen, S. Dak., a small mutual company 
operating only in South Dakota, with 
assets of $67,000, is being revamped with 
a view to entering actively the agency 
field and becoming more of a factor. 
W. M. Frederick, the secretary, re- 
signed some months ago. R. M. Mes- 
sick, the vice-president, is the active 
man of the company. 
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HEN a man is worked up to the 
W point of buying and takes his pen 

in hand to sign the application, 
that’s the time to get settlement. Just 
take it for granted that you are going 
to get settlement. Talk and act the 
part—getting setlement with the ap- 
plication is the natural and expected 
thing. Be genuinely surprised if the 
applicant does not expect to pay. 

* * * 

In the selling talk silent pauses, like 
the white space in a good advertise- 
ment, are often as much as what is 
said. A good advertising man does not 
fili his space with type; he knows that 
his lines will make a better impression 
if they are set off with white space. So 
the good agent puts a few pauses into 
his talk to give the high points a 
chance to sink in. 

* * 

The prospect was already insured in 
the company. The agent was trying to 
induce him to take an additional policy. 
Though his line was only small, this 
prospect, like many others, had the no- 
tion that he did not want to put all 
his eggs in one basket. “You don’t 
have to put all your eggs in one bas- 
ket,” the agent pointed out to him. 
“We have thousands of mortgages and 
bond investments. Your eggs are scat- 
tered all over the United States.” 

* * * 


To emphasize the fact that it is the 


tells the business man: “I could buy 
the same goods you buy and offer them 
for sale again. It isn’t the merchandise 
that makes your success; 
ability.” 
* * ok 
And to drive home the ever constant 


of the presentation: “If you had fallen 
be doing today?” 
gs ye dex 
One agency has figured it out that 
the calls made by its agents in the 
course of a year are worth about as 
much as the fees charged by a doctor 
for his call. 
wait to be sent for. 





mian’s brain he is insuring, an agent | 
ling agent. 


it’s your. 


|at Alexandria, 
need of protection, this same agent re- | 
peats at frequent intervals in the course | 


asleep last night, what would your wife | 


And the agent doesn’t | 
The number of | 


his calls is a matter pretty much within | 


his own control. 
* 


inating. 





Concentrate on people who show evi- | 
dences of progress, prospects who can |its new location last Saturday. 
pay premiums. Form the habit of elim- | building has been entirely remodeled 
If a name has proven that|and the company will have very at- 
it is not any good, eliminate it from / tractive quarters. 


SOME SELLING SUGGESTIONS | 
| 


From the Fidelity Field Man 








your file. Mere names are not of 
value; the directories are full of names; 
what you want is prospects. Any name 
that is worth keeping in your pros- 
pect file is worth keeping up-to-date 
by noting all new information that may 
come to you on that name. Keep a 
live file and make it a real business 
asset. 
4% 

In presenting the monthly income 
plan a New Orleans agent couples his 
specific facts with human interest 
stories, appealing to the prospect’s im- 
agination. One picture that goes home 
is that of a mother and daughter, the 
mother dead, the daughter hopelessly 
crippled for life and thrown on the 
charity of the world. All this because 
the life insurance money bought by 
the husband and father with the sweat 
ot his brow was used to buy an auto- 
mobile that carried his loved ones to 
destruction. The same amount of in- 
surance, under the monthly income 
plan, would have saved both of them 
and provided them all the comforts of 
life. 

* * & 

A sample policy is always a handi- 
cap. It never closes a case and often 
serves to postpone the decision indefi- 
nitely until the prospect can “find time 
to look it over.” You provide the pros- 
pect with a good excuse for putting it 
off. The only agent who is ever bene- 
fited by a sample policy is the compet- 


Making New Appointments 


The American Mutual Life of Lake 
Charles, La., has opened branch offices 
Morgan City, Baton 
Rouge and Monroe, La., and is now 
covering Louisiana entirely, with the 
exception of New Orleans. The com- 
pany had $2,000,000 in force Nov. 30. 
Losses during the year have been very 
low and about one-half of the deaths 
were due to accidents. W. H. Stark is 
president, C. P. Martin vice-president, 
H. G. Eddy secretary, and C. F. 
Helmecke actuary. 


Gets New Office 


The North American Life of Omaha 
leased the entire third floor of the Far- 


nam building at Omaha and moved to 
The 


MORTGAGES IN FAVOR 


FEDERAL FARM BANK FIZZLE 





Life Companies Able to Pick Up Some 
Very Good Loans These 
Days 





The Federal farm loan banks are said 
to be having a rather hard time of it 
and all is not running as smocthly as 
the advocates of the plan anticipated. 
It would seem that life insurance funds 
will still be in demand for farm loans 
for some time to come. The demand 
for money at good interest rates is such 
that the farm loan banks have had 
difficulty in disposing of their bonds, 
and it is now proposed that the na- 
tional government shall buy $100,000,- 
000 worth of these securities during 
1918. The Senate has already passed 


the bill, but the House is holding it 
over until January. 


Tending Toward Insolvency 


Representative Snell of New York 
contended that the land banks are tend- 
ing toward insolvency, and that it is 
a bad feature for the United States 
to take bonds from a corporation that 
cannot sell them. In the Senate dis- 
cussion Senator McCumber declared 
that the trouble now _ experienced 
came from the system itself, and he 
asserted that loans have been made on 
land in excess of its value. Those in 
favor of making the purchase of bonds 
argued that if the government is loap- 
ing its money to foreign countries, it 
ought to be willing to loan its money 
to its own farmers, who are doing so 
much to help win the war. The facts 
appear to be that the farm loan plan, 
subsidized and supported as it is by 
the government, is not yet a success, 
and that the future of the whole plan 
is more or less dubious. 


Earn a Good Interest 


Good mortgages can now be secured 
at 6 percent or above. Companies that 
have money to invest are taking ad- 
vantage of the situation as much as 
possible and are getting some good 
loans on their books. Owing to the 
fact that companies have purchased so 
heavily in Liberty loans, they have not 
been able to take advantage of the 
mortgage market to any large extent. 
Owing to the depression in stocks and 
bonds, there will probably be a greater 
demand for mortgage loans from now 





on. 
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The Accident Disability Endorsement 


Mansas. An opportunity for Life Insurance Salesmen of ability. 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insurance Company of New Hampshire for $5,000 under the Company’s Triple Indemnity 
Pian, what does your Policy guarantee to do? 


FIRST, it Chap fn cone of Gseth Boom ney enue, 
Sat case of death from ACCID $10 
SECOND, that in case o certain SPECIFI 


ED accident, $15 
Li 


Address: 


ANSWER: 


000, the face of the Pol! will be paid. 
or DOUBLE the face of the Policy, will 
“ th rt e" ance of eat disabi 
Bi ALL. ER guarantees that in case of to 
reet PER WBEK during such disability, but not to exceed 52 weeks, after which the weekly 1 
= takOr Sas Con te urance do MORE? And why shouia any rs be satisfied with a policy that would do less? The cost is low. 
New Hampshire, Vermont, Connecticut, Pennsylvania, North Carolina, South Carolina, Tennessee, Ceorgia, Delaware, Maryland, Missouri, Mississippi ané 


be paid. 


UNITED LIFE AND ACCIDENT INSURANCE CO.," "2s; gvdustsus 
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VALUE OF INSPECTION 


DR. BECKETT GIVES FACTS 





Applicant Frequently Withholds Im- 
portant Information From the Agent 
and Medical Examiner 





Dr, W. W. Beckett, medical director 
of the Pacific Mutual Life, in speaking 
of inspection service, says that the in- 
spector brings out frequently points 
that the agent or examiner overlooks. 
He says that applicants cannot always 
be depended on to answer truthfully 
questions regarding their habits, Fre- 
quently the agent and medical exam- 
iner are both silent on certain points 
that are brought out in the inspection 
report. In commenting further on this 
subject and the drink habit, he says: 

There are certain characteristics and 
habits that applicants will lie about. 
They look you straight in the eye and 
lie. I never saw 2 man with the mor- 
phine habit that wouldn’t do this. You 
can cure him of the morphine habit, but 
you will never cure him of lying. Ifa 
man has had syphilis, he will lie about 
it, although he may look as honest as 
a man can and say it is not the case. 
We are going to take it for granted 
that it is probably the case, unless he 
can give us pretty good proof to the 
contrary. 


Are 95 Percent Correct 


I believe the inspections we get on 
applicants are 95 percent correct. We 
have had lots of experience with in- 
spections. We get some inspections 
that are not correct. I remember a case 
in Los Angeles—a man all our officers 
knew. We decided to take him for 
$25,000, and he applied for $25,000 more. 
Had it not been for reinsurance I think 
we would have let him get by without 
inspection, but the inspector came into 
town and gave us information we did 
not think true, yet | made an inspec- 
tion and found it was true. 


Found Out the Truth 


One of our best agents came into my 
office and I asked him, “Does this ap- 
plicant drink?” He said, “No.” I said, 
“He does.” He said, “He does not; I 
take lunch with him every day and he 
refuses to drink.” A couple of days 
after that I sent for the agent again and 
told him I thought the man drank, but 
he disputed it again, stating that he 
knew him very well and would ask him. 
He came back the next day and told me 
he drank from five to six drinks a day. 
This man told the agent that his busi- 
ness associations made it necessary for 
him to drink. It is not necessary for 
anybody to drink on account of his 
business. Of course, we declined him. 


Condition in Dry States 


Every once in a while, as states be- 
come dry—they are all going to be dry 
after a while, as there is no place on 


Frederick A.Brown 
Insurance Law 
10 So. La Salle St. Chicago 








the face of the earth for a saloon—we 
get letters from intelligent agents in 
such states saying that while the man 
drank considerable up to that time, he 
cannot get it now and is, therefore, all 
right. 

Now I want to tell you one thing. 
If you had nothing to eat for four or 
five days and had a chance to get food, 
there is nothing that would keep you 
from getting it. Take a man who has 
a desire for strong drink, who has had 
nothing to eat for- several days, and 
set him down to a table with roast 
chicken and liquor and he will take the 
latter every time. The desire for liquor 
is stronger than for something to eat, 
and men who have the habit will get 
liquor even in dry states. We decline 
many such. We want to insure the 
young men growing up, but not the old 
sot. We do not want him. A man’s in- 
surability is impaired by the amount he 
has drunk. 


Effect of Drink Habit 


I wish you to understand that the 
man who takes a drink occasionally, as 
many men do, is, of course, insurable, 
but a man who makes it a daily habit 
impairs his insurability; if he takes only 
a cocktail at night he impairs his insur- 
ability. He impairs it still more if he 
takes a drink before each meal or with 
his meals. The man who gets drunk oc- 
casionally, once a month, or three or 
four times a year, is not a safe man to 
insure, 

The examiner who drinks is not a safe 
man to make examinations. If there is 
anybody in the world that should be 
sober, it is the physician. The nature 
of his business should make him so. 
He is dealing with matters that require 
the very clearest brain a man can have. 


Limited Policies 


When we strain a point and accept 
an applicant for $2,500 or $5,000, we do 
not want the agent when delivering the 
policy to tell the applicant that he had 
hard work to get it through and that he 
had better let him write him for $10,000 
more, and take it while the taking is 
good. Some people we would take for 
$2,500 or $5,000 we would not like to 
take for more. Write the home office 
first in such cases and find out if it 
would entertain another application. 


Insurance Committee to Meet 


The committee on insurance law of 
the American Bar Association will con- 
vene Jan. 8, at the La Salle Hotel, 
Chicago, to further consider the pro- 
posed insurance code which has been 
in preparation by this committee for 
several years, with a view to its adop- 
tion by the American Bar Association 
and thereafter recommended for enact- 
ment by Congress for the District of 
Columbia. 

The code submitted at the September 
meeting of the American Bar Associa- 
tion was referred back to the committee 
with instructions to further consider it 
and report at the 1918 meeting of the 
association. The committee will meet 
to consider the criticisms and modifica- 
tions which have been suggested and 
to review the entire code and will hear 
any suggestions made in person to the 
committee at its meeting, or by letter 
addressed to Arthur I. Vorys, chair- 
man of the committee on insurance law, 
American Bar Association, Columbus, 
Ohio. 












This is a progressive age. 
of a progressive company that will give you a con- 
tract in either of two states where less than 12% 
of the Insurable population are insured in a legal 
reserve company? 





EVANSVILLE, IND. 


Why not join the ranks 


Let us tell you more. 











$6,000-$1 


CA 
Ly 


BUSIN 


2,000 Policy—$12.00 a Year 


$25.00 Weekly Indemnity as Long as Totally Disabled 


Membership, 55,000 


Claims Paid, $1,000,000.00 





ESS M 


W. T. GRANT, Secretary 





Experienced Insurance Salesmen like to sell our Insurance because 


they get the commissions in cash instead of in notes 
Our Leading Salesman in 1916 made over $6,000.00 


EN’S ACCIDENT ASSOCIATION 


KANSAS CITY, MO. 








First Strictly Rural Old Line Company 


DOING 


AND CITIES OF 10,000 OR LESS 


Participating Insurance at Non-Participating Rates, 
Double Indemnity and Total Disability Clause 


The Agricultural Life Insurance Co. 


BAY CITY of America MICHIGAN 
FRANCIS F. McGINNIS WILLARD E. KING 
President and Gen’l Counsel Vice-Pres. and Mgr. Agencies 


F. A. BENSON, Secretary and Superintendent of Agents 


BUSINESS IN OPEN COUNTRY 





















RESERVE FUNDS OVER 
POLICYHOLDERS, 
FIRST MORTGAGE FARM LOANS AND MUNICIPAL BONDS 


GUARANTEE 





ASSOCIATION 


LIBERAL CONTRACTS FOR 
AGENTS 









$2,000,000.00 TO SAFEGUARD 
INVESTED ACCORDING TO LAW IN 







OMAHA, NEBRASKA 
RELIABLE 





IN 22 STATES 
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MORRIS SOCIETY PLAN 


OPERATES WITH LOAN SYSTEM 





Borrowers Are Expected to Take Out 
Life Insurance to Protect 
Note Endorsers 





One of the most interesting develop- 
ments in the industrial life insurance 
world is the growth of the Morris Plan 
Insurance Society. The business of this 
organization is conducted in connection 
with the various Morris Plan banks 
throughout the country, and while it 
is in no sense an active competitor for 
the regular industrial life companies, it 
nevertheless has a great influence on 
them and industrial life policyholders 
as a class. 

The Morris plan banks have proved 
a great boon to the small wage earner. 
Through them it is now possible for 
the low salaried man to obtain a loan 
without the deposit of collateral at six 
percent. On a $100 loan for instance 
the money borrowed is made payable 
in weekly installments of $2, and the 
borrower in order to obtain the money 
must have his note signed by two 


financially responsible parties desig- 
nated as “co-makers.” 


Protects the Note Endorser 


The Morris plan insurance society was 
organized for the purpose of protecting 
the co-makers. At the time the loan 
is made the bank suggests to the bor- 
rower, the plan of protecting his co- 
maker through the society. The in- 
surance, however, is optional. Policies 
are issued in amounts of $100 or more 
with the borrower’s estate named as 
beneficiary, and the Morris plan bank 
has a lien on the policy. But, in the 
event of the death of the borrower the 
co-makers are not made responsible for 
the completion of the payments, but 
the bank receives its money back under 
the life insurance contract. 


Premium Payment Plan 


Premiums are made payable on the 
weekly or monthly basis, at rates from 
25 to 33% percent less than charged by 
the regular industrial life companies. 
One year term contracts are issued 
with the privilege of conversion at ex- 
piration. Over $1,000,000 of business 
has already been written and the in- 
surance society is now entered in 29 
states. By issuing term contracts at a 
reduction from ordinary rates, the rate 
is so low that it attracts the great ma- 
jority of borrowers. 

The great bulk of the people who 
apply for insurance in the Morris plan 
society have no life insurance at all, 
have not been reached by the industrial 
life solicitor and are thus encouraged 
to take out insurance for the first time. 


Habit of Thrift Developed 


Having borrowed money at the 
Morris plan bank and carried the life 
insurance, upon the completion of the 
contract the borrower has had a rather 
thorough schooling in money saving. 
The habit of thrift has been developed, 
and it usually means that a new bank 
depositor or life insurance policyholder 
has been created by the process. The 
Morris plan bank as a national institu- 
tion for thrift is making itself felt all 
over the country. Industrial life in- 
surance solicitors should recognize it 
or what it is, cooperative rather than 
competitive. Whether or not the com- 
pany expects to solicit policyholders 
at the expiration of their term con- 
tracts to convert them to old line 
policies, and thus become open com- 
petitors of industrial companies remains 
to be seen. As it stands at the present 


time, however, the Morris plan banks 
are a great help to solicitors, in the 
sections of the country in which they 
are located. 








Attitude of Companies 
on Converted Policies 








The attitude of the companies toward 
holders of term policies who desire to 
have them changed to other forms of 
contracts, as of present date, is interest- 
ing. The war clause is being inserted 
in the converted policies by some com- 
panies, while others do not insist upon 
its use when the policy is changed. 
The views of the majority of the com- 
panies on this question were published 
in THE NATIONAL UNDERWRITER recently. 
Replies from others have been received 
and are shown below: 


Atlantic Life, Va—In the event a 
conversion is made in accordance with 
the terms and conditions of a term 
policy, although it has been our policy 
not to make any modification in the 
form of the new policy issued, we would 
consider that we had no right to en- 
force provisions with reference to mili- 
tary or naval service not contained in 
the original contract. If, as is fre- 
quently done, conversions are made 
which are not provided for in the origi- 
nal policy, we would feel free to use 
our judgment in this respect. 7 

We have not made any changes 1n our 
war clause since the first of August. 

a # s 

Boston Mut.—The war clause is waived 
on all our policies, whether they are 
changed or not, that are dated previous to 
April 18, 1917. All other policies issued 
after that date contain the war clause. 
We have made no changes in this clause 
since the first of August. 

* * * 

John Hancock—On changes in term poli- 
cies issued by this company to other forms 
of insurance as of present date the new 
policy would contain the present war limi- 
tation clause, the same as if the policy 
was an entirely new issue. There has been 
no change in the war clause adopted by 
this company on June 1 

9 * os 

Prudential—When one of our converti- 
ble term policies is converted into a new 
policy it is our practice to issue the new 
policy, whether it bears a current date 
at the time of conversion or a date prior 
thereto, without any restrictions as to 
military or naval service. We have not 
made any changes in our war clause since 
the first of August. 

* * * 

Southland Life—If the changed policy 
dates back to the original date of the term 
policy, the same conditions as regards the 
war clause obtaining at the time of issu- 
ance of the term policy will apply to the 
converted policy. If the converted policy 
is issued as of current date, it will contain 
the war clause. va. . 

‘West Coast-San Francisco—We have had 
no actual cases recently, since the war 
hazard became important, but if such a 
case were to come before us now we would 
issue our present policy form which con- 
tains our regular war clause. There will 
be no change in our war clause. 





Excellent Scheme 


Worked at Pittsburgh 








Owing to the fact that all educational 
institutions have been hit hard by war 
conditions, inasmuch as bequests and 
contributions have fallen off, life insur- 
ance men might follow the example of 
the University of Pittsburgh, where a 
four weeks’ campaign has just closed, 
participated in by agents of twelve life 
companies, to insure the members of 
the faculty, alumni and undergraduates 
to create a permanent endowment fund 
for the benefit of the university. The 
university is made the beneficiary. 
Each year there will be another can- 
vass, so that the endowment, when it 
comes to mature, will be continuous. 

The companies participating in the 
campaign were the Aetna Life, Berk- 
shire Life, Equitable of New York, 
Equitable of Iowa, Germania Life, Mu- 
tual Benefit Life, Mutual Life, John 
Hancock Mutual, Reliance Life, Stand- 
ard Life of Pittsburgh, State Mutual 
Life and Provident Life & Trust. The 
plan was worked out by a local com- 





mittee of Pittsburgh life men. 

















LIFE 





Insurance Co. 


INDIANAPOLIS, IND. 
Established 


PRESIDENT 


1899 


HERBERT M. WOOLLEN 


AMERICAN 
CENTRAL 























President 


Splendid opportunities for AGENTS in many sections of Ohio. 


Dr. W. O. THOMPSON 


COLUMBUS, OHIO 


New Continuous Monthly Income Policies 


The Midland Mutual Life Insurance Company 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 
Admitted Assets.....................- $ 2,220,534.72 
Insurance in Force.................--: 21,329,698.00 


Surplus to Policyholders.............. 358,399.47 


We solicit inquiries from responsible parties. 


G. W. STEINMAN 


Secretary 











OTTAWA, ILLINOIS 


THE CENTRAL LIFE 


INSURANCE COMPANY OF ILLINOIS 











HOME OEFICE BUILDING 


Iowa, 








HE COMPANY writes 

both participating and 
non-participating business. 
A new dividend scale has 
been adopted which places 
the net cost of insurance very 
low. On business issured in 
1917 a dividend will be paid 
at the end of the first year, 
contingent on the payment of 
second premium. Exception- 
al opportunities for agency 
men in_ Illinois, i 
South Dakota, 
Minnesota with direct con- 
tracts with the Home Office. 


Missouri, 
and 

















H. W. Johnson, Pres. 


W. F. Weese, Vice-Pres. 


Over $17,500,000 of Business in Force 


S. B. Bradford, Sec’y 
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HELPS IN PREPARING 
FOR THE INTERVIEW 


More Cases Lost by Handling 
After Prospect Is Secured 
Than Are Won 


MUST DEVELOP TECHNIQUE 


Sales Talk Is Best Built on Agents’ 
Studies and Knowledge 
of Facts 


The “Policyholders’ Digest,” issued 
annually May 1 by The National Under- 
writer-Rough Notes Company, is the 
great “fact-book” of American life in- 
surance. More copies of it are sold 
than of any other similar publication. 
Its wide scope, embracing every phase 
of life insurance, the enormous mass of 
material to be found in it, is sometimes 
confusing to the new agent who is not 
accustomed to using works of this kind. 

The difference between an agent who 
uses the “Policyholders’ Digest” or 
some book like it, and one who does 
not, is that between a salesman who is 
only a solicitor and one who is a part- 
ner in the business. 


Divisions of Salesman’s Work 


Practically, the Digest steps in when 
the agent has brought his man up to 
the point where he says he will con- 
sider taking insurance, that is, when he 
really becomes a prospect. An agent’s 
work is divided into two parts: First, 
he must be a missionary, a militant 
seeker after prospects; and second, and 
this is where his insurance knowledge, 
his technique, comes in, he must con- 
duct his prospect up to the actual sale. 
Which is the more important or diffi- 
cult? So far as the ability required is 
concerned, it will be conceded that more 
cases are lost by handling after the 
prospect is secured than are won; a 
good agent, however, well equipped and 
experienced, will, like the good fisher- 
man, lose few of his fish after they have 
once taken the bait. Whether an agent 
actually has the Digest or not, it is the 
information contained in the Digest 
that makes him a good insurance man. 


Thinker and Student 


The man who uses the Digest is the 
man who is interested in the business 
to which he is giving up his life for 
something more than the commission 
he gets out of it. A good salesman is 
a thinker and student as well, and most 
of his arguments are drawn from his 
studies and knowledge of facts.. The 
kind of man who uses the Digest is 
recognized in his community as a good 
life insurance man, and his prestige 
often secures business for him, where 
a mere solicitor fails to get it. 

No agent in the life insurance busi- 
ness is going to “get by” in the future 
unless he gets down to facts. Every 
prospect knows his own needs for life 
insurance better than the agent can tell 
him; this is a great fact that is not 
often recognized. What the prospect 
requires of the agent is authoritative, 
definite facts and information, not only 
about his own company and all other 
companies, but about life insurance in 
general. The agent who is not posted 
who is not a student of his own and 
other companies in the business at large 
has no right to pose as an authority on 
life insurance. If he has not made a 
study of the business, he cannot answer 
properly any of the thousand and one 
questions that are constantly being 
popped at him by his prospect. An 
agent who shows his ignorance of the 
companies, of the practical, working 
side of life insurance certainly loses 
strength and prestige with his prospect 





and will write less business than the 
man who has impressed his prospect 
with his expert knowledge. Books like 
the Digest have been very unfairly 
classed as “competition” literature. 
Information Is Comparative 


All information and knowledge is 
comparative, not absolute. There must 
be a standard to go by. What is the 
standard which applicants go by in 
chosing their life insurance company? 
It is the standard of the business as a 
whole, the standard set by the aver- 
age of all the other companies. Is the 
company in which he proposes to in- 
sure as good as the other companies? 
How does it measure up in _ size, 
strength, age, liberality of policy con- 
tracts, surrender values and costs? An 
agent must be able to show that his 
company is up to the average in all 
these matters, or he will not sell the 
intelligent prospect. 

Some companies may excel in one 
thing and some in another; it is only 
the life insurance man who can make 
an intelligent study of these matters, 
the prospect cannot take the time. An 
agent simply cannot talk life insurance 
unless he is up on this general informa- 
tion. He may be able to talk protec- 
tion, but he cannot talk companies, not 
even his own, unless he knows other 
companies well, because the standards 
of his own company are fixed and con- 
trolled by the standards of other com- 
panies. He may say that his own is a 
good company, that its rates are low, 
that its policy contracts are liberal, that 
its surrender values are high, but he 
cannot prove any one of these state- 
ments unless he uses a book like the 
Policyholders’ Digest and unsupported 
statements -of agents do not carry 
very far these days in any line of busi- 
ness. It is a maxim that a good sales- 
man never should make a statement 
unless he can prove it to the satisfac- 
tion of the man he is trying to sell. 

Is Great Pact Book 


An agent may represent the largest 
company in the land, or one of the larg- 
est, and he may thereby say that the 
fact that it is the largest proves it to 
be the best, or one of the best, but is 
this really a fact? Can not the agent of 
some smaller company disprove his 
statement and thereby cause him to lose 
business? The Digest is the great fact- 
book which enables the agent to prove 
his statements, in any branch of life in- 
surance information. 

It is not enough to buy the Digest; 
it must be used to be of any service. 
The publishers would rather not sell a 
book if it is not going to be used, and 
used intelligently and constantly. It 
should be the ready reference guide, al- 








Central States Life Insurance Company 


St. Louis, Missouri 





Insurance in Force 


$28,500,000.00 





JAMES A. McVOY, Vice President and General Manager 

















Old Colony Life Insurance Company 
OLD COLONY BUILDING, CHICAGO ag 
Insures Man, Woman and Child from ages 2 to 60 inclusive, under Annual Premium Policies. 


Old Colony Life Agents Can Write the Entire Family 







































































HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. r 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 
GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 


BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas 

















Indiana National Life Insurance Co. 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 


INDIANAPOLIS 


Our Home Office is helpful; our agents are pleased with 
the treatment accorded them. 














‘The Globe Life Insurance Co. 


Offers a Golden Opportunity to a Few Good Men to 
Get in on the Ground Floor on Agency Contracts 


Company is cleanly organized, well backed with stockholder boosters all over Kansas 
We want good men and will pay them well 


FELIX BROEKER, Secretary and Manager - 


For territory and particulars address 


SALINA, KANSAS 
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ways at hand as soon as the agent 
brings his prospect to the point that he 
says he will consider taking life insur- 
ance, in other words, the moment a 
man can be called a prospect for life 
insurance. 


What Is Best Policy? 


Assuming that the agent has induced 
someone to say that he will consider 
buying life insurance, what then is the 
next step? It is naturally what kind of 
a policy to select. Whether there is 
competition in the case or not makes no 
difference; the agent must intelligently 
discuss the particular kind of policy that 
has been chosen, showing its relation 
to other policies and to the same kind 
of policies issued by other companies. 
The Digest contains the most complete 
analysis of policy contracts under 
eighty-seven different headings or ques- 
tions, showing just how each company’s 
policy stands with reference to each 
point. The agent should bear in mind 
that the only standard by which the 
policy can be judged is how it com- 
pares, not with any other particular 
company, but with all the other com- 
panies. The prospect wants a fairly 
good policy and the only way he can 
tell for sure whether it is a good policy 
is to see how it matches up with the 
best life insurance practice, as exempli- 
fied by other standard companies. 

Practice of Companies 

The Digest is the only book which 
enables the agent at a glance to show 
the practice of the entire 250 companies 
on all these important points ‘in the pol- 
icy contract. He does not have to run 
through the whole 250, although it can 
be done very readily by means of the 
inserted flap system, but he can show 
the policyholder enough to prove that 
his policy is at least fairly in line with 
the general practice. After how many 
years is the policy incontestable? 
What are the conditions as to military 
and naval service, what are the restric- 
tions as to occupations, residence and 
travel, as to suicides? 

Beneficiary Provisions 

What are the conditions as to the 
beneficiary, and the contingent bene- 
ficiary, the conversion privilege, rein- 
statement, and after how many years is 
the policy nonforfeitable? What are 
the conditions as to a disability clause; 
on what reserve basis are the surrender 
values figured? As to dividends, at the 
end of what year do they commence; are 
they contingent upon payment of the 
subsequent premium; if left with the 
company, what rate of interest is guar- 
anteed? How may dividends be used, 
for example, to convert a life policy in- 
to a paid-up participating policy at an 
earlier date, or into an endowment? 
What is the interest rate which other 
companies pay on dividends or other 
funds left with it? 

As to surrender values, upon what re- 
serve are they based and what is the 
surrender charge? After how many 
years are they available and at what 
time is the full reserve paid? What is 
the provision as to loans, and what in- 
terest is charged? Are paid-up and ex- 

tended insurance participating and do 
they have cash values? 
Options of Settlements 

What are the settlement options? 
May the policy be paid in limited in- 
stallments, or in the form of a life an- 
nuity? What is the excess interest rate? 
All these and many other points are 
covered in the policy analysis, and any 
comparison of any one company with 
all the others may be made by means of 
this department, which is Part Two of 
the Digest. You may satisfy your own 
and your prospect’s mind upon the 
question as to what kind of a policy he 
Is really getting, as to its conditions. 

Similarly, an agent takes up the two 
other principal questions, those of the 
company and the cost. The Digest is 
just as complete as to these phases as 
to the matter of policy contract. 

Business written intelligently and 
thoroughly by a good agent may be ex- 
pected to “stay put.” The Digest and 
books like it are a great force for the 











With Industrial Men 











GOOD RECORD ON REPORTS 





Brooklyn Agent of Prudential Has Had 
No Notes Issued to Him 
for Year 





For over a year E. I. Rosenbaum of 
the Prudential’s Brooklyn 12 has sub- 
mitted his reports in such an excellent 
manner that not a single note has been 
issued, either for his premium account 
or for mutualization dividends. Coupled 
with this unique record, his production 
results are gratifying. 

Assistant Superintendents Earl W. 
Stevens of Portland, Ore., and Herbert 
G. Boyd of Los Angeles 2 are congratu- 
lated on rounding out five years of con- 
tinuous Prudential service. Both have 
produced gratifying results, 

Walter Simmons and Albert E. Har- 
ris of Denver, Colo., whe were recently 
enrolled in the Prudential Old Guard, 
are worthy of note as to the consistent 
manner in which their accounts have 
been maintained in both industrial and 
ordinary. ; ¢ ‘ ; 
To do all that is required is the aim 
of every loyal district staff; what, then, 
shall be said of that district which ob- 
tains practically double its yearly in- 
crease requirement? Such is the en- 
viable position of the Denver superin- 
tendency for 1917, and it is still press- 
ing onward. 

Having by good work won promotion, 
V. E. Jaeger, whose agency was in Wash- 
ington, D. C., has been advanced to the 
position of assistant superintendent in 
that city. D. W. Hubley, of York, Pa., 
leads Division K in ordinary net new busi- 
ness for the year, with G. H. Henninger, 
of Allentown, Pa., second and E. G. Seisler, 
of Reading, Pa., third. G. J. Rimbach, 
of Baltimore 4, is the leading independent 
agent of the Division K. 

M. E. Creager, C. B. Le Fevre and P. W. 
Aughenbaugh, of York, Pa. have been 
credited with a steady line of industrial 
issues through this year. December 17, 
Assistant Superintendent J. D. Moyer, of 
Piqua, Springfield, O., district, was trans- 
ferred to the charge of the Troy, O., assist- 
ancy and for the same date Arthur S. 
Brown, who operated an agency in the dis- 
trict proper, was promoted to the assist- 
ancy at Piqua. ; 

E. Cohrt, of the Wheeling, W. Va., dis- 
trict, is a firm believer in building for 
the future. For some time past he has 
taken especial interest in arrears and ad- 
vance payments and for the week of Nov. 
26 succeeded in placing his debit in a very 
creditable condition. Mr. Cohrt has also 
made a splendid 1917 record in industrial 
and ordinary, and it is evident that it 
is his intention to duplicate the ac- 
complishment during the coming year. 

For the week of Dec. 10 Chas. R. Palau 
and Gerard H. Smith, formerly agents in 
the Bridgeport, Conn., district, were ad- 
vanced to the rank of assistant superin- 
tendent in the same district. The last 
named will have charge of the South Nor- 
walk detached assistancy and Mr. Palau 
will operate in the district proper. 

A two-handed worker of no mean ability 
is R. Birnbach, of Brooklyn 2. His record 
in industrial and ordinary proves plainly 
that he can be counted on to produce 
results that will keep his name among the 
“top-notchers” at all times. 

The stellar lights of the Brooklyn 12 
district, when it comes to ordinary pro- 
duction, are B. Wolff and B. Mammi. Both 
these ardent workers are credited with 
the same amount of net new business; 
and they have had an average issue of 
more than one policy per week. 





Opens New District 


SOUTH BEND, IND., Dec. 26—The 
Conservative Life has opened a district 
to be known as South Bend No. 2, and 
which will take care of its west end 
business. It is in charge of Joseph 
Kovach. Agent Louis Balogh, who is 
the company’s leading agent, has been 
transferred to this district, together 
with agent Louis Konecki, and all west 
end business is being taken care of at 
that office. 





M. E. Jordan, an agent of the Com- 
monwealth Life of Louisville at Gadsden, 
Ala., has been made deputy superintend- 
ent. He is one of the successful men 
in his town. 





POLICY LABELS 
All Styles and Prices 





Prevention of lapse. 





The Company OF the People, BY the People, FOR the People 


The Metropolitan Life 


Insurance Company 


Incorporated by the State of New York 
Home Office, One Madison Ave., New York City 





Proof of Public Confidence 


This Company has more premium-paying business in force in the United 
States than any other Company, and for each of the last eighteen years has had 
more new insurance accepted and issued than any other Company in America. 


The Daily Average Business During 1916 
701 per day in Number of Claims Paid. 8,304 per day in Number of Poli- 
cies issued and revived for $1,969,823 per day in New Insurance issued, revived 
and increased. $376,827.40 per day in payments to Policy-holders and addition 
to Reserve. $220,509.26 per day in Increase of Assets. 




















MANAGER WANTED 


EASTERN NEBRASKA 


Good Commissions 
Splendid Renewals 
Liberal Cash Allowance 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 
SAINT PAUL - - - MINNESOTA 
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The Great Western Life Insurance Co. 
COLUMBUS, OHIO 


q Now organizing with $500,000 Capital to write Life and Accident Insurance. 
q Efficient High Grade Salesmen wanted to Place Stock. {Good territory 
and Terms to pushers. 


Address all inquiries to the company 
Hartman Building Columbus, Ohio 























An Unusual Opportunity. Superintendency of an important field in the 
West is open with an old established Western lie insurance company, noted for 
its strength, conserva'ive management and unequaled dividends to policy holders. 
The salary which will be paid to an efficient man of integrity and proven ability 
will be attractive. Communications confidential. Address 9<V, care The 
National Underwriter. 








The traditional western push has made the 


Conservative Life Insurance Company 
of America 


(Ordinary and Monthly Premium) 
famous from coast to coast 
Proclaimed by insurance experts to be one of the best managed 
companies in the United States. 


Backed financially by some of Indiana’s foremost men of finance 
and commerce. Our agents are overflowing with prosperity. 
Highest forms of Actuary, Perfect, Ordinary and Monthly Pre- 
miums and Monthly Premiums and Monthly Income policies 
issued to first class risks. Become a Safety First conservative 
man by applying to 


A.S. BURKART, Vice-Pres. and General Manager 
South Bend, Indiana 


) LAWS OF THE STATF 
i . OF INDIANA 














Wanted in Illinois, Indiana and Pennsylvania 


100 Industrial Agents 5 Superintendents 
20 Assistant Superintendents 
WHO KNOW HOW 


For new Industrial Work—to open new territory 
and to sell the best thing going. 
Address Industrial Department 
Western Life Indemnity Company 
604 Masonic Temple, Chicago, Ill. 
33 years’ continuous and successful career. Now known and called “THE OLD RELIABLE” 
GEN. GEO. M. MOULTON, President J. L. MITCHELL, General Agency Manager 
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Your greatest hopes will not be fully realized 
until you have signed a contract with the 


GERMAN-AMERICAN LIFE IN- 
SURANCE COMPANY of IOWA 


Home Office: Odd Fellows Bldg. 
BURLINGTON, IOWA 


For Information Address 
LOUIS H. KOCH, Vice-Pres, and Gen. Manager 








UN AN 

FEDERAL UNION LIFE 
Insurance Company 

Cincinnati, Ohio 

has just issued a very interesting booklet 

‘“‘Suggestions for Increasing 

Your Income”’ 

and would be pleased to send a copy to every 

Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














“If you were in 
his place” — 


Would you buy the policy you 
are offering your prospect;? 


Provident agents are successful 
because they are absolutely 
convinced that the policies 
they offer are exactly the™poli- 
cies which under similar condi- 
tions they would prefer for 
themselves. 


Write for information. 
The 


Provident 
Life and Trust Company 


of Philadelphia 
Founded 1865 


the heavy enlistment among the young 
men, new positions have been created 
and to the small town man, $15 or $20 
a week looks rather large. 
One of the middle western companies 
has found that in the past six months, 
it has been very successful in attract- 
ing to it teachers and ministers. While 
life companies have always made an 
effort to secure men from these two 
callings for life insurance work, it 
would seem that the opportunities for 
interesting them were never as great 
as now. Neither have enjoyed increases 
in salary of any consequence. As a 
matter of fact the average minister sees 
his congregation contributing less now 
than was collected a year ago for the 
reason that the ranks have been thinned 
out, war time demands are heavy, and 
there has been a general curtailment of 
expenditures. He faces a decrease in 
revenue and the future does not seem 
to be very bright. 


Work Is Much Alike 














An agency manager who was formerly 








a minister, and now conducts one of 





NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 


OUR POLICIES SELL 


RATES PER $1,000 


Agency Openings in Many 
Desirable Localities 





the large metropolitan agencies, said 
the other day that the work of a min- 
ister and life insurance agents is 
identical. Both must make converts 
rather than sales. He illustrated this 
by saying that every man, no matter 
what sort of a life he was leading, con- 
stantly promised himself and others 
that some day he was going to reform, 
act differently and stand four square to 
the world. He said that if fifty men 
were picked at random from a crowd 
of pedestrians probably forty-eight of 
them, if they were not carrying life in- 
surance, would stoutly assert that they 
intended to take it out some day, that 





it was a good thing, etc. The life in- 



































no new company is organized that does 
not indulge in this practice more or less, 
but as time goes on the fact is sent 
home to them that the plan does not 
pay, and it is found that the older com- 
panies scarcely ever offend in this re- 
spect. With few exceptions, life insur- 
ance men cannot drift from one com- 
pany to another and succeed. Their 
training with their original company 
stays with them, just as surely as the 
child’s early training at school. They 
are constantly making comparisons be- 
tween the methods used by their present 
company, and the one with which they 
were formerly connected. Instead of 
recognizing their own company’s sys- 
tem as the best, they are constantly 
making odious comparisons that hinder 
their selling efficiency. 

May Not Be Insurance Saiesmen 


It is a rather curious fact that sales- 
men in other lines of business often fail 
to make good life insurance salesmen. 
The experience of some companies 
would not agree with this statement, 
but broadly speaking, salesmen from 
other lines do not succeed in life in- 
surance. Companies have often se- 
lected star men from the selling or- 
ganizations of various concerns, only 
to see them fizzle out in the life insur- 
ance business. Such men have all the 
fundamentals of salesmanship, have no 
temerity about approaching a prospect, 
and have what might be termed good 
selling sense, but as a rule they do not 
succeed. 


Have Nothing Tangible to Sell 
Agency managers account for this 


largely in the fact that salesmen of this 
character are at sea when they have 
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nothing tangible to sell. In making a 
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sale most salesmen, aside from life in- 
surance salesmen, are demonstrators as 
well. They produce whatever article it 
is they are offering, point out its su- 
perior qualities, have it constantly be- 
fore the prospect’s eye, and probably 
as much of the sale is made by the 
demonstration as anything else. 

Imagine for instance, an automobile 
salesman unable to give you a trial spin, 
or a. typewriters salesman without a 
machine, and so unable to dash off a 
few letters for you in order to demon- 
strate the many superior points of his 
particular make. 


Accustomed to Show Wares 


Most salesmen are accustomed to 
showing their wares. When they come 
to sell life insurance they have nothing 
to show. They are selling blue sky. 
There are no demonstrations to be 
made, but the prospect must be sold the 
“big idea.” He must be overwhelmed 
with the seriousness and earnestness of 
the man who is presenting his case, and 
become so thoroughly convinced that 
what is being offered is something that 
he needs. Then he will buy, as most 
men do, without even seeing the policy 
contract itself. This is simon pure 
salesmanship, and it requires a real man 
to put it over. Stripped of their ability 
to demonstrate, most salesmen feel as 
if they do not possess a full kit of tools. 
By comparison the life insurance busi- 
ness looms up before them as some- 
thing much more difficult than what 
they were formerly trying to sell, and 
they become discouraged. 


Get the Men Primeval 


After making experiments of various 
kinds most agency managers come back 
to the plan of securing new men who 
have had no previous selling experience 
and no previous life insurance ex- 
perience. It is simply a problem of 
getting and training green men. In so 
doing, the man is trained the way the 
company wants him to be trained, he 
learns the business its way, and sells it 
its way. If the training is of the right 
sort, and the man stays the first six 
months he is very likely to stay per- 
manently. He has passed over the 
roughest section of the road and is get- 
ting into smoother traveling. Keen 
judges of men are selecting their new 
material from every conceivable source. 


Goes to Department Stores 


One Chicago general agent makes it 
a point to stroll through the department 
stores ever so often in a search for 
new men. It is a matter of no interest 
to him whether the man selected has 
had previous selling experience or 
whether he is simply the buying head 
of a department or a floor-walker. He 
is selected because he possesses the 
peculiar characteristics that fit him for 
life insurance work. 

An effort should be made to get away 
from the old method of going after 
bankers, lawyers, and traveling sales- 
men as recruits for life insurance work. 
A man must be trained from the ground 
up, and there are hundreds of men in 
every line of business who could be 
selected, trained and developed into 
real life insurance agents. This means 
a breaking away from the conventional 
manner of doing things, but it is only 
the man who does something different 
than what the rest are doing that makes 
a real success. 


Colonel Doyle Dead 


Col. William Sherwood Doyle, agency 
director of the International Life died 
last week. He is survived by a widow 
and a brother whose home is in Okla- 
homa. Colonel Doyle, although he had 
not held public office, had been a po- 
litical worker for several years and one 
of the “original Gardner’ men in the 
last campaign. 


The Northwestern Mutual has sent a 
check for $68,000 to the city treasurer of 
Milwaukee in payment of its taxes for 
1917 on all real estate holdings within the 
city. It is the first large taxpayer in 
Milwaukee to make the payment. 
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GEORGE T. WIGHT 


The new manager of the Association 
of Life Insurance Presidents, George T 
Wight, is a great friend winner for his 


cause. He is a former newspaper man 
and, in addition to being a hard worker, 
knows how to get the activities of his 
association before the public. He was 
made assistant secretary in 1908, became 
secretary in 1911 and the excellent service 
he has rendered was rewarded at the 
1917 meeting when he was given the guid- 
ing hand in the association’s work. 





Royal Arcanum’s Tangle 


BOSTON, Dec. 22—Several angles of 
the court tangle in which the Royal 
Arcanum is involved were straightened 
out this week in the United States Dis- 
trict Court here, in each case in favor 
of the fraternal organization. Judge 
Hale, sitting, directed that a final decree 
be entered in the Hobart case against 
the Royal Arcanum in favor of the lat- 
ter and ordered the discharge of 
Thomas J. Boynton as a receiver. The 
court also denied the request of counsel 
for a Mr. Cummings, who sought an 
injunction against the Royal Arcanum 
transacting its affairs. Jan. 9 was fixed 
for a hearing on the entry of the final 
decree and dismissal of the Cummings 
bill in equity against the society. 


Bankers of Iowa Business 


The recent examination of the Bank- 
ers Life of Iowa showed that the total 
amount of assessment insurance in force 
is $267,180,000. The terminations 
through lapses, deaths and exchange 
last year amounted to $16,016,000. The 
total amount of legal reserve business 
in force is $148,577,249. 
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The Ohio National Life 


Insurance Company 


(The Company with the Big Surplus) 








ALBERT BETTINGER, President 






















This Company has never lost a dollar 
on investments, yet we,have_large in- 
terest earnings. 


Our mortality is low. 
Our lapse ratio is low and decreasing. 
Our new business is increasing rapidly. 


In fact, we show progress in all the fac- 
tors that go to make success. 


We are not employing many new men, 
but—we are not losing any. 


Our organization is compact, enthusi- 
astic, loyal. The Home Office and the 
Field Force work together. 


No Company has a higher grade repre- 
sentation than the ONLI Co. 


For direct H. O. connection and H. 0. service 
address (in confidence if desired) 


T. W. APPLEBY, 2cne¥manacer CINCINNATI 





No man has voluntarily left our employ in the past 30 months 


NNR 








Northwestern Illinois 


WANTED—Managers for These Important Districts 
Metropolitan Home Office Agency, Chicago 
Guaranteed Low Cost Policies 
Any one of the above is an absolutely first class Opportunity. If your record is clean and you 


can furnish evidence of your ability as a Personal Producer, your application will be considered. 


S. W. Goss, Vice-Pres., Security Life Insurance Company of America, The Rookery, Chicago 










Central Illinois 
Northeastern Indiana Southern Indiana 


As Good As We Can Make Them 


ADDRESS 

















George Washington Life Insurance Co. 












Resources - - 
Insurance in force - 


$ 1,500,000.00 
10,100,000.00 
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State Agency open. 














For particulars address, 


H. M. HOLDERNESS, Agency Manager. 
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PENSION FUNDS 

At various times there is revealed the 
weakness of various pension fund plans 
which are established to take care of 
preachers, ministers, etc. The CARNEGIE 
Founpation, which has for its object the 
care of superannuated college professors, 
acknowledges it is on an unsound basis. 
The teachers retirement fund of New Jer- 
sey finds that it has made promises that 
it can never perform. Actuary Davip 
Parks FackLer of New York, who has 
thoroughly investigated the New Jersey 
plan, calls attention to the inaccuracy of 
the records, saying that there is insuffi- 
cient data to make any reckoning. He 
finds that its affairs are conducted in a 
very loose manner. 

As near as he can ascertain, the annual 
receipts ending June 30 of next year will 
be $484,000, and they will continue to fall 
off, so that in 1925 they will be $323,000. 
In 1931 he shows that there will be a defi- 
cit of $12,031. He said that the dues pro- 
vided to maintain the fund are decidedly 
inadequate. 

How much better off a teacher or min- 
ister would be to purchase old line life 
insurance, secure as much indemnity as 
possible for a dollar and have it mature 
as an endowment at a certain age, payable 
on monthly payment plan. 








TRAINING NEW AGENTS 


Wuat the new life agent wants above 
any other one thing is a genuine per- 
sonal interest in his affairs. General 
agents will often give the new man a 
more or less complete training as far 
as the life insurance business itself is 
concerned, and then turn him loose with 
a rate book. If he brings in a case he 
is patted on the back, told that he is 
doing nicely, and that things will break 
in great shape as soon as he gets onto 
the hang of things. These are very 
general statements and of absolutely no 
value to the new man. They furnish 
him with nothing concrete that he can 
use to advantage in solicitation. 

Probably the first six weeks of the 
new agent’s career in the life insurance 
business are the most important. Al- 
though it is a time-consuming process 
during the early stages, the general 
agent should take the time to review 
every case that the new man canvasses. 
The excuses offered by the prospects, 
and the arguments used by the solic- 
itor to overcome them, should be stud- 





ied. In this manner the slips that the 
agent is making are readily detected, 
and once pointed out to him he will be 
less inclined to make them again. 

New men often land cases to which 
they are aot entitled, the business be- 
ing secured on a selling talk of no 
merit. They write their friends, rela- 
tives and acquaintances, and are con- 
gratulated by the well meaning general 
agent who instead should criticise in an 
understanding way the manner in which 
they secured the business. Over the 
long route this sort of criticism will be 
of lasting benefit to the agent. It is 
important to school the new man thor- 
oughly in the different forms of con- 
tracts, and to make him familiar with 
just what life insurance is, but during 
the first few weeks of his production 
the interviews should be carefully re- 
viewed to detect the mistakes that he 
is certain to make. 








WORK OF LIFE MEN 

Tue NorTHWESTERN Mutuat Lire calls 
attention to the fact that the life agents 
of the country have done and are doing 
as much for the government as any 
one class of business men. Many have 
joined the armed forces, others are 
serving in important government posts. 
Still others have been in the thick of 
Red Cross, Y. M. C. A. and two Lib- 
erty loan campaigns. They are now 
assisting in fitiancing the war savings 
certificate plan. The Secretary of the 
Treasury has called upon the life men 
to assist in selling the soldiers and 
sailors government life insurance. 
Therefore, we all believe that the life 
insurance fraternity can comfort itself 
with the thought that it is doing its 
utmost for the cause of liberty and 
democracy. The life insurance agents 
certainly have not been found want- 
ing if this time of stress and storm. 








Aut the world is divided into three 
classes, the wiLLs, the won’rs and the 
CAN’Ts. The wILLs succeed in everything, 
the won’rs oppose everything and the 
can’ts fail in everything. There is no 
business that as easily permits you to be 
one of the wILts as our business. If you 
have not already put yourself in this 
class would it not be a good plan to do 
so at once? There is no limit to the 
success you can achieve by your own 
desire for success and your ability. —E. 
A. Woods. 








CLASSED as one of the strongest pos- 
sessions man can have is one of today’s 
thorough, explicit and definite life insur- 
ance policies. 





THE mere desire or hope for better- 
ment is not even the first step. Action is 
supremely essential. Effort is the force 
which drives our action into results. 








Makes a man’s family independent of 
outside aid—when the policy is of suffi- 
cient size, and adds content and satis- 
faction to the daily portion of all. 








WHEN a man has achieved a reputa- 
you cannot defend—It’s just as neces- 
sary to maintain a position as it is to 





occupy it. 





ersonal Glimpses of 
P Life Underwriters 


Harvey and Philo Lange, sons of 
Otto F. Lange, general agent of the 
Royal Union Mutual Life of Des 
Moines at Dubuque, Iowa,- have en- 
listed in the army. Both are lieuten- 
ants in the field artillery. Lieut. Har- 
vey Lange is located at Camp Funston, 
Kan., and Lieut. Philo Lange at Camp 
Lewis, American Lake, Wash. . 


Charles N. Coverdale, vice-president 
and superintendent of agents of the 
Peoples Life of Frankfort, Ind., is re- 
tiring from active service, but will re- 
tain his position on the board. W. A. 
Irwin succeeds him as agency man- 
ager. Mr. Coverdale has been in the 
life insurance business for 32 years, 
serving the Union Central Life, State 
Life and American Central Life before 
going to the Peoples. He will settle 
down in Frankfort, and while recuper- 
ating his health will look after his 
farming interests. 





Mott A. Brooks has resigned from 
the staff of the Weekly Underwriter 
of New York to go with the Life Presi- 
dents Association. 


The Pacific Mutual Life will celebrate 
its golden jubilee next year, it having 
started in 1868. It was founded by Le- 
land Stanford, the great empire builder. 
The home office agency of the company 
is leading a campaign to commemorate 
the fiftieth anniversary Jan. 2, by pre- 
senting new business amounting to 
$1,000,000 to President George I. Coch- 
ran and Vice-President Gail B. Johnson. 
The event will also commemorate the 
completion of its home office building. 
The record of the Pacific Mutual Life 
is of interest, the leading points being 
as follows: 

1868 1893 . 1917 
Assets... 6<:.% $565,542 $2,678,158 $41,700,000 


Income for the 
ae 137,670 986,660 11,000,000 


policyholders 
for the year 
paid and set 


SEIS caw's None 58,554 1,100,000 
Insurance in 


force ...1,829,600 13,725,832 185,000,000 

The Sioux Falls Agency of the Mu- 
tual Life of New York, in charge of B. 
C. Shaw, manager, which has been for 
seven years the leader of all the Mutual 
Life agencies in percentage of quota, is 
rejoicing in the splendid production for 
1917, which exceeds all previous rec- 
ords. The written business of the 
agency has reached the five million 
mark and paid-for business will be four 
million. The agency has paid for its 
quota more than three times over for 
the first time in the company’s history 
and last summer sent six men to the 
$200,000 Club and five men to the $100,- 
000 Club. The paid-for business is more 
than a million in excess of any pre- 
vious year. 


Vice-President Joel L. English of the 
Aetna Life celebrated fifty years of 
service with the company Friday and 
was given a colonial desk and arm- 
chair by the general agents. The gift 
was accompanied by a sheaf of auto- 
graph letters, carrying congratulations 
from ninety-two general agents. The 
letters were bound in full morocco. T. 
H. Christmas, chairman of the general 
agents’ committee, went from Montreai 
to make the presentation. 


The fact that Mrs. S. D. Cook of 
Bismarck, N. D., wife of the state agent 
for the Montana Life, possessed rare 
courage and presence of mind, saved 
her life and that of her three-year-old 
son, Dan, when she awoke early in the 
morning to find their beautiful new 
home a mass of seething flame. Mother 
and child were alone in the house, 
sleeping on the second floor. Mrs. 
Cook, finding her exit by the stairway 
cut off, coolly bundled little Dan into 
some warm clothing and lowered him 
to the ground by means of an exten- 





sion electric cord, and then, tying a 
long trunk strap firmly about a projec- 
tion, she lowered herself to safety, car- 
ried her young son to a _neighbor’s 
residence, aroused them and turned in 
an alarm. When Mr. Cook returned 
from Mayville, whither he had gone to 
install C. L. Vigness as agent for the 
eastern North Dakota district, he found 
home and furnishings a charred ruin, 
representing a loss of approximately 
$20,000, of which 50 per cent is covered 
by insurance, 


A. L. Dern, assistant secretary of the 
Lincoln National Life, has been made 
supervisor of agencies and the appoint- 
ment to take place as soon as the com- 
pany can secure a successor for Mr. 
Dern in the actuarial department. He 
was formerly actuary of the Pioneer 
Life of Fargo, and when the Lincoln 
National Life took over that company 
he was transferred to the actuarial and 
underwriting department at Ft. Wayne, 
Ind. Mr. Dern is versed in actuarial, 
underwriting and office management, 
and has all the qualifications for a suc- 
cessful agency man. 

E. E. Elam, state agent in Tennessee 
for the Home Life of New York, has 
served for the past year as president 
of the Commercial Travelers’ Club of 
Nashville. As a token of the esteem in 
which he is held by the members of 
the club, he was presented as he retired 
from the chair with a beautiful gold 
handle walking stick. The stick was 
appropriately engraved with the name 
of the retiring president and the date 
of the presentation. 

Northwestern Mutual Life agents of 
Nebraska presented General Agent 
Franklin Mann with a $200 silver lov- 
ing cup as a Christmas present. The 
company writes a larger volume in the 
state than any other foreign company. 


= 

Col. Arnold A. Rand, vice-president, 
director and general counsel of the John 
Hancock Mutual, died at his home in 
Brookline, Dec. 23, aged 80 years. Few 
men in the insurance field in Boston 
were held in higher esteem for their 


‘business sagacity, keen judgment and 


sound advice. Colonel Rand was one 
of the most generous and big hearted 
men of the city and none loved him 
more devotedly than the newsboys of 
the street, to whom his individual kind- 
nesses were unlimited. A native of 
Boston Colonel Rand was educated in 
a private school in that city and in 
Switzerland. He was employed in a 
commission merchant’s establishment 
and later in a leading banking house as 
cashier. He was Colonel of the Fourth 
Massachusetts Cavalry in the Civil War 


under General Sheridan. In 1898 he was 


made vice-president and director of the 
John Hancock Mutual and became, also, 
its general counsel. He has served al- 
most continuously as chairman of the 
financé committee and has paid particu- 
lar attention to the immense real estate 
holdings of the company. His connec- 
tion with the company has been active 
up to within some two months, when 
his last illness developed. 

Hartford’s foremost citizen, Morgan 
G. Bulkeley, was 80 years old Wednes- 
day. He has had a life of wide experi- 
ence. He has been president of the 
Aetna Life since 1879, is also president 
of its affiliated companies, the Aetna 
Casualty & Surety and the Automobile 
of Hartford. He was president of the 
National League of Baseball Clubs in 
1876—the first president of organized 
baseball in this country. He enlisted in 
the Civil War and served under Gen. 
George B. McClellan. After the war he 
returned to Brooklyn, and on the death 
of his father—who was president of the 
Aetna Life—Morgan G. Bulkeley went 
to Hartford in 1872. 

In 1880 he was elected mayor and 
gave his salary to the poor. He was 
elected governor of Connecticut in 1888 
and from 1905 until 1911 was United 
States senator. He was president of 
the commission that planned and erected 
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the Connecticut River bridge in Hart- 
ford and the central figure in the three 
days’ celebration that marked the open- 
ing of the bridge in 1908. He was pres- 
ident of the commission which built the 
state library and supreme court build- 
ing. 

Senator Bulkeley organized the Uni- 
ted States Bank, one of the substantial 
financial concerns of Hartford, and his 
interest and capital have had much to 
do with the merger of the Phoenix Na- 
tional and American bank, the Phoenix 
National and Charter Oak bank, and the 
combination of the Hartford-Aetna Na- 
tional bank—the biggest banking insti- 
tution in Connecticut. In 1889 Yale 
conferred upon him the degree of mas- 
ter of arts and in 1917 Trinity College 
the degree of doctor of laws. 

Mr. Bulkeley has not laid aside the 
activities of life and is daily at his office 
at the Aetna Life. This is true even of 
the summer season when he goes in by 
train from his cottage at Fenwick. 


HOW WAR MAY AFFECT 
THE LIFE COMPANIES 


(CONTINUED FROM PAGE 1) 
Where a company immediately has an 
increased mortality on account of war 
service in connection with policies 
which have already been issued and 
which contain the war clause, it does 
not seem reasonable to attempt to 
cover this extra risk on old business by 
the charging of excessive premiums on 
new. 

Summarizing, therefore, we beg to 
state that, for the present, this com- 
pany will handle the extra expense due 
to the war tax and will not charge same 
to the policyholder. If we find an ex- 
cess of mortality on account of out- 
standing business, which is unrestricted 
as regards military service, this extra 
mortality will have to be taken care of 
by current earnings or present surplus. 
The extra mortality in connection with 
new business is covered by military 
clause. 


Only Slight Changes Expected 


An eastern company writes: It is 
almost impossible at this time to say 
what will be the effect of the war on 
our business. If the war does not last 


MICHIGAN MORTGAGES FOR SALE 
On Lands and Properties 


increasing in value more rapidly than in any 
other state in the Union. Interest 5 to 7%. 
Title Guaranteed. 





-|to pay the war taxes without any ad- 


very much longer, personally I do not 
think there will be any very great 
change in the life insurance situation. 
The experiences of the individual com- 
panies will, I think, largely depend upon 
the nature of the business accepted by 
such companies; for example, a com- 
pany which has been freely taking those 
liable to military or naval service may 
find its mortality considerably in- 
creased. 

On the other hand, the general ac- 
ceptance of the government insurance 
scheme will to a large measure offset 
such increase in mortality, as doubtless 
a great many of the regular life in- 
surance companies’ policies will be 
discontinued. If a great volume of re- 
cently issued business be so discontin- 
ued, that in itself will cause a loss to 
the companies, as they have doubtless 
paid a large initial commission on such 
business and the various expenses inci- 
dental to the issuance of new insurance 
will have absorbed a considerable por- 
tion of the premiums paid, 


May Affect Dividends 


The increased taxation will, of course, 
decrease the margin for dividends to 
some extent, and if the war is carried 
on we may be faced with further in- 
creases along this line. The decrease 
in the value of securities would appear 
to be generally covered by the use of 
the amortization plan, and as most of 
the life insurance investments have 
been made on a conservative basis, I 
do not think there is much to fear from 
this source. 

The British companies, which have 
faced conditions very much more try- 
ing than any we have experienced, have 
been able to come through it all in a 
very creditable manner, and there is no 
reason to suppose that the American 
companies cannot do at least as well. 
The complexity of the situation and the 
tremendous number of factors involved, 
however, make it impossible for one to 
give in a brief manner any intelligent 
opinion as to the effect of war. 

* * * 

Bankers of Iowa—It states that for 

the present at least it is its intention 


justment of the premium rates or divi- 
dends. As this company’s investments 
are chiefly in mortgage loans the de- 
crease in the value of other securities 
will not affect it in any way. It does 
not intend to make any change in divi- 
dend schedule for 1918 and the future 
action of the company will depend en- 
tirely upon the extent of war taxes and 
increased mortality due to the war. 





Every insurance salesman is face to 
face with a wonderful opportunity—and 





Life Agency Changes 














MITCHELL & CO., S4Msseais Temple 





a great responsibility. 





Appoints J. Emsheimer Agency , 


The Joseph Emsheimer Insurance 
Agency at Wheeling, W. Va., which 
recently became district agents for the 
National Life of Vermont for Ohio, 
Marshall, Brooks and Hancock coun- 
ties, has appointed Charles S. Schle- 
singer as manager of the life depart- 
ment. 





Griffin Made General Agent 


E. H. Griffin, of Davenport, Ia., has 
been appointed general agent for Iowa 
for the National Life of Vermont, with 
headquarters in Iowa City. 





Lewis Is General Agent 


A. E. Lewis, Eau Claire, Wis., for 
several years a special agent working 
under the Wisconsin state agency of 
the Central Life of Des Moines, has 





been appointed general agent at Eau ; 


Claire. 





Goes to Manufacturers Life 
F. W. Renworth, who has been in- 


' made. 


bia for the Great West Life, is ap- 
pointed manager in the province of the 
Manufacturers Life of Toronto. 





LaSance to Pan-American 


J. H. LaSance, who has been agency 
director for the New York Life at Ft. 
Wayne, Ind., has resigned to become 
manager for the Pan-American Life for 
Indiana and Illinois with headquarters 
at Indianapolis. 





Life Agency Notes 

Everett T. Cunningham, of Goodletts- 
ville, Tenn., has recently been appointed 
agent for the Home Life of New York 
and will have offices in the Independent 
Life Building, Nashville. 

The Philadelphia Life has made the 
following general agency appointments in 
Pennsylvania: R. L. Hausknecht, Williams- 
port; George J. Kleckner, Allentown, and 
H. Donald Rickert, Lancaster. 


. 


Special agents in Indiana report that 
collections are pretty well up generally. 
They have made special effort to bring 
accounts up to within the forty-five day 
rule and have been generaly successful in 
so doing. 


The National Life of Des Moines is 
remodeling its offices while important al- 
terations and improvements are_ being 
A photographic apparatus for re- 
producing the policy and medical exam- 


spector of agencies in British Colum- | ination, is being installed. 
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Chicago’s Finest Hotel 


ERNEST J. STEVENS, Manager 











WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 
hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. 
cated at the center of the insurance 
district it is the most convenient stop- 


ping place for the busy man. 


RATES: 
ONE PERSON 
Room with detached bath = - = © $2t 


m with private bath = © = <= 


Room with detached bath - = - « 
Rooms with private bath - = © 
Connecting rooms and suites as desired 


All rooms at $5 or more are the same price 
for one or two persons. 


La Salle at Madison Street, Chicago 


Lo- 


aca 


a ee 
we 


$3 to 


TWO PERSONS 





a 


Hotel La Salle gives more for the price 
you pay than anyother hotel in Chicago 
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NEWS ABOUT LIFE POLICIES 


q New Policies, Premium Rates, Divi- 
dends, Surrender Values and all Changes 
in Policy Literature, Rate Books, etc. 
§-Supplementing Policyholders’ Digest, 
Published Annually in May. Price, $2.56 


ISSUES DISABILITY CLAUSE 

















Missouri State Life Liberalizes Benefit 
to Provide for Monthly Life 
Income 





A new disability clause has been is- 
sued by the Missouri State Life. For 
the present it will be issued in the form 
of a rider, but if there is a sufficient 
demand on the part of the company’s 
agents it wiil be incorporated in the 
policy contract itself. The principal 
distinction between the new disability 
clause and the one in use at the pres- 
ent time, is that the new clause pro- 
vides for the payment of a life income 
equal to 10 percent of the sum insured 
per annum, or 1/120 part each month; 
the income will continue as long as the 
insured lives, and the full face amount 
of the policy without any deduction on 
account of these payments will be paid 
at death. As is the case with most com- 
panies, the clause is operative in the 
event of total and permanent disabil- 
ity occurring before age 60. The rates 
on the new clause are shown below: 


js . 10-P. oo dow. 
Age Life Life Life Life 
‘ ‘ * 83 "$0. 51 $0.46 
416... <8 2.14 1.38 1.87 53 -48 
7... ae ae 1.40 1.91 ‘5B 51 
ig... 26 iis 1.44 1.96 58 53 
19.. S80 222 1.47 1.99 .60 .55 


20.. .92 1.24 1.50 2.04 63 .59 
21.. .95 1.27 1.53 2.07 66 61 
22.. .99 1.29 1.55 2.10 68 -63 
23.. 1.01 1.31 1.59 2.14 71 .66 
24.. 106 1.88 -1.61 2.17 75 .68 
25.. 1.08 1.36 1.63 2.21 78 .70 
26.. 112 1.38 1.67 2.24 82 72 
27.. 1.15 1.40 1.69 2.28 -85 75 
28.. 1.20 1.44 1.71 2.30 -89 Brief 
29.. 1.23 1.46 1.74 2.33 93 -81 
30.. 1.28 1.48 Byes 2.37 98 -83 
31... 4.31 281 1.79 2.39 1.02 86 
32.. 1.87 1.53 1.82 2.43 1.08 91 
$3.. 1.41 1.56 1.84 2.46 1.15 94 
34 1.46 1.59 1.87 2.48 1.22 -99 
35.. 1.52 1.62 1.90 2.52 1.30 1.05 
36.. 1.59 1.64 1.98 2.65 1.39 1.10 








DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


J. McCARY & CO. 
° GENERAL AGENTS 


The Penn Mutual Life Insurance Company 
Any Life Insurance Man not Already Familiar with 
Our Service Should See us at Once 
Penn Mutual Policies Sell Themselves 
CORN EXCHANGE BANK BLDG. 


CHICAGO 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
69 W. Washington Street 
CHICAGO, ILLINOIS 

















MINNESOTA 


O. ELIASON 
af STATE AGENT 
The Minnesota Mutual Life 





Agency Supervisor wanted in Minnesota 


ST. PAUL, MINN. 





OHIO 





A. R. BRUEHL & SON 
e GENERAL MANAGERS 
Central Department 
State of Ohio and Northern Kentucky 
Home Life Insurance Company 
8 and 22 East Fourth Street 
CINCINNATI, OHIO 





En- En- 

Ord. 20-P. 15-P. 10-P. dow. dow 
Age Life Life Life Life 20-yr. 10-yr 
37.. 1.64 1.68 1.97 2.58 1.48 1.16 
BOce A402 S272 1.99 2.61 1.60 1.23 
39.. 1.78 1.75 2.02 2.65 1.73 1.31 
40.. 1.86 1.79 2.06 2.67 1.87 1.39 
41.. 1.94 1.89 2.08 2.69 1.98 1.48 
42.. 2.04 1.99 2.12 2.71 2.09 1.59 
43.. 2.18 2.10 2.15 2.74 2.20 1.70 
44.. 2.28 2.21 2.19 2.76 2.31 1.82 
45.. 2.38 2.88 2.22 2.7% 2.44 1.97 
46.. 2.46 2.46 2.37 2.79 2.56 2.13 
47.. 2.59 2.60 2.53 2.81 2.70 2.30 
48.. 2.73 2.75 2.69 2.82 2.85 2.52 
49.. 2.88 2.91 2.86 2.83 3.01 2.77 
50.. 3.04 3.08 3.06 2.84 3.19 3.06 
51.. 3.22 3.27 3.27 3.09 3.37 3.35 
§2.. 3.43 3.47 3.48 3.36 3.58 3.65 
53.. 3.65 3.70 3.73 3.65 3.80 3.96 
54.. 3.90 3.96 4.00 3.96 4.05 4.30 





Register of Iowa 


The Register Life of Davenport, Ia., 
is collecting the war tax from new ap- 
plicants. As the Register is a mutual 
company it sees no reason why it should 
ask old policyholders to pay a tax on 
new entrants. It feels that each new 
policyholder should pay his own tax 
for insurance the same as he would any 
other war tax. The company is not 
having any difficulty whatever in col- 
lecting the tax and believes its method 
to be just and equitable to all con- 
cerned. 





Equitable of Washington, D. C. 


The Equitable Life of Washington, 
D. C.,, will pay the war tax from the 
surplus of the company. It has not 
considered any increase in premium 
rates. 





Rockford Life 


The Rockford Life of Rockford, Ill. 
has made no definite arrangements as 
yet regarding the war tax, and is wait- 
ing to see what the other companies 
will do. 





Missouri State Life 


The Missouri State Life will for the 
present, at least, pay the war tax on 
new insurance. The company has just 
issued a new edition of its 20-payment 
life annual dividend policy. There are 
several changes of minor importance, 
among them the inclusion of a provi- 
sion for the admission of age of the 
insured on presentation of proper proof 
of the date of birth and also the new 
military and naval service clause. 


North American L. & C. 


The North American Life & Casualty 
of Minneapolis, which does a small life 
business in connection with its health 
and accident business is issuing a new 
endowment which matures at age 75, 
premium ceasing at age 65. 





Niagara Life 


Vice-President E. H. Burke of the 
Niagara Life of Buffalo, advises that the 
company is having new policies printed 
to be issued after Jan. 1, 1918. The 
war hazard restrictions and the perma- 
nent disability clause will be included. 
Health and accident rates will be ad- 
vanced 25 percent on Jan. 1. The com- 
pany is charging $100 per thousand ad- 
ditional premium for military or naval 
service. It is collecting the war tax 
from its new policyholders. 


Establishes Kansas Office 


The Peoria Life will establish a west- 
ern division office at Topeka, Kan., Jan. 
1, to take care of work in that section. 
W. H. Luellen, who has been special 
agent under State Agent Van de Walker 
in Michigan, will be in charge of the 
Topeka office. He will assist the other 
agents in the state and promote the 
business in Kansas. 





Indiana National Life 


The Indiana National Life of In- 
dianapolis has decided to pay the war 
tax itself for the remainder of this year 
at least, after which time it is possible 
that the tax will be added to the pre- 
miums. The company is not writing 
any new war risks and if permission is 
granted to old policyholders to engage 





in military or naval service $50 per 
thousand additional premiums is charged 
to cover the war risk. 





Beneficial Life. 


The Beneficial Life of Salt Lake City 
is putting out a new low cost ordinary 
life policy, which will be in the hands 
of its agents about Jan. 2. 





Connecticut General Life 


The Connecticut General Life will 
not for the present charge the war tax 
on new insurance to the policyholders. 





Mutual Benefit Life 


The Mutual Benefit Life will pay the 
war tax without attempting to pass it 
on to the policyholders, except in so 
far as it comes out of the general funds 
of the company. The company does 
not contemplate any change in its divi- 
dend schedule. 





Farmers and Traders Life 


The Farmers & Traders Life of Syra- 
cuse, N. Y., is paying the war tax out 
of stockholders’ surplus. 





Federal Union Life 


The Federal Union Life has gotten 
out new policies, one a definite monthly 
income and the other continuous 
monthly income. The company has al- 
so introduced the option of conversion 
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—that tells the 1916 story 


of Fidelity progress. 
Direct leads and the Fidelity “‘Income 
for Life” plan are making money for 
Fidelity field men. Any man who can 
sell life insurance can sell MORE 
Fidelity insurance. 

Write to-day— 


Fidelity Mutual Life 


Insurance Company, Philadelphia 


Inc. 1878 


Increase in Paid 
New Premiums 


Walter Le Mar Talbot, Pres. 

















The Columbian National Lite 
OF BOSTON 


ARTHUR E. CHILDS, President 


A CHANGE may be 
bition. Think a minute—then 


WM. H. MASTIN 


Superintendents of Agencies 
(West of the! aon) 


77 Franklin Stree 
DENVER COLD. BOSTON. MASS. 


DARL D. MAPES 
Superintendent of pactdent asncice 
77 Franklin St., BOSTON, : 





The service of 


high-grade Accident 
will also be sieved, eo that you will not have to 
broker your Aesident business to avoid violating 
your Life insurance contract. 


necessary to realize your am- 
write 


FRANK D. LOMBAR 
(East of the Mississippi) 
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IOWA OPPORTUNITY 


District Supervisor wanted ‘to ‘work Iowa, experienced and ‘successful as per- 
sonal producer and employing and working with Agents. Salary and expenses. 


FERGUSON, 


IOWA LIFE INSURANCE COMPANY, * *presigen: 


WATERLOO, IOWA 











mission. 


e 


Call on or address 


Des Moines Life and Annuity Company 


of DES MOINES, IOWA 


WANTED—Two Agency Supervisors to work in Iowa with 
local agents on lists of selected prospects. ¥ Salary and com- 
References required. 


0. G. Wilson, Agency Manager 














REAL GENERAL AGENCY 
OPENINGS 


In Iowa, Illinois, Indiana, Michigan, Minnesota, 
Missouri and Ohio. For those who can qualify 


If you are interested in making a permanent connection 
with a growing life insurance company, write 


Continental Assurance Company 
910 Michigan Avenue, Chicago 

















oe 


2 








December 27, 1917 


THE NATIONAL UNDERWRITER 





LIFE 13 





to any plan calling for a higher pre- 
mium, without re-examination. 


CANADA LIFE 


_ The Canada Life has announced the 
following annual and quinquennial divi- 
dends for 1918: 

ANNUAL DIVIDENDS 





Annual Life 

Age Prem, 1917 1916 (1915 Prem. 1914 
25 $21.25 $3.59 $3.75 $3.92 $21.25 $4.27 
30 24.385 3.91 4.13 4 24.35 4. 
35 27.90 4.33 4.58 4.81 28.10 5.20 
40 32.65 4.91 5.19 5.46 32.90 5.94 
45 38.90 5.72 6.06 6.39 39.65 7.24 
50 47.05 6.88 7.26 7.66 48.30 
55 57.95 8.57 9.04 9.49 60.05 11.63 
60 72.65 11.07 11.63 12.20 76.05 15.40 


20-Payment Life 


Age Prem. 1917 1916 1915 Prem. 1914 
$30.55 et $4.14 $4.45 $31.65 $5.64 
a 4 


°° 
3 33.60 34.70 6.05 
35 37.25 4.60 4.97 5.36 38.15 6.42 
40 41.65 5.17 5.54 5.95 42.55 7.09 
45 47.20 5.96 6.43 6.87 48.20 8.13 
50 54.25 7.06 7.56 8.05 55.40 9.48 
55 63.60 8.69 9.22 9.79 65.05 11.47 


20-Year Endowment 


Age Prem. 1917 1916 1915 Prem. 1914 
25 $48.90 $5.03 $5.49 $6.06 $49.95 $7.44 
30 49.70 5.21 5.70 6.22 50.85 7.70 
35 50.95 5.43 5.99 6.54 52.05 7.95 
40 52.85 5.85 6.39 6.96 53.80 8.26 
45 55.80 6.49 7.04 7.60 56.70 8.90 
50 60.35 7.39 7.97 8.55 61.25 9.85 
5 67.45 8.86 9.44 10.05 68.45 11.44 








The Leading Home Company of Michigan, 


DETROIT LIFE 


again led all Michigan Companies in new paid for business issued in Michigan in 1916. 
Over $4,000,000 new business paid for last year. 


Home Office: Detroit, Mich. 


INSURANCE 
COMPANY 


Now has over $10,000,000 in force. 
M. E. O'BRIEN, President 








i 


a greater one. It will not be long before! 
the $200,000,000 mark will be reached. 
The company is now operating in eighteen 
states, reaching from coast to coast. It 
has consistently followed its plan of 
doing business only in the most healthful 
and prosperous sections of the country, 
and it has intensively cultivated where 
possible. 

A special campaign has been conducted 
during the past two years of service to 
policyholders by direct contact with the 
agent. This has shown splendid results 
and the experiment has been pronounced 
not only quite successful, but all the 
company’s agents are now encouraged to 








QUINQUENNIAL DIVIDENDS 
Ordin 


First 5 Yr. Pa. 


e 
Second 5 Yr. Pd. 


Age at Third 5 Yr. Pd. 
Issue Pre! Pre Div Prem. Div. 
ME che ticawameeeceacus $21.45 $23.63 $21.45 $29.38 $21.30 $33.71 
Me Petveoceoeacaseee 28.10 28.67 28.10 36.26 27.95 42.37 
| Peer rr res eee 39.55 39.88 39.55 50.40 38.85 56.04 
OO” | - cececineeeneokiamianen 60.05 64.37 60.05 79.33 58.10 81.13 
Payment e 
Wai i. 's.ececbnahener ts uiece ero eexerers $31.65 $30.53 $31.65 $40.62 $30.00 $42.35 
GE | Quetielteveaeeewradee 38.15 34.79 38.15 46.77 36.95 52.7 
Me. Kavciwie denienens 48.20 44.06 48.20 58.46 46.95 66.18 
Bie. Urliwawmwes Cate ecustae 65.05 62.95 65.05 80.00 63.65 89.01 
Endowment 
Be Surcdes Cone ee cum eee $49.95 $39.39 $49.95 $56.93 $48.50 $68.50 
Oe” ga Se CeCe ean Cane mens 52.05 41 52.05 60.12 50.55 71.36 
Co Gree err eee 56.70 47.72 56.70 65.72 55.05 75.99 
Be cecerecncenssecawes 68.45 62.42 68.45 81.39 66.40 89.20 








Association Activities 




















DES MOINES, IA—The Iowa Associa- 
tion will hold its January meeting Satur- 
day night, Jan 5, at which time officers 
will be elected. President B. N. Waller 
of the Northwestern Mutual will give an 
address on government war insurance. 


Boston, Mass.—Boston life men were 
strongly urged to go before their legis- 
lature and secure the enactment of a law 
which would prevent the granting of 
brokers’ licenses to sell life insurance, 
and, further, to secure the passage of a 
law which would provide a more stringent 
and distinct qualification for life insur- 
ance agent licenses by President Lawrence 
Priddy of the National Association of 
Life Underwriters in an address before 
the Boston association. President Priddy 
gave an energetic talk upon the unethical 
practices of rebating, twisting and other 
tricks of the unscrupulous life agent and 
described the punishment meted out to 
them in New York. 

He advocated securing letters from 
bankers endorsing life insurance, copies 
to be given to members of the association 
only, to help them secure business; the 
setting aside of one Sunday in the year 
when clergymen of all denominations 
should preach sermons on life insurance 
and special meetings of the local associa- 
tion when the members should be ad- 
dressed by newspaper men, clergymen, 
bankers, lawyers or other professional 
men. One of his suggestions was a clear- 
ing house for insurance commissioners of 
all the states so that agents barred from 
practice in one state would automatically 
be barred in all states. 





News About Companies 











Equitable, Iowa—With the close of the 
current year the results accomplished by 
the Equitable Life of Iowa during its big 
and aggressive campaign covering a period 
of the past three years will be more 
marked than ever. This company took 
on a new lease of life a few years ago 
and has made itself a larger factor in 
the life insurance world with remarkable 
and rapid strides. Starting 1914 with about 
$80,000,000 insurance in force, the result of 
forty-eight years of consistent effort, it 
has in the short space of three years 
increased this figure until it will total 
Over $140,000,000 at the close of 1917. 
Not only has it speeded up in production, 
but along with this it has entered new 
fields, increased its agency forces mate- 
rially and has all along the line improved 
its service to agents and policyholders in 
a very noticeable manner. 

The current year has been the biggest 


the company has ever experienced, and 
devote a goodly portion of their time to 
work among present policyholders. An 
extraordinary amount of new business 
has been written on the lives of old policy- 
holders, and the new policies have at all 
times averaged considerably over that of 
all the policies written during any given 
period. 

Its mortality record has been low, and 
it now has on its books more than 63 
percent of all the insurance in force it 
has written since organization. The pro- 
duction of new business for the current 
year will reach well over the $30,000,000 
mark and will net that amount with all 
deductions taken out. 

= of os 


Philadelphia Life—Total paid for busi- 
ness placed on the books in 1917 to Nov. 
30 was $6,935,053, of which $659.721 was 
written in November. 

* * * 


Northwestern Mutual—It reported a 
total of $161,685,220 of insurance on the 
written basis for the first eleven months 
of 1917, a gain of $9,031,720 over the same 
period of 1916. The written business re- 
ported for November was $11,490,400. 
November business on the reported basis 
amounted to $10,206,020. 








Selling Insurance 


by the Hour Glass 








“Mr. Harrison, I would like to have 
ten minutes of your time, and I'll give 
you ten minutes of mine. You’re a 
business man and so am I, so we'll keep 
to the limit. Time is money.” There- 
upon the agent drew out and placed on 
the desk a neat little hour-glass, con- 
taining sand enough for ten minutes. 
“Don’t let me overtalk my time,” he 
said, as he turned it up and made ready 
to start his story. 

But he didn’t get started so soon. 
Mr. Harrison, being human, cracked a 
smile and loosened up, as many another 
Mr. Harrison had done before him. The 
agent finally told his story to a friendly 
ear, and he wasn’t limited to ten min- 
utes, either. The little spark of human 
interest had cleared all the frigidity out 
of the atmosphere.—Fidelity Field Man. 


J. Frank Yost has been appointed man- 
ager of the Massachusetts Mutual Life 
for Central Iowa, with headquarters at 
Des Moines, effective Feb. 1. He formerly 
— the company at Davenport, 
owa. 





it is an indication that 1918 will be even 








Catch the Spirit of the Company 


Have you ever noticed that every life company has a distinct individ- 
uality? What life company has made Kansas famous in life insurance 
work? When you speak of Kansas life insurance you think of ~ 


The Farmers & Bankers Life 
Insurance Company 
WICHITA - - - KANSAS 


The company has a name for reliability, service, liberality, enterprise, 
determination and achievement. Its directors are giving it their best 
thought. It is ever to be the premier life company of its home state. 
Kansas has many things to be proud of. It will always find that The 
Farmers & Bankers Life is a credit to the state. Represent a company 
that has a high standing at home. It means much to have back of you 


a crowd of Kansas boosters. 
nary and industrial experience, to take an 


WANTED: 
* important Field position that will appeal 


to a man who can organize and do things in a big way. This is an unusual 
opportunity for the right man. Write in strict confidence, and in detail, 


62-W, care The National Underwriter. 


Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 
L. LINZMEYER, Vice-President and Actuary 
A. S. DOERR, Vice-President 














A well seasoned insurance man with ordi- 














The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869. 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For 
terms and territory, write to 


WM. MONTGOMERY, Sec’y and Gen. Mgr. 
New Masonic Temple Washington, D. C. 














An Honest Contract, sold by Honest Men, by Honest Methods 
Permanent connections for desirable agents 
to sell life insurance 
B. F. WILSON, President 
WILLIAM A. FRICKE, Vice-President and General Manager 


INSURANCE COMPANY 
WAUSAU. WISCONSIN 














ECRET OF OUR 
One UCCESS IS 
VICE 


We have a contract for you under which your 
income will be limited only by your activities. 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY 


Cash Capital $200,000.00 V. D. CLIFF, President 


DETROIT 
MICHIGAN 
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IN ALL THAT IS GOOD 


IOWA 


AFFORDS THE BEST 

























































ROYAL UNION 
MUTUAL LIFE 


Insurance Company 


Des Moines, lowa 








PATHFINDER to 
Western Insurance Stability 








@Eaming over six per 
cent on its nvestments. 


q Low Rate of Mortal- 
ity. 


q Liberal Dividends. 


(Policies that have a 
Selling Force. 


Qj Agency Contracts 
that are Modern. and 
Just. 


@jHas dealt with the 
public for twenty- 
eight years and holds 
the confidence of its 
patrons. 


q Whites both Annual 


and Deferred Policies. 








ROYAL UNION 
MUTUAL LIFE 


Insurance Company 





DES MOINES 
IOWA 

















SELLING REFORMS TO 
BE RECOMMENDED 


(CONTINUED FROM PAGE 1) 


ment of any cash or other consideration to 
any person other than a bona fide insur- 
ance agent or broker for assistance in pro- 
curing, or for information that leads to 
the procurement of a new policyholder; 
and, 
Whereas, It is of the first importance 
that our members’ themselves should 
strictly observe these said laws and prac- 
tices, particularly in view of the fact that 
those unfriendly to the association have 
from time to time charged that many of 
our members were not sincere in their 
professions; and 

Whereas, The most effective and credit- 
able way of securing a general observ- 
ance of these laws and practices is by 
establishing proper regulations governing 
ourselves; 


Pledge to Be Sent Out 


Resolved, That on or before Jan. 25, 
1918, the secretary shall mail to each 
member of the association a printed or 
written copy of the pledge hereto attached 
and made a part of this resolution; that 
each member shall return to the secretary 
said copy of the said pledge, properly 
signed by the said member on or before 
Feb. 1, 1918. Should any member fail to 
make such return, or should he violate 
the pledge after the return has been made, 
said member shall thereupon stand sus- 
pended from the association, and his de- 
linquency shall be reported by the secre- 
tary to the next ensuing meeting of the 
association, and the association at said 
meeting, and without further notice, by a 
majority vote, may summarily expel the 
said member from the association, or take 
such other action in the premises as may 
appear advisable. ‘ 

Resolved, That any candidate for mem- 
bership in the association shall, as a con- 
dition to becoming a member of the asso- 
ciation, sign the said pledge, and should 
he fail to sign said pledge his application 
for membership shall not be considered. 


Questionnaire to Be Sent Out 


Resolved, That on or before the 10th 
days of January and July of each year the 
secretary of the association shall mail to 
each member a written or printed copy of 
the questionnaire hereto attached and 
made a part of this resolution; that each 
member shall. return to the secretary said 
copy of the said questionnaire, duly an- 
swered, on or before the 15th day of the 
month in which the questionnaire is mailed 
to him, and in so doing shall answer upon 
his honor all the questions therein. 
Should any member fail to make such 
return, he shall thereupon stand suspended 
as a member of the association and his 
delinquency shall be reported by the sec- 
retary to the next ensuing meeting of the 
association, and the association at said 
meeting, and without further notice, by a 
majority vote, may summarily expel the 
said member from the association, or take 
such other action in the premises as may 
appear advisable. 


PLEDGE 


To the Life Underwriters’ Association of 
Chicago: 

De nce Seb e oer sso sehen .., being 
desirous of becoming (remaining) a mem- 
ber of the Life Underwriters’ Association 
of Chicago, do make the following pledge 
to the association governing life insurance 
business transacted by me in the City of 
Chicago: 

I agree, while I remain a member of the 
association, that I will live up to the let- 
ter and spirit of the constitution and by- 
laws of the association, and I further 
agree to the following: 

I will not pay, nor offer to pay, or allow, 
any cash or other consideration to any 
person, other than a bona fide insurance 
agent whose principal business is insur- 
ance, for assistance in procuring, or for 
information that leads to the procurement, 
of any policyholder. 

I will not persuade, induce, or advise 
the holder of any legal reserve life policy, 
issued by a company represented in the 
membership of this association, to cancel, 
lapse, or surrender his policy, where such 
action on my part would lead to my finan- 
cial gain. 

I will not issue or circulate, or cause or 
permit to be issued or circulated, any esti- 
mate, illustration, or statement of any 
sort, misrepresenting the financial condi- 
tion of any company or the terms of any 
policy, or the benefits or advantages prom- 
ised thereby, or the dividend or share of 
surplus to be received therefrom. 


Must Get Full Premium 


I will not deliver a policy of insurance 
to any applicant without having received 
the full amount of the premium regularly 
charged by the company issuing the same, 
either in cash or note, nor will I offer to 
accept less than the full amount of any 
premium on a policy, neither will I agree 
nor offer to return directly or indirectly 
any portion of a premium to anyone. 

I will not promise to procure a cus- 
tomer, client, or any kind of business, for 
any person, firm or corporation, in order to 
induce any person to make application for, 
or accept or pay for, any policy of life 
insurance. 






































I will not give nor offer to give a prom- 


pressed in the policy itself or authorized 
by the company that the dividend will 
amount to any certain sum. 

I will not knowingly transact any busi- 


ness in life insurance with anyone who in 


the city of Chicago violates the above 
rules to which I hereby subscribe. 

This pledge is not to be construed in a 
narrow, technical spirit, its true intent and 
purpose being to root out the evil prac- 
tices of rebating, “twisting,” and payment 
of commissions to other than bona fide 
life insurance agents, and with the intent 
of having a regard to the real intent and 
character of any transaction rather than 
to its technical form. 

To all the above I hereby subscribe on 


my word of honor, this....... 3 ewer day of 
Es tl te ny ike Dib chl, sux Guages 
i ee rear ai eee a PON ate 


Address .... 


QUESTIONNAIRE 
The Life Underwriters Association of 
Chicago 


The following questions and the answers 
thereto must be filed with the secretary 
of the association on or before the....... 
ese ceseceees , 19.... They have 
reference in point of time to the .. 
AO ORs hs Ns sare eiaretaaiaieeee Save 
1. Have you since said date paid or 
offered to pay or allow any cash or other 
consideration or benefit to any person 
other than a bona fide insurance agent 
for assistance in procuring or for in- 
formation that led to the procurement of 
a new policyholder? 


_3. Have you since said date issued or 
circulated, or caused or permitted to be 
issued or circulated, any estimate, illus- 
tration or statement of any sort misrepre- 
senting the terms of any policy or the 
benefits or advantages promised thereby 
or the dividends or shares of surplus to 
be received thereon? 
4. Have you since said date delivered a 
policy of insurance to any applicant with- 
out having received the full amount of the 
first premium regularly charged by the 
company issuing the same? 

Dk ee te FOr ee 5 Se eecdiane he ee rere 

5. Have you since said date offered to 
any one to accept less than the full 


agent or broker whose services actually 
contributed to the placing of the policy? 
NOE oi aa catia be ocean ais 
8. Have you since said date, in order 
to induce a prospect to make an appiica- 
tion or accept and pay for a policy, agreed 
or offered to take any part of the premium 
in trade or professional services, or in 
anything except cash or a _ promissory 
note? 
WON a 56a 55 i See kw oe Se 
9. Have you since said date, in order 
to induce a prospect to make an applica- 
tion or accept and pay for a policy, pro- 
cured, or promised to procure, a customer 


, 
or client, or business of any sort, for such 
prospect? 


to procure, any service or anything of 
value to or for such prospect, except the 
policy itself and your services in connec- 
tion therewith? 

PEO’ hos tec deetindest CL eet Coen ew ks: 

11. Have you since said date, in order 
to induce a prospect to make an applica- 
tion or accept and pay for a policy, given 
or offered to give a promise or guaranty, 
other than is actually expressed in the 
policy itself, that the dividend will 
amoung to any certain sum? 

BO EEE PE PI DE IE ORE 

On my word of honor, I affirm that all 
poo foregoing answers are true and cor- 
rect. 

(Signed) ....... 
Address .......... ee eae 

oT seas at Chicago, Illinois,............. 





How to Meet a 
Familiar Excuse 








Yes, Mr. Prospect, there are business 
ventures that may bring you greater in- 
terest returns for the time being, but 
do you know of any other sound busi- 
ness deal open to you just now that will 
guarantee an income of $50 a month to 
your widow for the rest of her life, an 
income that will not depend upon good 
times, good crops, or the integrity of 
business partners? 

My proposition guarantees all this the 
minute you make your first payment, 
and if you never live to make another 
one. There is no element of doubt 
about it, either; the insurance depart- 
ments of forty state governments as- 
sure you that the whole proposition is 
= scientific and sure.—Fidelity Field 

an. 





Expect Higher Rates 


DES MOINES, IA., Dec. 26—Des 
Moines bankers are predicting higher 
rates of interest on the part of life in- 
surance companies, due to the fact that 
the farm loan banks have increased 
their rates and farmers will not be able 
longer to borrow at 5 percent. Insur- 
ance companies which have loaned at 
that rate are expected to raise to 5% 
and 6 percent. On very choice lands, 
where the amount loaned represents a 
small percentage of the value and not 
over $60 per acre, the rate may be kept 
it 5% percent. 


A. E. Lewis, who for several years 
has been connected with the Wisconsin 
Agency of the Central Life of Iowa, has 
been appointed general agent for several 
counties in northern Wisconsin with head- 
quarters in Eau Claire. 
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ise or guaranty, other than is actually ex- 


GARY NATIONAL 
LIFE INSURANCE COMPANY 


Gary Theatre Building 
GARY, IND. 





Located in the Heart of Financial Solidity 





WE HAVE the leading banks in northwestern Indiana as 
references and their officers as stockholders. 

WE HAVE the endorsement and support of The Gary 
Commercial Club. 

WE HAVE a Strong Organization Committee. 


FOUR SALESMEN WANTED 
Who Can Appreciate Real Opportunity 
References Required 
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ADVICE BY PRESIDENTS 


SHOULD TAKE FULL .AMOUNT 





Association of Executive Heads Gives 
Suggestions to Men Enlisted in 
the Service 





NEW YORK, Dec. 26—Officers and 
enlisted men of the United States -army 
and navy are urgently advised by the 
Association of Life Insurance Presi- 
dents to avail themselves of the full 
$10,000 limit of life insurance protection 
under the provisions of the govern- 
ment’s war insurance system. The 
association’s resolution is as follows: 

“Whereas, Congress has directed the 
government to insure the lives of the 
officers and enlisted men of the army 
and navy engaged in active service, by 
an act providing ‘that the United States 
shall bear the expenses of administra- 
tion and the excess mortality and disa- 
bility cost resulting from the hazards of 
war’; and 

“Whereas, Such insurance is intended 
not only to afford protection to the de- 
pendents of our soldiers and sailors at 
less than the actual cost of insurance in 
times of peace, without charge for the 
increased mortality due to war, but, in 
effect, to guarantee to our soldiers and 
sailors a continuance of their insurabil- 
ity; and 

“Whereas, The act provides that said 
insurance must be applied for within 120 
days after enlistment, or after entrance 
into or employment in active service, or 


ACTUARIES 


—_— F. CAMPBELL 


CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHIGAGO, ILL. 

















_— J. HAIGHT 
cia THE PEOPLES LIFE 
ACTUARY INSURANCE CO. 
Hume Bldg. Chicago’s Most 
Progressive 
INDIANAPOLIS Company 
ULIAN C. HARVEY — 
Consulting Actuary Ordinary and 
Chemical Building ST. LOUIS, MO. Monthly 
T J. McCOMB Premium 
LOR AT LAW 
ny CONSULTING ACTUARY Contracts 
Prono, Baoaroun, Sesvenen Wakoes, etc., calcue Direct With 
“Policies and al life Insurance forms prepared, the Home 
e iw of insurance a ppecii . 
Colcord Bldg. Office 
OKLAHOMA CITY cate 
Address 
J H. NITCHIE Elon A. Nelson 
e ACTUARY | Home Office Building President 
Telephone 1223 Association Building Chicago Chicago 
Central 3462 19 S. LaSalle St., CHICAGO 
A SIGTENHORST 
e 
CONSULTING 
ACTUARY 


WACO, TEXAS 


after the date of publication of notice 
under such act; 

“Resolved, That the Association of 
Life Insurance Presidents is in full ac- 
cord with the sentiments which inspired 
this manifestation of national apprecia- 
tion of the services being rendered by 
the soldiers and sailors engaged in this 
war; and 

“Resolved, That in the opinion of this 
association every soldier and_ sailor 
owes it to himself and to his depend- 
ents to take full advantage of this gen- 
erous provision for his insurance and is 
urged to apply at once for the maxi- 
mum amount of protection available 
thereunder.” 


Will Maintain Paris Office 


The Wichita Southern, which re- 
cently took over the business of the 
Gibraltar Life, will continue to main- 
tain an office in Paris, Texas, to handle 
the Gibraltar business, and will also 
continue the Dallas office of that com- 
pany. The business was well selected 
and it is understood the price paid was 
about $12 per thousand. 


Federal Union Appointments 


The Federal Union Life of Cincin- 
nati has appointed Roy Carson, for- 
merly agent in Cincinnati, to be super- 
intendent at Dayton under Manager F. 
W. Wable. C. R. Angle, formerly agent 
at Cincinnati, has been promoted to be 
superintendent at Cincinnati under 
Manager A. H. Jans. F. A. Runyan, 
superintendent at Cincinnati, has been 
— to a similar position at To- 
edo. 


Midland Has 25 Millions 


The Midland Mutual, of Columbus, 
will reach $25,000,000 of insurance in 
force on Jan. 1, This is all in Ohio, 
as the company has never gone beyond 
the confines of its home state. It is 
understood, however, that the company 
is considering the advisability of 
branching out now that the $25,000,000 
goal has been reached. 




















USE OF DAILY NEWSPAPERS 








changing their entire canvassing 
" ™ methods because of new condi- 
tions, they should not be afraid to try 
almost any plan for getting business 
that appears legitimate and feasible. It 
must be admitted that the soliciting 
methods of a year or two ago, do not 
fit conditions today, and it is up to the 
agent to try out some of the schemes 
that he has been reading about, but has 
been afraid or unwilling to try. The 
fact that a fixed amount of business 
could be secured under the old selling 
system has had a tendency to keep the 
agent from trying out new ideas. He 
is in much the same position as the 
salaried man who is afraid to make a 
change in position, principally because 
he is certain of what he has, and un- 
certain of what was offered. 


Use of the Newspapers 


Agents have been repeatedly told that 
the daily papers are full of prospects, 
leads and ideas, for getting life insur- 
ance. General agents in many of the 
smaller centers have made excellent use 
of the newspaper as a source of new 
prospects, but newspapers have not 
been used to one-half the extent they 
might be. 

Of course, the best use of daily news- 
papers is to be made in the small town. 
Small and medium sized towns have 
newspapers that devote a great deal of 
space to local happenings. Personal 
items and matters of interest locally are 
published, and are valuable to the 
agent. For instance, if, in the court 
items it appears that John Jones has 
taken a mortgage upon his farm or 
home, he can immediately be ap- 
proached for life insurance, with the 
argument that if he were to die unin- 
sured, he would leave his wife nothing 
but a heavy debt to pay off, and no 
ready cash. The force of this argu- 
ment is felt by the prospect, particu- 
larly if he is interviewed immediately 
after incurring the obligation. He is 
taking a serious view of things, and is 
more likely to realize the full impor- 
tance of what he is undertaking. 


Paying Off the Mortgage 


On the other hand, if it is announced 
that he has paid off a mortgage, he is 
just as good a prospect for life insur- 
ance. In the first place, he has the 
ready cash with which to buy, and life 
insurance will double the size of his 
estate. Having made regular payments 
on his mortgage, he has acquired the 
saving habit, knows the value of steady 
accumulation, and is willing to make the 
sacrifice that the payment of life insur- 
ance premiums demands. 

In the smaller town the society col- 
umns can be carefully watched for an- 
nouncements of engagements, mar- 
riages and the death notices, if tactfully 
used by the life agent, are good can- 
vassing documents. 

In the small communities an accident 
or sudden death can be used to much 
better advantage than in the large city. 
Such a tragedy affects the entire neigh- 


A‘ THIS time, when life agents are 











borhood and is felt more deeply than in 
the large centers where there is not the 
close association. 


Newspapers in Big Cities 


Newspaper items must be handled a 
little differently in the large city. The 
big metropolitan dailies print only items 
of general interest, the more intimate 
and personal touch is absent from their 
columns. The life agent in the large 
city must make capital out of the im- 
portant news of the day. Reorganiza- 
tions in big firms, promotions, etc., fur- 
nish leads that should be taken advan- 
tage of. City agents complain that if 
they were to make a call upon the man 
who has been promoted, they would 
find the office full of life insurance 
agents. This is not borne out by the 
facts, as most other agents take the 
same view and the net result is that 
very few, if any, actually make the call. 


Must Turn Items Into Prospects 


It is a difficult matter to describe the 
proper way in which to read a daily 
newspaper, with the idea of securing 
prospects and leads. The agent must 
simply be able to turn what he reads 
into selling talk. Actual facts are more 
impressive than hypothetical cases. 
The agent who is canvassing the pros- 
pect and can cite a news item to press 
home a point, brings his proposition a 
little more closely than the man who 
prefaces his talk with the stereotyped 
“Let us assume for the sake of argu- 
ment.” Perhaps the best plan is to read 
the paper with a pencil in hand, and 
mark such items as can be made use of. 
Many do this simply as part of the day’s 
work, and regard it just as natural a 
method of securing prospects as look- 
ing over their card file. At least it is 
worth trying. 

An agent who has never followed up 
a lead secured from a newspaper is in 
no position to comment on the value 
of newspapers as sources for prospects. 
It is not as cut and dried a way of going 
after a prospect, as where the name, ad- 
dress and principal facts are written 
on acard. But, the agent who refuses 
to solicit business unless he has the in- 
formation so indexed, is going along in 
a very narrow groove. Newspapers need 
not be used to the exclusion of every 
other source, but they should be given 
their proper place. In most cases the 
agent will find that the regular use of a 
daily newspaper furnishes him with 
leads and prospects that he could not 
secure elsewhere. 


$63,000,000 for the Year 


The Missouri State Life wrote $3,280,- 
000 of new business during the first 22 
days of December. According to pres- 
ent indications, $63,000,000 of new busi- 
ness will be written during the pres- 
ent year. During the week just passed 
David Stahl, one of the agents for the 
company in St. Louis, wrote a group 
policy on the lives of the members of 
the St. Paul’s Benevolent Society of St. 
Louis for $102,400. 














ARRIS E. VINEBERG 


Fellow, Actuarial Society of America 
Fellow American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 


Room 1437, First National Bank Building 


CHICAGO 


Office: 





REDERIC S.WITHINGTON,F.A.LA 
CONSULTING ACTUARY AND EXAMINER 


304-306 Security Building 
DES MOINES, IOWA 


11 Second Nat’l Bank Bldg. 
TOLEDO, OHIO. 








Open in 


STOCK SALESMAN 


Good Territory { Ohio — Michigan — Wisconsin 


Minnesota — Indiana — Illinois 


DRAPER BROTHERS 


Stocks and Bonds 


Unless a selling propésition has real BACKBONE in it and behind it—it’s lost motion. 


We are now ready with another fast selling stock issue. If you can furnish us with good references, we can 
furnish you with good selling propositions—with good commissions. We keep our men busy the year around. 


Office: 


11 South La Salle Street 
CHICAGO, ILL. 
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WILL’ PAY THEM WELL 


WANTS GOOD MEN 








Once an 
Illinois Life 
Man 


GREATEST GREATEST 


ILLINOIS ILLINOIS 


Always an 
Hilinois Life 
Man 


COM PANY COMPANY 


WANTS GOOD MEN 
AND AND 


‘Another Year of Progress— 





WILL PAY THEM WELL 





MR. AGENT— 


GOOD TERRITORY—GOOD CONTRACTS 
Can Be Secured With 


MERCHANTS LIFE INSURANCE CO. 


Des Moines, Iowa 


OVER FIFTY-EIGHT MILLIONS IN FORCE 
Operating in Twenty-Five States 











FACTS—24th YEAR 
MISSOURI STATE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 
Comparative Statement Showing Yearly Growth of Company 


Admitted Assets Guarantee Fund to Policyholders Insuranc in Force, Paid fer Basis 
Dec. 31, 1913 Dec. 31, 1913 Dec. 31, 1913 
$9,032,736.66 $1,880,784.30 $81,526,180.00 
Dec. 31, 1914 Dec. 31, 1914 Dec. 31, 1914 
$10,511,516.72 $2,117,222.79 $93,364,394.00 
Dec. 31, 1915 Dec. 31, 1915 Dec. 31, 1915 

$12,000,808.15 $7,36,38. “4 $106,880,393.00 

Dec. 31, 1916 Dec. 31, 1916 

$14,142,052.49 $2,708, 397.65 $129,199,279.00 


$15,325,25339  $2841,209.49  $144'786,620.00 


Dec, 31, 1916 GAIN 
POE 5 iis a re ig aha Gs ve $1,664,007 
Surplus to ee 1,141,900 133,149 
Insurance in foree . - 104,989,362 15, 392, 529 
Income «6 0s ois. Mets 4,485,710 597,021 


TheWESTERN andSOUTHERN 


Life Insurance Company 
W. J. WILLIAMS, President CINCINNATI 


Attractive Apportunities 


Open to Agents in Ohio, Indiana, Kentucky, West 
Virginia, Western Pennsylvania and Michigan 








Representing 


The Mutual Life Insurance Company 


OF NEW YORK 
you will make money. 


The great strength, big dividends and incomparable 
benefits of the ‘‘oldest compeny in America’’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2nd Vice-President 
34 Nassau Street, NEW YORK, N. Y. 























The Gem City Life Insurance Company 


DAYTON, OHIO 
General Agency Openings In First Class Territory In Ohio Only 


Life Department—Low Level Premiums, Non-Participating 
Accident Department—Unexcelled Policies and Rates 


HOME LIFE INSURANCE COMPANY 


GEORGE E. IDE, President (Now Purely Mutual) 256 Broadway, NEW YORK 


The fifty-seventh annual report shows insurance in force of $133,493,000, an in- 
crease during the year of $7,832,827. The Company paid the poli holders in 1916 
$3,536,233, of which $628,406 was in dividends or premium refund. Itsinsurance 
reserve fund was increased by $1,300,000 and the Assets are now $32, 821,462. 

W. A. R. BRUEHL & SONS, General Managers HOYT ¥. GALE, General aa 
Central and Southern Ohio and Northern Kentucky For Northern 


Rooms 601-606 The Fourth National Bank Building. 229-233 © Loe ee Building 
CINCINNATI, OHIO LEVELAND, OHIO 














Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio—West Virginia 





PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 


J.O0. LAUGMAN, President’ B. O. BERGE, Secretasy 


Lutheran International 


Insurance Company 
Capital $100,000.00 Surplus $121,477.33 


Ottawa Banking & Trust Building 
OTTAWA, ILLINOIS 
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©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *x° MONTHLY INCOME INSURANCE. 


s]d cea LATEST POLICIES AND AGENCY CONTRACT SgiSi.\ne 
Openings OHIO IND. KY., and MICH. Write Columbus 








CRESCENT LIFE 


INDIANAPOLIS 
JOHN C. HUMES, President LESLIE D. CLANCY, Secretary 


A LEGAL RESERVE COMPANY 


ARE YOU A BIG PRODUCER? CAN YOU PROVE IT? 
If so, you can develop a life interest with this prosperous Company. 


ONE GENERAL AGENT WANTED IN INDIANA 
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TWENTY-FIRST YEAR No. 52 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, DECEMBER 27, 1917 





7 per Year, 15 Cents a boca 





EXPERIENCE RATING 
NEEDS FURTHER STUDY 


New York Department Greatly 
Interested in This Phase of 
Compensation Underwriting 


APPLIED TO LARGER RISKS 


Separation of Classes Justified by 
Highly Developed Organization of 
These Enterprises 


NEW YORK, Dec. 26—It has been 
represented that the New York insur- 
ance department is opposed to experi- 
ence rating as a system. This is not so. 
The department believes, however, that 
after three years of experimenting with 
experience rating plans very little ad- 
vance has been made in the direction of 
getting a plan for New York which 
will accomplish the avowed purposes 
for which experience rating is applied. 

The department, while seemingly tak- 
ing a wholly destructive attitude 
towards experience rating, is, in fact, 
much interested in the solution of this 
phase of workmen’s compensation un- 
derwriting. Since the plan recently 
proposed was disapproved, for reasons 
which are believed to be controlling, it 
has seemed to the department that the 
problem might well be attacked from a 
radically different point of view. 

ntitled to Experience Rating _ 

After three years of compensation 
experience in New York there are a 
large number of risks, which, by virtue 
of their size and the consequent relia- 
bility of their experience, are entitled 
to a rate which gives larger weight to 
their own experience than to the man- 


ual rate upon which their present rates 
must be based. 


Should Take Census of Risks 


Accordingly, it is believed that a census 
should be taken of all risks in New York 
which are larger than a given size, based 
upon factors yet to be determined and 
that a study be made of the experience 
of such risks with a view to determining 
their rates with regard to such experience. 
Such risks might then be catalégued and 
the experience rates be promulgated for 
the use of all insurance carriers. In the 
course of time risks which would be 
deemed too small to qualify for individual 
rates upon the basis of an experience 
period of three years would by virtue of 
Ionger exposure become entitled to the 
same consideration. 

All attempts which have thus far been 
made to apply experience rating to small 
risks have given rise to a controversy 
over the question whether suitable rules 
can be established under which such risks 
may be experience rated. It would appear 
reasonable as well as logical to attack 
the problem in the first instance by an 
examination of those risks which are so 
large that there can be no controversy 
over the relative dependability of their 
past accident history. 


Equitable Distinction 


It will be objected that such a procedure 
would tend to create discrimination be- 
tween large and small risks. When it is 
considered, however, that such discrim- 
ination would be fair and equitable inas- 
much as each large risk subject to indi- 
vidual rating would stand an even chance 
of obtaining either a higher or a lower 


CASUALTY AND SURETY SECTION 





GO AFTER SMALL TOWNS 
LOOK FOR A FERTILE FIELD 


Business Is Limited, but if Gotten at 
Moderate Cost It Will Be 
Profitable 


Some of the casualty companies, es- 
pecially those writing multiple lines, 
are now cultivating rather assiduously 
the small town business. Unless a com- 
pany can handle all the casualty and 
bonding business to be had in a hamlet 
or small town, it would be too expen- 
sive and time consuming to look after 
this class. The Aetna Life and its group 
and the Travelers are seeking out the 
small town business. The Hartford Ac- 
cident is also making a drive along this 
line and is planting largely with Hart- 
ford Fire agents. The field men of the 
Hartford Fire are used to appoint 
agents for the Hartford Accident in 
these small towns. 


Business Is Limited 


Naturally the casualty and surety 
business in a small town is limited, but 
it is regarded as profitable if it can be 
secured at a low expense. Usually 
there is a bank or two, a few risks that 
carry compensation, probably some 
plate glass, a little burglary, automobile 
liability, perhaps a steam boiler risk 
and accident and health. The inhabitant 
of the country town is being educated 
more and more to the desirability of 
carrying insurance. Of course, in com- 
pensation states, where an employer 
must come under the compensation law, 
he will seek insurance unless he can 
qualify as a self-insurer. 


Attracted to Cheaper Forms 


Many of the people in the country 
and small towns are attracted to 
cheaper forms of insurance and are 
often beguiled by weak mutuals or in- 
terinsurers. The special agent can do 
much work in little time with an agent 
in a small town. He can go with him 
to see his assured or solicit new busi- 
ness and can educate him sufficiently in 
an hour or so to handle the business of 
his community. The companies that 
are going after the small town business 
hope to build up a large aggregate pre- 
mium income and to get the expense of 
handling this business down to a min- 
imum. 








rate than indicated by the average manual 
rate, it would seem that little ground 
exists for such objection. 

Any system of classification however 
well devised, is necessarily artificial. The 
assignment of a risk to a manual classi- 
fication and rate is an arbitrary action. 
The classification system of the work- 
men’s compensation manual, many believe, 
is neither logical nor productive of equit- 
able results. 

The application of a classification sys- 
tem to the underwiting of compensation 
risks is more easily defended in the 
case of small risks which in given lines 
of activity are more likely to be essen- 
tially homogeneous than in the case of 
large risks where highly developed sys- 
tems of organization prevail but where 
the enterprises are conducted in such 
manner that the large risk is a conglomer- 
ation of lesser and frequently almost 
distinct sub-enterprises. The large risk 
offers a special underwriting problem. 
Why then should not the experiment be 
tried of establishing for the largest risks 
individual rates based upon individual 
experience? 





BANK BURGLARIES MANY 


BIG HAULS ARE THE RESULT 


Thirteen Financial Institutions in Chi- 
cago and Vicinity Have Been 
Robbed Since Feb. 1 


The robbery of the bank at Summit, 
Ill., Thursday of last week calls atten- 
tion to the fact that this is the thir- 
teenth bank robbery in and _ near 
Chicago, since Feb. 1 this year. Most im- 
portant robberies were the First Na- 
tional Bank of Lockport, Ill, State 
Bank of Chicago; Tolleston State Bank 
ee Gary, Ind.; Kowalwski Bros. Bank, 

259 W. 51st street, Chicago; J. P. 
Cat Merchants Bank, 4649 South 
State street, Chicago; State Bank of 
Littleton, Ill.; State Bank of Calumet, 
10758 Michigan avenue, Chicago; Farm- 
ers & Merchants Bank of Hillsdale, Ill.; 
Windsor Park Bank, 2636 E. 75th street, 
Chieago; Stockmen’s Trust & Savings 
Bank, 5435 South Halsted street, Chi- 
cago; La Grange State Bank; private 
bank of Bruno Pinkert of Cicero; the 
State Bank of Summit. 

The greatest hauls were made at the 
La Grange State Bank, when $46,800 
was secured, and the State Bank of 
Summit, when $41,000 was secured. 
These robberies call attention to the 
fact that burglary insurance is needed 
more than ever on banks. This is par- 
ticularly true in the outlying banks, 
where burglars have greater opportuni- 
ties to ply their work. 


Two Big Policies Written 


The Newark, N. J., office of the Aetna 
Life has written two combination resi- 
dence policies totaling $60,000, both for 
President Forrest F. Dryden of the Pru- 
dential. One of these covers Mr. Dry- 
den’s home “Stronghold” at Mine Mount, 
Bernardsville, J., and covers $50,000 
under the burglary clause. The other 
policy covers Mr. Dryden’s city residence 
at Newark with a coverage of $10,000 
under the burglary clause. 


Taylor Made Vice-President 


KANSAS CITY, MO., Dec. 24.—W. R. 
Taylor, for the past year resident secre- 
tary of the United States Fidelity & 
Guaranty at Kansas City, in charge of 
underwriting of surety and casualty busi- 
ness for Corrigan & McGee, general 
agents, has had his duties extended, and 
at the same time has been made resident 
vice-president of the company. He will 
continue his underwriting service for the 
general agents, and will, in addition, 
handle the underwriting for the company 
in Missouri, Kansas and Oklahoma. He 
has been five years with the company. 
Mr. Taylor succeeds as resident vice- 
president, John Smallman, who has been 
transferred to Dallas, Texas, where he 
will have charge of the underwriting for 
the entire state, beginning Jan. 1. Mr. 
Taylor’s new work began upon his return 
about Dec. 20 from an extended trip east, 
including a visit to the home office. 


Wins Black Tom Suit 


The New Jersey Fidelity . Plate Glass 
has secured an award of $23,000 damages 
from the Lehigh Valley railroad in a 
suit to recover the amount it paid as the 
result of the Black Tom Island explosion 
July 30, 1916. The defendant railroad of- 
fered no testimony and a motion for non 
suit was denied by the court. It is ex- 
pected, however, that the case will be car- 
ried up. 

This has been looked upon as a sort 
of a test case and will no doubt be fol- 
lowed by suits from many insurance com- 
panies involved in the catastrophe, if the 
verdict is affirmed by the higher courts. 











NEW POOL 1S FORMED 
FOR SPECIAL HAZARDS 


This Arrangement Will Do Much 
to Combat Argument Put 
Forth for State Fund 


PROTECTION NOW NEEDED 


Ten Companies Forming the Coal Writ- 
ing Syndicate Will Enlarge Their 
Scope of Coverage 


NEW YORK, Dec. 26—An arrange- 
ment has been consummated by certain 
compensation and liability insurance 
carriers that will not only take care of 
the’ extra-hazardous risks now pro- 
hibited by companies and the National 
Workmen’s Compensation Service Bu- 
reau, but also leave advocates of monop- 
olistic state insurance with little, if 
anything, to say for themselves. The 
move is practically completed. Its pro- 
moters realize the need for quick ac- 
tion if the ugly rumors that are emanat- 
ing from certain quarters in New Jersey 
about proposed state insurance legisla- 
tion there, are to come to nothing when 
the Jersey legislature convenes on Jan. 
8. Experience with conditions like 
those now prevailing in Ohio and West 
Virginia, where drastic legislation has 
militated seriously against the insurance 
companies, has primed the underwriters 
to act as promptly as possible before 
similar restraints are imposed else- 
where, 

Shock Absorbing Pool 


The method to be employed is that 
of a “shock-absorbing” pool, that shall 
distribute the losses and profits among 
a group of companies. This plan has 
worked out admirably for the last two 
years in handling coal properties, and 
has transformed that consistently un- 
profitable class into a decidedly profit- 
able one. The associated companies 
that compose that group number ten, 
and these same ten now propose to 
carry their plan forward to a point 
where it will include practically all of 
the now-prohibited risks. These com- 
panies are the Aetna Casualty & Surety, 
Aetna Life, Employers’ Liability, Hart- 
ford Accident & Indemnity, London 
Guarantee & Accident, Maryland Cas- 
ualty, Ocean Accident & Guarantee, 
Standard Accident, Travelers Indem- 
nity and Travelers. Details of the ar- 
rangement have been completely figured 
out and the last touches are being put 
on the perfected plan. 


Need for Protection Seen 


The necessity for devising some practi- 
cal scheme that shall provide protection 
for the extra hazardous risks that have to 
go without it now, and that really need it 
more than any others, has been recog- 
nized by all compensation and liability 
underwriters. No one company could ven- 
ture to write them by itself, with a cer- 
tainty of serious losses staring it in the 
face. As pointed out in last week’s issue 
of The National Underwriter, such risks 
are cartridge manufactories, fireworks 
factories, fuse manufactories, powder man- 


(CONTINUED ON PAGE 5) 
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PLATE GLASS SUPPLY 
MAY SOON BE LIMITED 


Government Is Likely to Demand 
Some of the Materials 
Now Used 


CONSERVATION IS NEEDED 


Insurance Companies Are Studying 
Conditions With the Purpose 
of Helping the Situation 


Plate glass insurance companies are 
facing a serious shortage in plate glass. 
Undoubtedly glass manufacturers will 
be compelled to curtail their output, 
owing to the fact that the government 
will decrease the allowable amount of 
fuel, sand, potash and other ingredients 
used in the manufacture of plate glass, 
to the extent that if breakages continue 
at the present rate a famine in plate 
glass may be expected. Well informed 
plate glass manufacturers anticipate the 
shutting down of many glass factories 
for the balance of the winter, and pos- 
sibly until the end of the war. Just 
what glass manufacturers will have to 
do is, of course, problematical, but that 
there will be an almost immediate 
scarcity of plate glass and a consequent 
increase in price is conceded by all who 
are informed as to the plate glass sit- 
uation, 

Increased Rates of No Avail 


It will not relieve market conditions 
any for the plate glass insurance com- 
panies to increase their rates. Rates 
could be boosted 100 percent, but this 
action would not contribute to the relief 
of the scarcity of plate glass. It is esti- 
mated that rates could be increased per- 
haps 15 percent and plate glass business 
still written, but underwriters are not 
inclined to believe that an increase in 
plate glass rates beyond this would be 
tolerated by the assured. 


Will Urge Safety Devices 


It is, therefore, a problem of the con- 
servation of plate glass. In order to 
hold down the rising market price plate 
glass insurance companies and agents 
must do their share toward conserving 
the present supply of glass. Some plate 
glass company Officials have foreseen 
the scarcity of glass that will soon be 
universal, and have done some real 
thinking about how plate glass insur- 
ance companies are to meet the new 
conditions. One underwriter has been 
castingyup his records and has discov- 
ered that the great majority of break- 
ages occur at night. This is particu- 
larly true in the smaller towns, where 
street loiterers congregate on the main 
street, and where practically all of the 
pedestrian traffic is on the one street 
where plate glass insurance is carried. 
He suggests that a discount be allowed 
the assured where a screen is placed in 
front of the glass after the store closes 
in the evening. This would afford pro- 
tection to the plate glass and still en- 
able the goods displayed in the win- 
dow to be easily seen, as the screen 
similar to the ones used by jewelers 
could be employed. 


Coinsurance Clause Recommended 


Recently plate glass rates on plates 100 
inches square or larger have been ad- 
vanced. Some plate glass men feel that, 
especially with the larger plates, the as- 
sured should be made to bear a portion 
of the loss, where it is total. The opinion 
has developed in some quarters that this 
could be successfully applied to plate glass 
insurance, as it has to automobile and 
fire insurance. It would, of course, have 
the tendency to make the assured more 
eareful, and the many “unknown” losses 
that are reported to plate glass companies 
would undoubtedly decrease, if such a 
oe na were contained in plate glass pol- 
cies. 

Another move to conserve the present 





supply of plate glass would be the attach- 
ment of an endorsement to all existing 
policies prohibiting the replacement of 
plate only slightly cracked. Replacement 
of plate glass that is only slightly damaged 
is not necessary, and in many cases a 
cracked plate does not really have to be re- 
placed until several years after the ac- 
cident occurs. Economy is being prac- 
ticed in every quarter, and while some 
plate glass policyholders would demand 
an immediate replacement of a_ glass 
damaged no matter how slight, it is also 
true that many merchants would see the 
reasonableness of conserving the rapidly 
diminishing supply of plate. glass, and 
agree not to demand a replacement of 
glass until it became further damaged. 
Three cornered cracks in a glass plate 
are not likely to extend and do further 
damage, and it is in cases of this kind 
that the assured could be induced not to 
ask for a replacement of the entire glass. 


Should Exercise Care 


Agents could lend some assistance in 
the campaign for conservation by exer- 
cising more care in binding plate glass 
companies. When the risk is written it 
should be surveyed and examined in view 
of the possibility of existing cracks or 
poor settings. Often an order for plate 
glass insurance is taken over the phone, 
the business written, and the company 
exposed to losses for which they are ab- 
solutely not liable. 

Owing to the possibility of an extreme 
scarcity in plate glass an increase in rates 
will not fit the present situation, which 
calls for primarily a conservation of the 
present and forthcoming supply of plate 
glass, and any changes that the plate 
glass companies make in their policy 
— should be made with this in 
mind, 





Is There ‘‘Advertising”’ 
Moral Hazard? 





Does burglary insurance in some in- 
stances create what might be called an 
“advertising” moral hazard among jew- 
elers? A burglary insurance agent in 
one of the larger American cities who 
has had much experience in writing this 
kind of insurance declares that his ex- 
perience leads him to believe that there 
is such a hazard. He made mention of 
a certain jeweler who had been repeat- 
edly warned to safeguard his window 
stock by: grating and had been particu- 
larly warned to take some precaution 
against stealing by window breaking 
during the Christmas holidays. 

Instead of following these warnings, 
the jeweler persists in taking little pre- 
caution to prevent burglary of his win- 
dow stock and his window display 
during the holiday season is said to be 
calculated to arouse the ambition of 
any burglar who goes after that partic- 
ular kind of booty. The last time this 
ieweler’s store was robhed was during 
a Christmas season trading rush when 
the streets were crowded. A burelar 
hroke the window with a brickbat about 
4 o’clock in the afternoon and started 
off with a rich haul. 

In this particular instance the burglar 
was captured and it is said that this 
ieweler got free advertising that was 
worth thousands of dollars. He did not 
repair his window immediately, even at 
the urging of the police. For days aft- 
erwards, the sidewalk in front of his 
store was impassable because of the 
people who were attracted by the storv 
of the burelary. This is not an isolated 
hut an illustrative case. according to 
the agent who gave the facts. 


F. & D. Coast Changes 


PORTLAND, Ore., Dec. 18—W. L. Paul, 
who has been special agent for the Fidel- 
ity & Deposit in the Pacific northwest, 
has been appointed assistant manager of 
the company’s Portland office. He suc- 
ceeds Edgar H. Bennett, who has been 
transferred to Seattle as assistant to 
General Agent W. B. Rasmussen, who has 
been given charge of the joint automobile 
department of the Home and Fidelity & 
Deposit in Oregon and Washington. 


To Open Peoria Office 


The Ocean Accident will open a branch 
office at Peoria, Ill., Jan. 1, it to be under 
the jurisdiction of the Chicago office in 
charge of J. E. Callender, manager. The 
Peoria office will have as its heads A. T. 
Simms, and Glenn E. Mendenhall. Mr. 
Simms is special agent of the Ocean and 
Mr. Mendenhall a local agent. The latter 
will give up his life insurance business 
in order to devote all his time to the 
Ocean. 





AGENTS WHO WRITE 


Fidelity and Surety Bonds, Automobile 

Liability, Burglary, Plate Glass or 

Accident and Health Insurance 
would do well to write to 


THE KANSAS CASUALTY AND SURETY COMPANY 


J.C. O. MORSE, President 





*‘Conservative but Aggressive’’ WICHITA, KANSAS 
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Admitted Assets 
' $1,801,040.80 


Capital 
$500,000.00 


Net Surplus 
$296,048.32 


O. F. ROBERTS, Sec’y and Gen. Mgr. 


| Home Office:—C HICAGO, ILL. 
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THE HOOD AGENCY, Inc. 


Largest Insurance Agency in the Northwest 


Specializing in Workmen’s Compensation, Casualty, 
Fire and Tornado and Surety Bonds 
GENERAL AGENTS 


THE OCEAN ACCIDENT & GUARANTEE CO., Ltd. 
Phoenix Building, MINNEAPOLIS, MINN. 
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NEWS OF COMPENSATION 


INTERESTING DEAL REVEALED 





Status of Salt Lake City’s Coverage for 
Municipal Employes May 
Change 








There is considerable speculation as 
to whether Salt Lake City will, after 
the beginning of the year, continue. to 
reinsure its liability under the work- 
men’s compensation law. Whether the 
change in the personnel of the city 
commission will result in a change of 
policy is not clear, and much depends 
upon the decisions of the supreme court 
in two cases now pending. One will 
determine the state industrial commis- 
sion’s power to fix insurance rates 
covering workmen’s compensation poli- 
cies while the other will decide the 
right of the city to reinsure after hav- 
ing Once elected to carry its own lia- 
bility instead of insuring in the state 
fund. 

Last week the city commission paid 
$4,471.34 to the Guardian Casualty 
Guaranty to cover the premium on_its 
reinsurance policy for the quarter ending 
Sept. 30 last. It was precluded from pay- 
ing this before by the suit instituted by 
J. H. Lamont, a labor leader, to restrain 
the city from paying for the policy. The 
city’s demurrer to the Lamont complaint 
having been overruled in the third judicial 
district court for Salt Lake county, the 
case is being appealed to the supreme 
court. To obviate the city’s being thrown 
without protection pending the court’s 
decision, however, arrangements were 
made between the parties to the action 
allowing the payment of the first quarter’s 
premium, 

If the suit is won by the city the pres- 
ent policy may be continued, but if the } 
decision is against the city the company 
will return any premiums paid in excess 
of the liabilities actually met, if such 
excess is found to exist. If, however, the 
liabilities incurred by the company under 
the city’s policy exceed the amount of the 
premiums, the loss must be borne by the 
company. Since the Guardian recently re- 
tired from writing policies, the city has 
been definitely advised that its policy has 
been reinsured by the Guardian in the 
Interstate Casualty of Birmingham, Ala. 

On the outcome of the other case de- 
pends the right of the city to take ad- 
vantage of all of the terms of its present 
policy, which is of a participating nature. 
In other words, if the supreme court finds 
that the state industrial commission has 
not only the right to fix its own rates but 
also the -rates which insurance companies 
may charge for compensation protection, 
the city will be unable to recover any 
profits under the participating clause of 
its policy since this in effect would con- 
stitute a reduction in the rate, making the 
insurance cost less than it would in the | 
state fund. | 

Arrangements have been worked out 
between the city and representatives of 
the Guardian, whereby the latter will 
hereafter handle all work in connection 
with the adjustment of claims. Since the 
city must meet the claims directly after 
having elected to carry its own liability, 
the company will after having investi- 
gated the case and made a settlement, pay 
the money to the city. The city will then 
pay the claim. In this way attorneys | 
maintain that the requirements of the law | 
are being lived up to by the city. _ | 

State officers maintain that the city has 
done the improper thing by_ not lending 
its support to the state fund. °+ 


CONTEST OVER OHIO RULING 








Points Involved in New Laws Involv- 
ing Insuring Liability in 


COLUMBUS, OHIO, Dec. 24—In- 
terest is taken in the suit filed here on 
behalf. of Frank C. Thornton and all 
other employers similarly situated to 
test the ruling of the industrial com- 
mission which acted on the opinion of 
the attorney-general, who held that the 
three 1917 laws affecting workmen’s 
compensation prohibited an employer 
who elected to pay compensation di- 
rectly to his employes from taking in- 
surance against his liability for such 
compensation with insurance compa- 
nies and annulled existing contracts 
made by such employes with in- 
surance companies prior to the en- 
actment of such laws. The_ indus- 
trial commission sent out notices de- 
claring that rights of employers to pay 
compensation directly should cease 





Jan. 10, 1918, if such employers carried 











General Casualty & Surety Co. 


We are now ready to receive applications from 
Michigan to represent this Company 


ELMER H. DEARTH ‘ ‘ , ; : i 


DIME BANK BLDG., DETROIT 


& 
President 








any insurance with insurance compa- 
nies: 
Points That Were Made 


The attorneys for the employers 
made the following point: 

1. That the prohibitive laws of 1917 
are prospective, and not intended to apply 
to contracts of insurance in existence at 
the time the laws were passed. 

2. That the compensation insurance 
contracts, being valid at the time the 
laws were passed, continue until can- 
celled and do not expire so as to require 
renewal at the pericdical settlements. 

3. That if these laws are intended to 
be retrospective, they are invalid, because 
in contravention of the constitutional inhi- 
bition against ex post facto laws. 

4. ‘That while the legislature can regu- 
late, it cannot prohibit insurance con- 
tracts, and that, as the legislature has 
now repealed all regulation of workmen’s 
compensation insurance and the authority 
of the insurance companies, therefore indi- 
viduals may contract as they choose, and 
furthermore, that existing contracts made 
by insurance companies licensed at the 
time the contracts were made, cannot be 
invalidated by the legislature. 


Contentions of Attorney-General 


In resisting the application for the re- 
straining order Assistant Attorney-Gen- 
eral Ford on behalf of the industrial com- 
mission, contended that the 1917 laws 
annulled existing contracts for workmen’s 
compensation insurance and that the legis- 
lature had the constitutional power to 
declare such contracts void. He further 
contended that the contracts do not run 
until cancelled, but expire on the settle- 
ment dates. He declared that payment 
of premium is a condition of renewal and 
the renewals are new contracts. He also 
contended that one employer could not 
bring the action on behalf of other em- 
ployers. The court declined to express 
any final discussion, but stated that in 
view of the importance of the question 
and the interests involved, he would enter 
an injunction until the case could be 
further heard. 

This order will hold the patter in statu 
quo so that employers paying directly who 
hold contracts with insurance companies 
may continue unmolested until the deci- 
sion in this case. 


Ohio Board Reorganized 


The Ohio state industrial commission 
has reorganized by naming T. J. Duffy 
chairman. Mr. Duffy has been on the 
commission since its origin and was a 
member of the liability board of awards. 
J. D. Clark of Dayton has begun his 
duties as a member of the board. 


a4 





Turn Down the Conjurers 


The industrial commission of Ohio has 
been asked by an injured man to pay for 
the services of a conjurer that treated 
him for accident. The bill amounted to 
$20. The man was 67 years of age and 
was struck by a jack while lifting a 
railroad truck. The attorney-general says 
that the laws do not recognize any treat- 
ment by a conjurer and hence says there 


is no way in which the commission can ; 
| pay for the service. 


Private Companies | 





Many Changes Proposed 


Many amendments were suggested to 
the proposed standard compensation poli- 
cies for New York State at the hearing in 
New York City last week. As soon as 
the changes are made, another hearing will 
probably be held. 


Compensation Notes 
Deputy Attorney General Hargest of 
Pennsylvania holds that in the absence of 
any appropriation to pay compensation to 
injured employes of the commonwealth, 
awards will have to be held until the leg- 
islature provides the cash. 


First Deputy Attorney-General William 
H. Keller of Pennsylvania has rendered 
an opinion to Chairman Harry A. Mackey 
of the State Workmen’s Compensation 
Board, holding constitutional the act of 
1915 providing that nothing in the com- 
pensation code shall affect any person en- 
gaged in domestic service or agriculture. 


The Pennsylvania Fund has declared 
a dividend of 15 percent on commercial 
and general industrial policies and 5 per- 
cent on coal mines. 








The Republic Casualty Co. 


PITTSBURGH, PA. 
Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 











PUTS “SURE” IN INSURANCE 


OG AUN 


Assets paul 
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— Written (1916) 
$1.678.642.17 sti Ines wane e: $1.802.734.31 


CEORGIA CASUALTY COMPANY _— 
Surplus and Reserves to Policy Holders - - - - $1,526,022.81 
SMITH-LAWSON-COAMBS COMPANY 


GEN’L AGENTS - CHICAGO 




















UNDER FEDERAL GOVERNMENT LICENSE 
American Indemnity Company caivestos, Texas 
Assets Over $1,185,000 


ALL LINES OF CASUALTY AND SURETY INSURANCE 
Operates in the States of . 
Alabama, Arkansas, California, Delaware, District of Columbia, Georgia, Illinois, 
In Iowa, Kansas, Kentucky, Louisiana, Maryland, Mass., Michigan, 
sota, ssouri, Nebraska, Nevada, New Hampshire, New Jersey, Ohio, Oklahoma, 
Pennsylvania, South Dakota, Texas, Utah, Washington, W. Virgiyia, Wisconsin. 
BRANCH OFFICES AT 
NEW ORLEANS, LA. ST. LOUIS, MO. CHICAGO, ILL. DETROIT MICH 
) anal Bank Bldg. Pierce Bldg. 1443 Ins.Exchange Farwell Bldg. 
Autom. Ins. A: cy O.P. Rutledge, Mgr. Hutchinson & Cooley W.M. Brown 
E. Jules Michel, Mgr. 7 General Agents Manager 
Sealy Hutchings, Pres. George Sealy, Sec’y. J. F. Seinsheimer, Gen. Mgr. 











LIFE AND ACCIDENT 


SALESMEN, WRITE: American Old Line Insurance Company 


Lincoln, Nebraska STOCK COMPANY 


Incorporated under the laws of the State of Nebraska. Progressive business record for fourteen years 


I contracts to salesmen. In fourteen states. The | accident and health benefits to the 


COMMERCIAL, BUSINESS, PROFESSIONAL AND FARM CLASSES. 


Aoply for Territory Contracts. 








Business-Builders 


Developing 


Fidelity and Surety Bonds. Automobile, Elevator and General 
Liability, Accident, Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding & Insurance Company 
BOSTON T. J. FALVEY, President 
Paid-in Capital $1,500,000, Write for Territory. 

















Agents Wanted: To sell an unrestricted Acci- 
dent and Health policy costing $9.00 quarterly. 
Covers every disease and every accident. Lib- 
eral commission paid to live producers. 

Central Business Men’s Association, 


Westminster Bldg., 
CHICAGO, ILL. 


ROYER, Pres 
PAULEY, Secy. & Treas. 





H. G, 
c.0O. 
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IN THE ACCIDENT FIELD 


WILL HAVE GOLDEN JUBILEE 





National Life’s Casualty Department Is. 


Now Preparing for Its Fiftieth 
Anniversary Contest 





Manager C. H. Boyer of the casualty 
department of the National Life, U 
A., is making great preparations for a 
fiftieth anniversary celebration at the 
home office the fourth week of next 
July. In order to qualify, an agent 
must make an average increase of $1 
per week on the first premium collec- 
tion from Dec. 31 to July 1, with not 
less than an average of 93 percent on 
collections for the entire period. 

Mr. Boyer expects to have at least 
500 weekly payment agents attend the 
convention and 150 monthly payment 
men. This will be the fiftieth anniver- 
sary of the National Life, U. S. A., and 
it will be fittingly celebrated by the 
casualty department. Manager Boyer 
has built up a splendid business and has 
gotten his department on a paying 
basis. He is giving particular attention 
to the weekly payment department. He 
sees great possibilities in this end. 


AGENTS’ PROGRAM ARRANGED 





Subjects and Speakers Selected for 
Convention of Business Men’s 
Accident Producers 





Arrangements for the annual meet- 
ing of the 1,000 club of the Business 
Men’s Accident of Kansas City, Jan. 3, 
4 and 5, have been completed. The 
program follows: 


Thursday morning—Address of wel- 
come, F. D. Crabbs, president Kansas City 
Chamber of Commerce; Response, Judge 
W. T. Bland, director B. M. A. ; Ad- 
dress of Club President, F. J. Fleming; 
Report of Club Secretary, Harvey Ray; 
Adjournment to Midday Club for 
Luncheon. 

Thursday afternoon — Making Them 
Want the B. M. A. A., C. W. Stoltz; dis- 
cussion, L. W. Hahn, F. J. Gamble, C. P. 
Hale, R. A. Barr and V. O. Whiting; Ob- 
taining the Cooperation of B. M. A. A. 
Members, Earl Snyder; discussion, G. B. 
Daugherty, L. C. Snider, P. N. Robertson, 
H. A. McDonald, E. L. Armstrong, W. D. 
Ricketts. The Five Most Important 
Requisites of a B. M. A. A. Successful 
Salesman, A. W. Hogue; discussion, H. B. 
Morris, C. S. Stevenson, R. J. Warth, C. C. 
Harris, J. E. Tidwell. Utilizing the Time 
While Waiting to See Your Prospect, R. S. 
Frenchman; discussion, L. N. Brown, J. 
W. Hornocker, F. C. Kettler, W. F. Haw- 
kins, W. P. Bentley; Salary or Commis- 
sion and Why, J. L. Knorr; discussion, 
W. M. Jones, F. B. Hatch, Chas. Stilwell, 
R. H. Harris, W. T. Martell, W. W. Milli- 
man. 

Friday morning—New Business from 
Claim Settlements, N. H. Randall; dis- 
cussion, by W. T. Carpenter, M. H. Gam- 
elcy, P. C. Ditchen, H. M. Hyatt, A. W. 
Recker, F. M. Nielson. Five Ways of Se- 
curing Immediate Attention, B. B. Priest; 
discussion, G. C. Jasper, J. S. Jackson, F. 
P. Sangster, Harvey Ray, C. G. Hall, W. J. 
Reece. The Importance of Systematic 
Production, G. F. Phillips; discussion, W. 
E. Shaw, V. J. Knorr, Wm. Heffron, G. W. 
Morrow, A. W. Watwood. ‘Taking the 
Knock Out of Knocker, H. B. MacMorris; 
discussion, D. P. Mason, H. W. Knorr, 
Joe Atkins, Joe Hodge, W. F. Sain. The 
Appeal of the B. M. A. A., J. C. McNa- 
mara; discussion, L. G. Linmann, V. E. 
Dickson, N. L. Williams, J. A. Crookshank, 
S. U. Franke, W. J. Graves. Adjournment 
for luncheon, Kansas City Club. 

The session for Friday afternoon and 
for Saturday will be confined to addresses 
delivered by officers and directors of the 
association and one or two of the promi- 
nent men of Kansas City, the program 
closing with the annual banquet at the 
Hotel Baltimore on Saturday evening. 





Drops German Name 


The German American Industrial of 
Philadelphia has changed its name to the 
Industrial Health, Accident & Life Insur- 
ance Company. In making the announce- 
ment it states that every officer, stock- 
holder, clerk, superintendent and agent is 
a full fledged and patriotic American citi- 
zen and that 40 per cent of the capital 
stock is invested in Liberty bonds. 


Insuring Children 


While the insurance of children is com- 
mon in the industrial life insurance field, 
it seems foreign to accident and health 
underwriters. Most of the weekly pay- 
ment companies, however, are writing 
children, making the maximum premium 


10 cents a week. This pays for $2 a 
week indemnity while the child is actually 
confined to the bed on account of illness 
or accident. It pays $48 death indemnity. 
Many weekly payment policyholders are 
now including children in their list and 
paying insurance premiums. The weekly 
payment companies will take either white 
or colored children on the same terms. 


Clotfelter Is Promoted 


President Cliff of the Federal Casualty 
of Detroit has notified his agency force 
of the retirement of A. H. Hoag on Jan. 
1, and that A. L. Clotfelter, who has had 
charge of the legal department for many 
years and also editor of its “Agent’s 
Record’—the latter bringing him into 
close relations with agents- and agency 
affairs, will hereafter be in charge of the 
agency department. Mr. Clotfelter is a 
very likable man and a natural diplomat. 
These qualities, coupled with his broad 
experience obtained from acting as as- 
sistant to the president, qualify him ad- 
mirably to handle agency matters to the 
entire satisfaction of both agents and 
company. 


Business Women’s Policy 


The Home Casualty of Omaha has is- 
sued a business women’s accumulative 
disability policy with principal sum of 
$1,000 and monthly indemnities in the 
amount desired. The single sum benefits 
and monthly indemnities double for travel, 
elevator, burning building or lightning ac- 
cidents and the single sums also accumu- 
late 10 percent annually for five years. 
The monthly accident indemnity is pay- 
able for two years and the sickness in- 
demnity for six months. In case of the 
loss of two limbs half the monthly in- 
demnity, in addition to the single sum 
benefit, is payable for two years. The 
contract also provides free medical atten- 
tion for nondisabling injuries or illness, 
an emergency fund of $500, quarantine 
benefits and hospital expenses. 


New Philadelphia Company 


PHILADELPHIA, Dec. 24.—Application 
has been made to the Pennsylvania Insur- 
ance Department for a charter for the 
Sterling Mutual Health and Accident In- 
surance Company. The headquarters will 
be in Philadelphia. The new company will 
take over the business of the Sterling Mu- 
tual Benefit Association, which removed 
from Wilkes-Barre to Philadelphia. The 
company was organized by the executive 
officers of the association, who will con- 
tinue in control. 


Agent Binds Company 


TOPEKA, KANS., Dec. 24.—An _ insur- 
ance company must trust its agent and 
penalize him for shortcomings and not 
attempt to penalize the policyholder. 
This is the main point of a decision of 
the Kansas supreme court in an appeal 
suit against the National Travellers 
Benefit Association. C. Y. Shinn took 
out a policy with this company and ac- 
cording to the evidence he had been in 
several accidents previous to this ap- 
plication. Y 

The agent who wrote the policy ap- 
parently became frightened that ,he might 
lose the business and it was shown in the 
record that he had omitted answers to 
several pertinent questions which might 
have caused the company to cancel the 
policy. The company issued the policy 
and there was a claim against it. It re- 
fused to pay and the suit was brought. 

The supreme court held that the com- 
pany must trust the agent’s honesty in 
filling in the application and not attempt 
to penalize the policyholder for a _ de- 
liquency of the agent. If the applicant 
had given false answers to the questions 
it would be an entirely different matter 
but when the applicant answered the 
questions truthfully and the agent omit- 
ted the answers the company would have 
to pay the claim. 





Krist Goes to Home Office 


J. J. Krist, superintendent of the Balti- 
more district of the weekly payment de- 
partment of the National Life, U. S. A., 
has been appointed assistant manager of 
the weekly department at the home of- 
ciated with C. H. Boyer, manager of the 
casualty department of the National Life, 
when Mr. Boyer was manager of the in- 
dustrial department of the General Acci- 
dent, Mr. Krist at that time being 
manager of the weekly department. 





Held Agency Meeting 


The Business Men’s Indemnity of In- 
dianapolis held an agency meeting last 
Saturday at the home office. W. W. 
Dark, organizer and’ manager, was vice- 
president of the American Central Life 
for a number of years and is making a 
success of his new undertaking. The 
company writes commercial accident and 
health insurance and confines its opera- 
tions to preferred risks. It hag some 
forty agents. 





Nine employes of the home office of the 
Business Mens’ Accident of Kansas City 
have enlisted. The company tendered a 
dinner to all of the home office employes 





and the parents of the young men enter- 
ing the service as a sort of a farewell 
to the soldiers to be. 


A RARE OPPORTUNITY 


_ Pg big money men — —_. ba or more a year 
e have the most attractive, substantia’ NT 

_ PROPOSITION OPEN IN SEVERAL STATES. ee 
Write me today and I will show you a real opportunity. 


ERNEST W. BROWN, Secretary and Treasurer 


INTER-STATE BUSINESS MEN’S ACCIDENT CO. 


Brown Building DES MOINES, IOWA 
First and Largest Organization writing business and Professional men upon 


same plan as traveling men’s associations. 








The Sign of Good Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD’S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





ESTABLISHED 1869 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 


Head Office, Chicago 
F. W. LAWSON, General Manager 


CONKLING, PRICE & WEBB - Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exc’ e 

FRED. L. GRAY COMPANY - Northwestern Managers, 828-886 Security Bank Buen aes 
pricy? & RAYMOND - - ~-_ General Agents, Southern Michigan conaalt Bidg Detroit 

FRED PAULL & SON - -. - General Agents, West Virginia, Board of Trade Bldg., ‘Wheeli 

R. H. CLARK  - - General Agent, Northeastern Ohio, 887 E. Superior Avenue, NW: Clevelan 
HOWARD FERRIS, ra. -__ General Agent, Southern Ohio, 1310 1st National Bank Bldg., Cincinnati 
KING, McCUNE & McKENZIE - - -_ Res. Agents, N. W. Ohio, 309 Cincinnati Bldg., Lima. 
THE MERRILL, DODGE & JACKSON CO., Gen. Agents, Lucas Co., Produce Exch. Bldg., Toledo, O. 















<r, 
THE JIFFY PEN 


The word “Jiffy” denotes speed and action. The shape and balance 
resembles the dip penholder. It is built for those who appreciate a 
properly shaped and balanced pen. Prices from $2.50 up, either stand- 
ard or self-filling style. Self-filling pen without a rubber sac. 

) SEND FOR DESCRIPTIVE MATTER 


JIFFY PEN CO., Dept. No. 2, 406 Pierce St, Sioux City, Iowa 











American Bonding & Casualty Company 


AMERICAN BONDING 
AND 
CASUALTY COMPANY 

T 


Capital Paid in 


SURETY |CASUALTY 
BO INSURANCE 


aaa 


SIOUX CITY, IOWA 


AIGGRE|SSIVE MANAGEMENT 
BROAD POLICIES 
CONSERVATIVE UNDERWRITING 
CONSISTENT SERVICE 


WRITE FOR AGENCY TO 


A. G. OGLE, 2nd Vice-President and General Manager 




















The American Credit-Indemnity Co. 
of NEW YORK 


CREDIT INSURANCE ONLY 








E.M. TREAT, President 
insures manufacturers and wholesalers against Excessive Annyal Loss 


Insolvency of Customers. We can always use a few high-class solicitors. 
416 Locust St., ST. LOUIS, MO. 60 Maiten lane, NEW YORE 
OFFICES IN ALL PRINCIPAL CITIES 


J. F. HALLWEGEN, General Agent, 1146 Marquette Bldg., CHICAGO 




















Decer 








busit 
risk, 
can 
not 

mer¢ 
uabl 
with 
line 

with 
ally, 








December 27, 1917 


THE NATIONAL UNDERWRITER 








Casualty and Surety Comment 





TARGET RISKS 


THE agency paper of the Fiverity & 
Deposit brings out a point that is often 
discussed among local agents, it being 
target risks. Some agents go after the 
big premium business and seem to over- 
look the-smaller risks. The income of 
some offices is built up entirely on a 
few big premium cases. Therefore, 
when one of these is captured by a 
competitor it means a big hole in the 
commissions of the losing agent. 

The agent who has a big lot of small 
business, built around the big premium 
risk, is in a much better position. He 
can lose some of these small cases and 
not feel it. The agency that has nu- 
merous small lines is much more val- 
uable than one with a larger income 
with a few target risks. In-the small 
line business, an agent deals directly 
with the head man, knows him person- 
ally, and has more influence with him. 





FIDELITY BONDS 

Ow1nc to the financial market fluctuat- 
ing the way it has for some months, there 
is a greater temptation on the part of em- 
ployes to speculate. Many employers are 
not bonding their employes, and are ex- 
posing themselves to a heavy loss. An 
agent could well take sufficient time to 
list up all possible prospects in his com- 
munity, or within the range of his ac- 
quaintance, ascertain whether they are 
carrying fidelity bonds, or have sufficient 
coverage and spend some time in solicit- 
ing this line. The cost of living has in- 
creased, which adds to the temptation. 


BURGLARY INSURANCE 


BurGLary underwriters generally con- 
cede that the coinsurance clause is not 
a workable proposition when it comes 
to their class of insurance. While in 
many respects it would be desirable to 
make the assured a_coinsurer, yet the 
agents and brokers find in making ad- 
justments of claims the coinsurance 
clause causes much friction. Most of 
the burglary business is on personal 
possessions. Fire insurance companies 
do not require the coinsurance clause 
when it comes to insuring residences or 
household effects except in one or two 
cities. Therefore, the assured are not 
educated to the coinsurance clause in 
this direction. 

Most of the misunderstandings in set- 
tling burglary losses come from dis- 

. putes as to property values. The aver- 
age burglary policy in the city amounts 
to about $1,000. An assured figures that 
this covers about all his stealable ef- 
fects and perhaps more. He does not 
figure that all his jewelry, silverware, 
rugs and fine paintings can be taken at 
once. Insurance companies discourage 
the smaller policy because they find that 
most of their losses occur from that 
class. They are endeavoring to get 
their agents to increase a man’s insur- 
ance so that they get a larger premium. 
However, the credit for coinsurance 
does not seem to appeal to very many 
people. So long as the solicitors do 
not talk coinsurance and use it, it will 
not be a factor in burglary insurance. 
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James A. Giberson of Alton, Iil., well 
known in the local agency ranks, re- 
ceived considerable mention in the De- 
cember number of the house organ of 
the Aetna Life. A photograph appears 
showing the float that Mr. Giberson 
used in the merchants parade at Alton, 
Nov. 7. Mr. Giberson himself appears 
in the float and gives a touch of per- 
sonal pulchritude to the artistic exhibit. 

W. G. Curtis, president of the Na- 
tional Casualty of Detroit, is head of 
the only insurance division of the Red 
Cross in the United States, and this di- 
vision has given the national organiza- 
tion the only 100 percent county chap- 
ter organization in the country. In the 
campaign for members, beginning Dec. 
17 and ending the day before Christ- 
mas, the insurance division of the De- 
troit chapter has received the coopera- 
tion of every company and general 


agency in the city and put 10,000 num- 
bers on the Detroit roster. 


Personal Glimpses 
of Casualty Men 





C. E. St. John, formerly at the Scran- 
ton, Pa., branch office of the American 
Surety, has been transferred to the un- 
derwriting department at the home 
office. Mr. St. John will fill the posi- 
tion formerly occupied by J. L. Tuthill, 
who was recently transferred to the re- 
insurance department. ; 

Announcement is made of the ap- 
pointment of Clarence Stone, for years 
editor of The Budget, the monthly pa- 
per published by the Maryland Cas- 
ualty, and son of President John T. 
Stone, as supervisor of publicity for 
both the Maryland Casualty and the 
Maryland Assurance. 

Mr. Stone is one of the best known 
of the younger advertising men in Bal- 
timore. Some years ago he entered 
newspaper work on one of the leading 
dailies in Baltimore, but subsequently 
left the field and became identified with 
the Maryland Casualty. In addition to 
the work which he has performed for 
this concern, he has contributed numer- 
ous articles to leading periodicals, and 
is the author of two books of essays. 

In more recent years Mr. Stone has 
given special attention to insurance ad- 
vertising, having planned the first auto- 
mobile prize contest ever inaugurated 
by any insurance company. He has 
also devised several effective advertis- 
ing novelties, such as the surety pin 
box, the “good luck” check-book blot- 
ter, etc. 


William Bradford Joyce, Yale, 1913, 
Sc., the eldest son of William B. Joyce, 
president of the National Surety, has 
received his commission as first lieuten- 
ant, aviation section, after having re- 
cently passed the examination at the 
aviation school at Fort Meyer, Texas. 
Lieutenant Joyce is 27 years of age and, 
before entering the army, was con- 
nected with W. B. Joyce & Co. of St. 
Paul and Minneapolis, 


The Surety Association of Milwaukee 
met at the home of B. G. Oppenheim, 
Jr., manager of the National Surety, 
last Saturday evening, instead of hav- 
ing its regular weekly meeting. The 
members were entertained in a very 
delightful way in honor of Walter Hoff- 
man, who will leave for the front as 
a member of the hospital corps. The 
next meeting of the association will be 
held Jan. 4, when Mark L. Williams of 
the Royal Indemnity will lead in a dis- 
cussion on the subject, “Unusual Haz- 
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FIDELITY AND DEPOSIT COMPANY 
OF MARYLAND 


BALTIMORE 


EDWIN WARFIELD, President 
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ards in Connection with Guardianship 
Bonds.” 


NEW POOL IS FORMED 
FOR SPECIAL HAZARDS 


(CONTINUED FROM PAGE 1) 


ufactories, nitroglycerine manufactories, 
and manufactories of any explosives—the 
manual definitions of explosives in this 
connection being “a substance manufac- 
tured, or sold, or used as an explosive, 
other than one used in an internal com- 
bustion engine.” Just how many of these 
hazardous risks will be taken care of by 
the pool is yet to be decided. 


Argument of State Insurance 


Advocates of state insurance have not 
been slow to seize upon the argument aris- 
ing out of the inability of insurance com- 
panies to cover such properties as these, 
maintaining that since states impose upon 
employers compensation liability and have 
organized state insurance funds that are 
prepared to protect the employers, insur- 
ance companies that deny this protection 
are useless and ought to be eliminated. It 
is known that compensation bills are to 
be introduced in the approaching legisla- 
tive sessions of Georgia, Mississippi, New 
Jersey, South Carolina, and Virginia, and 
that those in Georgia and Virginia are 
practically certain to pass. Should the 
proposed pool get into action prior to the 
convening of these legislatures the wind 
will be taken out of the sails of the com- 
pany baiters. Time presses, however. 
The Mississippi legislature meets Jan. 8; 
New Jersey, Jan. 8; South Carolina, Jan. 
8; Virginia, Jan. 9, and Georgia, June 26. 


Handled Coal Mines Successfully 


In this connection it is of great interest 
to note how successfully the associated 
companies have handled the coal mines 
of the country. Up to two years ago, 
when the pool heretofore described was 
formed, no insurer wanted _ to touch this 
class. The experience had been almost 
entirely disastrous. Then the pool got to 
working smoothly; and for the present 
year the average expense ratio on this 
class to the ten companies has been about 
16 percent, and the loss ratio about 23 
percent. Acceptances were taken with the 
knowledge of each of the members of the 





pool, and the losses or profits distributed 








among them all. The companies are 
known in the policy form as “the insur- 
ers.” One of their number was chosen to 
act, in each instance, as the representative 
of all the insurers on the risk, the name 
of which company being indicated as “the 
representative of the insurers,’ and it was 
agreed that such company was duly em- 
powered to act for and in behalf of all the 
insurers in the issuance and administra- 
tion of the policy, including the collection 
of its premium, the giving and receiving 
of notices as in the policy provided, the 
care and adjustment of losses, the audit 
of payroll and the final adjustment of pre- 
mium. All correspondence by the insured 
has to be conducted with this representa- 
tive, as for all. A registrar countersigns 
each policy, and this registrar is duly ap- 
pointed, authorized and empowered by the 
insurers for this purpose. 


Policy Coverage 


The policies of the associated companies 
cover for personal injuries sustained by 
the employes, including death at any time 
resulting therefrom. The articles of agree- 
ment cover all legal responsibility imposed 
upon the employer by the compensation 
law of the state in which it is issued. The 
declarations include a complete descrip- 
tion of each property as regards shafts, 
entries, mine haulage, ventilation and 
sprinkling, explosive employed, mine work- 
ings, steam boilers, history of the mine, 
ete. Acceptances are so arranged that the 
entire loss on any one plant will not ex- 
ceed -$500,000, thus limiting each com- 
pany’s liability to $50,000. 

The plan has worked out so success- 
fully that it would seem sure that practi- 
cally all of the tabooed extra-hazardous 
risks of other classes are in a fair way to 
be taken care of with like completeness of 
coverage and general satisfaction. Cer- 
tainly there can be no exception taken to 
the financial responsibility of the ten com- 
panies in the pool. Their combined assets, 
by the figures of a year ago, easily exceed 
$300,000,000. 


Makes Illinois Appointments 


The Chicago Bonding is now building 
up its Illinois organization. Manager 
Heath of the Illinois department, has re- 
cently appointed the following agents: E. 
E. Morgan, of Moline; A. M. Klove, Rock 
Island; Wilson General Insurance Agency, 
La Salle; P. A. Olson, Ottawa; Lennon 
Bros., Joliet; O. M. Congdon, Elgin. 
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AMONG THE SURETY MEN 


ee ee 


WATCHING CONTRACT BONDS 





Companies See the Dangers Due to 
Present Conditions Which Are 
War’s Outgrowth 





Surety underwriters are watching | 


very carefully today contract bonds on 
furnishing various supplies. Where an 
applicant for a bond agrees to furnish 
coal at certain times at a stipulated 
price, it is a hazardous undertaking 
these days on account of the strike situ- 
ation and also transportation facilities. 
This is particularly true in case the ap- 
plicant is not an actual producer of 
coal in good financial standing and has 
the product which will meet the test 
of the specifications. ; 

There is also much uncertainty as to 
how contractors can meet their agree- 
ments furnishing various foodstuffs. 
Prices are fluctuating and transporta- 
tion is most uncertain. The supply of 
various commodities is limited. No 
man can safely bid on future deliveries 
and be at all certain of the price. When 
it comes to furnishing various machin- 
ery products the contractor 1s again 
confronted with uncertainty. There are 
delays of all kinds. Underwriters are 
gathering all the information possible 
when it comes to contract bonds of this 
character. 





MANY BONDS BEING WRITTEN 





New Government Act as to Distilled 
Spirits Is Creating Market in 
the Field 





Agents are writing up a number of 
bonds on distilled spirits in accordance 
with the war revenue measure. Under 
this act every corporation or person de- 
siring alcohol to use or sell has to get 
a government permit. The applicant 
must file a bond guaranteeing that the 
alcoho! will not be used for beverage 
purposes. It guarantees that the prin- 
cipal will comply with all the require- 
ments of the food control act and the 
internal revenue law. The applicant 
may have a bond signed by a surety 
company, give two personal sureties, or 
put up Liberty bonds. There are many 
prospects for bonds of this character, 
the chief ones being druggists, doctors, 
dentists, surgeons, undertakers, chem- 
ists, manufacturers of toilet prepara- 
tions and others that use alcohol for in- 
dustrial purposes. 





Live Articles on Suretyship 


Volume 1 of “Live Articles on Surety- 
ship” has come from the press of the 
Weekly Underwriter, 80 Maiden Lane, New 
York. This conforms in_ style and bind- 
ing to the various volumes of Live 
Articles on Special Hazards’ which the 
company has issued from time to time. 
it is made up of articles that have ap- 
peared in the Weekly Underwriter. 





Big Bonds Written 


The New York office of the United States 
Fidelity & Guaranty has renewed the bond 
of Martin Vogel, assistant treasurer of. 
the United States of that city. The prin- 
cipal sum is $500,000. This is the largest 
bond required of a federal official located 
in New York. <A. Mitchel Palmer, of 
New York, custodian of the property of 
alien enemies in the United_States, has 
taken a $100,000 bond in the United States 
Fidelity. 





Decision on Depository Bond 


The Equitable Surety was on the bond 
of an Indiana bank as a public depository 
for the township board of finance the 
two years expiring Jan. 1, 1915. The bank 
was again appointed depository, but did 
not succeed in getting a new bondsman. 
The township had then on deposit over 
$2,000. The surety company contended its 
liability ceased when the bank failed to 
get a new bondsman five days after the 
expiration of its contract. The bank sus- 
pended Jan. 20. The Indiana supreme 
court decides against the company on the 
ground that it bound itself to pay all sums 
deposited in the bank during the life of 
its bond, which the bank failed to pay and 
that the controversy was about money de- 
posited during the life of the bond. 


MUCH INTEREST TAKEN 
IN ACCIDENT DATA 


| Carl Hookstadt Discusses Trend of 
| Conclusions Reached from Indus- 
trial Disability Figures 


NEW IMPETUS FOR SAFETY 


Big Losses in the Compensation Field 
Seem to Come From Me- 
chanical Causes 


Compensation men are interested in 
the subjects that came before the Inter- 
national Association of Industrial Ac- 
cident Boards & Commissions and the 
discussions that followed. 

There were three problems that were 
of special concern, they being accident 
prevention, the rehabilitation and re- 
education of injured workers. and “free 
choice” in the selection of physicians. 
Before the compensation laws were 
passed, there was increasing interest in 
accident prevention. The discussion at 
this meeting showed that methods of 
prevention were practically limited to 
the mechanical guarding of danger 
points. There appeared to be no dimi- 
nution in the number of accidents, and 
it came to be felt that perhaps accidents 
could not be avoided. There’ was keener 
interest in safety after compensation 
laws were passed. Safety laws were 
passed, casualty companies got busy, 
safety first organizations were estab- 


lished. : 
Two Significant Facts 


Critical analysis of accident statistics 
has brought out two significant facts, 
according to the discussion at this meet- 
ing. In the first place, it was found 
that the severity of accidents resulting 
from mechanical causes was much 
greater than the severity due to the 
human factor, i. e., the thoughtlessness 
and negligence of the worker. In other 
words, in a large majority of cases, 
mechanical accidents result fatally or 
in long time disability, while the non- 
mechanical accidents are of minor na- 

re. 

_— Carl Hookstadt’s Discussion 


Carl Hookstadt, in discussing the analy- 
sis, says that the statistics of the state 
compensation commissions show with a 
remarkable uniformity that about 25 per- 
cent of the accidents are due to mechan- 
ical causes. It was argued from this that 
the mechanical or engineering factor was 
of less importance than the human ele- 
ment, and therefore stress should be laid 
upon educational work. However, when 
the statistics were more fully surveyed, it 
was found that the mechanical accident 
counted for approximately 50 percent of 
the time lost. In the presentation of their 
accident data, the question of the severity 
or seriousness of the accident had been 
left out of consideration. Mr. Hookstadt 
said that the adoption of an accident 
severity rate as the proper means of in- 
dustrial hazards has been advocated only 
recently. 

The second important fact according to 
Mr. Hookstadt was that the marked re- 
duction in accident frequency consisted 
principally of accidents occasioned by non- 
mechanical causes, or in other words, short 
time injuries. 


Facts Are Important 


The facts brought out by this analysis 
are regarded as of great significance and 
importance to manufacturers and safety 
engineers, showing along what directions 
they must work toward accident reduction. 
Mr. Hooxkstadt says that if it be true that 
there is a more or less distinct line of 
demarkation between fatal and serious 
accidents on one hand and minor accidents 
on the other, not as to result, but as to 
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fundamental causes, and if it be true that 
the former are due chiefly to mechanical 
causes, while the latter result from the 
workmen’s ignorance or carelessness, it 
can be readily seen that accident preven- 
tion work presents a two-fold problem. 
The non-mechanical accidents resulting 
principally in short time disability can 
best be prevented through safety organ- 
izations and educational methods, while 
for the elimination of the fatal and seri- 
ous accident, engineering revision is nec- 
essary. 


e Iron and Steel Statistics 


The United States Bureau of Labor Sta- 
tistics evidently has reached this conclu- 
sion in the study of accidents in the iron 
and steel industry. Mr. Hookstadt says 
that as a result of this survey it was 
found that a large majority of the serious 
accidents were occasioned by mechanical 
causes; secondly, that the frequency rate 
of this class of accidents was little af- 
fected by safety organizations and educa- 
tional methods, and thirdly that these ac- 
cidents have been materially reduced 
through engineering revision. 
_ Mr. Hookstadt says that the old idea of 
indemnity for negligence on part of the 
employer toward his injured employe has 
been all too prevalent. Here and there 
men with broader vision have pointed out 
that the object of compensation legisla- 
tion should be nothing less than the reha- 
bilitation of injured workers as completely 
and quickly as possible, and that the pay- 
ment of compensation and medical bene- 
fits was simply a means of accomplishing 
this result. The war is bringing about a 
greater study into rehabilitation and 
Americans have seen some of the methods 
applied first hand in Canada. There the 
Dominion is endeavoring to recast and re- 
vamp disabled and wounded men and fit 
them for a gainful occupation. 


Selection of Physicians 


Mr. Hookstadt sees two sides in the free 
choice in selection of physicians. As a 
solution of this problem it has been sug- 
gested that the employe be allowed to se- 
lect the physician but that the choice be 
limited to such members of the profession 
as are competent and experienced in the 
practice of industrial surgery. Qualifica~ 
tions for membership in such a class may 
be determined by the legislature and ulti- 
mate approval given by compensation com- 
missions, state medical associations or 
a tga bodies as may be deemed ad- 
visable. 





NEW 


PLATE GLASS RATES 


Advance Is Made on Plates of Larger 
Size—Will Affect Small 
Town Risks 


Revised tables of plate glass insur- 
ance rates for plates of larger sizes 
have been promulgated. The new 
tables supersede numbers twenty-five 
to twenty-eight, inclusive, in the stand- 
ard plate glass manual. The new rates 
are eftective Jan. 1 in territory governed 
by manual rates. The manual hereto- 
fore has listed glass only up to 200 
inches in length. The new tables list 
plates up to 218 inches in length, with 
a width of from 100 to 136 inches, and 
up to 208 inches in length for glass 138 
inches wide. On extremely large sizes 
the rates are more than doubled, as 
the losses on large plates have been un- 
usually heavy. The rate on a plate 200 
by 130 inches in the old manual was 
$48.58. The new rate on the same plate 
is $108.38. It is felt that the new rates 
for large sizes are justified in territory 
distant from plate glass houses, be- 
cause of the high cost of shipping and 
setting glass. In the large centers, 
however, where branches or local 
wholesale glass houses are located it is 
generally felt that the new rate scale 
would be exorbitant, and if an attempt 
is made to apply it in cities of large size 
difficulty is anticipated in collecting the 
premium. 


New Plate Glass Mutual 


_The Clinton Mutual Plate Glass Asso- 
ciation of Clinton, is a new Iowa concern. 
F. H. Van Allen is president and S. C. 
Seaman is secretary. 
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LEADING HOTELS 


The Following Will Be Found the Headquarters 
for Insurance Men and Tue NationaL 
UnpERWRITER Will Be on File in the 
Reading Room at Each Hotel 
in This List. 


MINNESOTA 
The ‘Hotel with the Ransford Sign 


European Plan 











‘Brings comfort nine times out of nine 
O. H. JOHNSON, Prop. 
BRAINERD, MINN. 


— ORMONDE 





Insurance Men’s Hotel 


VIRGINIA, MINN. 


NORTH DAKOTA 
HE GARDNER 


EUROPEAN PLAN 


25 combination sample rooms, bath, $2.00, $2.50 
70 rooms with running water, $1.00 to $1.50 
80 rooms with bath, $1.50 to $3.00 








Finest cafe in the Northwest. Cuisine unequaled. Rest- 


ful, quiet—only hotel in the city not on a car line. 
FARGO, N. D. 








SOUTH DAKOTA 
HOTEL LINCOLN 


ABSOLUTELY FIRE PROOF 


150 Rooms. 60 with Tub Bath 
20 Rooms with Shower Bath 


The Great Hotel of the Northwest 
HESS & ROW, Owners and Managers 
WATERTOWN, SO. DAK. 





A. H. Leimbacher, Mgr. 
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OKLAHOMA COMPANY IS READY 





Stock Subscriptions to Hercules Fire 
Will Be Turned Over and 
License Applied For 





Officers of the Hercules Fire, now be- 
ing organized in Oklahoma City, have 
entered into an agreement to turn over 
their subscriptions and assets to the 
Oklahoma Live Stock Insurance Com- 
pany of Oklahoma City, which is also 
being organized. A meeting of the 
stockholders of the Hercules Fire has 
been called to ratify this action. When 
this consolidation is consummated, the 
Oklahoma Live Stock will have a suffi- 
cient amount of stock, fully paid, to be- 
gin business, and will apply for a license 
to the Oklahoma department. The au- 
thorized capital and surplus of, the live 
stock company is a half million, and 
until all of this amount has been sub- 
scribed the sale of stock will be con- 
tinued. 


Are Protecting Herds 


Some of the live stock companies find 
that there is considerable demand in the 
far west for live stock insurance these 
days owing to the danger of having herds 
killed by malicious poisoning. This is 
attributed to the Industrial Workers of 
the World in some of the western local- 
ities. Owners desire to protect them- 
selves against a hazard of this kind. 





Dr. F. Parker of Oskaloosa, Iowa, has 
been appointed chief veterinarian for the 
National Live Stock, which is being or- 
ganized in Des Moines. 


TAYLOR GOES TO DETROIT 





Former Secretary of the New Amster- 
dam Casualty Connects With the 
General Casualty 





NEW YORK, Dec. 26—George E. 
Taylor, for many years secretary of the 
New Amsterdam Casualty, and former 
‘treasurer of the International Associa- 
tion of Casualty & Surety Underwriters, 
has been elected assistant secretary of 
the General Casualty & Surety of De- 
troit, and has assumed his new position. 
He will have charge of the office and 
field forces. 

The General Casualty is a new com- 
pany recently organized with Elmer H.: 
Dearth, former Minnesota insurance 
commissioner as president. The acqui- 
sition of Mr. Taylor will add strength 
to the organization. 


Text of Compensation Laws 


Workmen’s compensation laws have now 
been enacted in thirty-seven states, three 
territories and the federal government. 
The texts of these laws have been edited 
by F. Robertson Jones and printed in 
pamphlet form by the Workmen’s Com- 
pensation Publicity Bureau, 80 Maiden 
Lane, New York City. 

The text of each pamphlet is preceded 
by a digest of the contents of the law 
under forty-five headings—an exact refer- 
ence, in each case, being given to the chap- 
ter, sections, etc., of the law. These di- 
gests conform in substance and in order 
with that of the “Digest of Workmen’s 
Compensation Laws in the United States 
and Territories” (also published by the 
mae Compensation Publicity Bu- 
reau). 

_The “Digest of Workmen’s Compensa- 
tion Laws in the United States and Terri- 
tories, with Annotations,” enters upon the 
sixth year of its publication, revised to 
Dec. 1, 1917. It covers all the compensa- 
tion laws in effect, or enacted and about 
to go into effect, in the United States and 
territorial possessions; and is divided into 
five parts as follows: 

1. The introduction gives, among other 
things, a summary of the more important 
decisions or questions of constitutionality. 

tabular digest, under forty-six 


; ae 

headings, of the provisions of the statutes. 
_ 3. table of cases construing or relat- 
ing to provisions of the statutes digested 
in the first table, with the leading British 
and Canadian cases in addition. 

A list of titles, addresses, members, 
ete., of the various state industrial com- 


missions, accident boards, etc., charged 
with the administration or supervision of 
operations of the laws digested. 

A map showing at a glance by col- 
ors those states which have monopolistic 
state managed insurance “funds,” semi- 
monopolistic state managed insurance 
“funds,” private insurance in competition 
with state managed “funds,” no state 
managed insurance “funds,” and _ those 
states which have no compensation law. 


To Change Name of Firm 


Eldredge, Manning & Cleary of Chicago, 
managers of the United States Casualty 
and the surety department of the London 
& Lancashire Indemnity announce that 
Geo. R. Manning is no longer connected 
with that office. In due course the firm 
name will be changed to Eldredge & 
Cleary. 


Mutual Is Licensed 


NEW YORK, Dec. 26—The Ice Dealers 
Mutual has been licensed by the New 
York department to transact business 
under the subdivision “A” of Section 185 
of the insurance law. It will write work- 
men’s compensation, public, teams and 
automobile liability chiefly for ice dealers, 
retailers, wholesalers, manufacturers and 
harvesters. It is allied with the Ice Pub- 
licity Association of New York and the 
Natural Ice Association of America. 


Calls Sunstroke Injury 


Sunstroke is an injury falling within 
the scope of the workmen’s compensation 
act, in the opinion of Compensation Com- 
missioner George E. Beers of Connecticut, 
who has just awarded compensation in five 
cases of that character. In his opinion 
the commissioner holds that the injury is 
within the law, if the exposure was 
greater than that to which the community 
as a whole was exposed. 


Casualty Notes 


The Republic Casualty has applied for 
admission to Wisconsin. 

The American Surety has declared an 
extra dividend of 2 percent. 

The Western Life & Casualty of Denver 
is entering Minnesota. It recently issued 
new policies to conform to the laws of 
California. 

The American. Travelers of Indianapolis 
has recently issued a woman’s health 
and accident policy for business and pro- 
fessional women. 


J. D. Clark, an attorney of Dayton, 
has been appointed by the governor of 
Ohio to succeed the late Wallace D. Yaple 
on the state industrial commission. 

Perry I. Allen has become manager of 
the accident and health department of 
the general agency of Gordon H. Hamlin 
Company at Little Rock, Ark., which rep- 
resents the Aetna Life. 

Thomas H. Calhoun, formerly superin- 
tendent of claims in the Chicago office of 
the Royal Indemnity, has been transferred 
to the New England department with head- 
quarters in Boston. 


The examination of the United States 
branch of the European Accident by the 
New York department just completed 
shows as of Sept. 30, last, total admitted 
assets of $2,563,772 and surplus to policy- 
holders of $980,344. 








Cancellation Evidence 
Extremely Important 








carefully and forward to the company 
any information concerning the closing | 
of an estate and evidence of a final 
distribution of assets in order that the 
company may take down the reserve 
on that particular bond and apply the 
portion of the premium thus earned to 





its surplus. 


Two of the most important matters 
connected with bonding business are 
the prompt collection of premiums and 
the furnishing prompt evidence of can- 
cellation or termination of liability. 
Proper attention to both these matters 
is essential to the success of any com- 
pany.—Southern Surety “News.” 

















The company has found it necessary 
at times to send a special agent 
to certain points to secure proper 
cancellation evidence on bonds, and 
this would not have been required 
had the agent given the proper 
attention to bonds written by him. It 
is most important that the agent se- 
cure and furnish to the company evi- 
dence of cancellation or termination 
of liability under a bond. It is most 
important that this matter receive the 
constant attention of the agent. Only 
too often does an agent feel or assume 
that he has accomplished all that is 
required of him when he secures the 
business, writes the bond and collects 
the premium. This practice, if car- 
‘ried to any great extent, is most em- 
barrassing and even disastrous to a 
company. 

Of every premium written, the com: 
pany, ordinarily, is compelled to set 
aside 50 percent of the same as re- 
serve. How important, then, that the 
agent follow up his court bond cases 
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Semi-Annual Statement June 30, 1917 





This Company issues contracts 
as follows: Fidelity Bonds; Surety 
Bonds; Accident, Health and Dis- 

| 


Assets...... eMeaddaeds + d060e desasee $14,005,236.30 14 ° 

Liabilities... 00.00.00, schinaiites 10,395, 192.68 pr Phar omy = glary, Eon 
MMM sci cccacsess dnddacmenaadd acawad :000,000. ’ 

Surplus over all Liabilities........ 2,610,043.62 Glass Insurance; Liability Insurance 

Losses paid to June 30, 1917......... 58,554,792.60 


—Employers, Public, Teams (Per- 
sonal injury and Property Damage), 











Automobile (Personal Injury, Prop- 


erty Damage and Collision), Physicians, Druggists, Owners and Landlords, Elevator 
Workmen’s Compensation—Steam-Boiler Insurance; Fly-Wheel Insurance. 
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—those small town agents 


Sometimes it’s longer than you realize between visits, 
isn’t it, Mr. Field Man? 


Bill Jones, at Iskiwawa, hasn’t seen you in six months, 
and meantime another company has become “‘leader” 
in that agency. 


a e e 
—forgetting is expensive 
Get a birdseye view of your field, through our “‘Record 
of Agency Visits’ sheet. A neglected agency sticks out 
like a sore thumb. An easy code and a simple system 
makes it possiible to keep the record right up to date | 
with about five minutes time a week. 


—send 5c for a sample 


Or take a chance on a dozen at 50c. Those who have 
used it say it’s the best thing ever. They’re $2.50 a 
hundred. Allow thirty agencies to a sheet. 


Write any office 


The National Underwriter Co. 


CINCINNATI CHICAGO NEW YORK 


The Rough oe Co. 














RE-INSURANCE DEE A. STOKER 
EXCESS RE-INSURANCE 


CATASTROPHE HAZARD 


(CASUALTY LINES) 


RE-INSURANCE UNDERWRITER 
11 SO. LA SALLE ST. 


CHICAGO 











CENTRAL DEPARTMENT 
COVERING: 


ILLINOIS— OHIO—INDIANA 
WISCONSIN — MICHIGAN 


ARTHUR J. DAVIS 


GENERAL AGENT 


ARIZONA 
FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
GENERAL MANAGER. 


CHAS. P. HALL, Special Agent 


a! 2019 INSURANCE EXCHANGE 


CHICAGO 


























INCORPORATED 1849 


WESTERN 


Insurance a 
of Pittsburg 


FIRE AND TORNADO 


THE 


CENTRAL STATES 


FIRE INSURANCE COMPANY 
OF WICHITA, KANSAS 
HENRY C. WHALEN, President 


FIRE, TORNADO, HAIL 
AUTOMOBILE and 











DEC. 31, 1916 
FARM RISKS Ould --<..-.- - $300,000.00 
—__—_—_ Surplus to Policy Holders - 415,498.55 
A LIVE AGENCY COMPANY Assets - - - - - - - 728,234.87 
Losses Paid to date - - - 6,464,905.01 








at Ditalins 


Wm. Les Dickelman G Co. 


Lines 
Insurance Exchange, 


Try Us 














IOWA NATIONAL FIRE INSURANCE CO. 


SUITE 314 HIPPEE BLDG. 
DES MOINES, IOWA 


JOHN L. BLEAKLY, President 


F. L. MINER 
VICE-PRESIDENT 


Cc. M. SPENCER 
SECRETARY 


FRANK P. FLYNN 
TREASURER 


H. P. ROSSER 
SUPT. OF ACENTS 


Cc. S. VANCE 
2nd VICE-PRESIDENT 





CAPITAL, $500,000.00 


RESULT OF THE FIRST SIX MONTHS BUSINESS 

RISKS WRITTEN, - -~ - ie ‘ é é ‘ $6,803,526.59 
PREMIUM INCOME, - eae i. oe - 71,805.79 
LOSSES INCURRED—-NET, - a * » & ne -  —-3,151,28 














LIVE AGENTS WANTED 
to write Full Coverage Automobile Insurance on 
Private Pleasure Automobiles. Choice Territory and 
Liberal Commission. Our agents work with us—not 


forus.s INDIANA MUTUAL, La Porte, Ind. 








United States Fire Insurance Co. 


Succeeding by Consolidation 
WILLIAMSBURGH CITY FIRE INSURANCE CO. 


Capital $1,400,000 Assets $6,889,578 


Western Department Home Office Pacific Coast Dept. 
FREEPORT, ILL. 95 William Street, _ SAN FRANCISCO, CAL. 
NEW YORK 











Will Purchase Life Company 


WANTED—We have a client who has one hundred and 
fifty thousand dollars ($150,000.00) in actual cash who 
desires to purchase the controlling interest in @ Life 
Insurance Company. Assets must be in good condition 
and company have not less than five millions of insurance 
in force. All communications absolutely confidential. 


Address Investor, 19-E, care The National Underwriter. 














The Best Field in the Insurance Business 
Today is Live Stock Insurance 
Wewant good men who work among farmers and stockmen to communicate with us 
Territory in Ohio, Indiana, Illinois, Michigan and Minnesota 
THE KASKASKIA LIVE STOCK INSURANCE COMPANY 


RATED 
Home Office: - - - Shelbyville, Illinois 











HAVE BEEN PAID v 


CHICAGO, ILL. 
410 TONS OF GOLD Bees 


Insurance Company’, of 


NORTH AMERICA 


« DHILADELPHIA 
THE OLDEST AMERICAN STOCK FIRE INSURANCE COMPANY 


WE MAINTAIN A DEPARTMENT TO ASSIST AGENTS IN SECURING 
LOCAL RISKS CONTROLLED OUTSIDE. IF -THERE ARE ANY_SUCH RISKS 
IN YOUR FIELD, WRITE US ABOUT T. WE MAY BEABLE TO HELP YOU. 




















HEM. 
T IS WORTH TRYING 





AGENTS MAKE MOST MONEY WHEN THEY PUSH 


AUTOMOBILE LIABILITY INSURANCE 


Let Us Help You Push. For ne Assistance write 


P. A. COOLING CO., General Agents - . INDIANAPOLIS, IND. 

OSAR R. WITTE & CO., General Agents - - - ST. LOUIS, MO. 

GARNER & MANN, General Agents : . KANSAS CITY, MO. 

E. J. MILLER, General Agent - DENVER, COL. 
or Other States write the Home Office. ; 

DON’T FORGET, TOO, WE WRITE ALL OTHER CASUALTY LINES. 


An Agency Connection With Us — MEANS REAL SERVICE. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
Capital $500,000 Assets $1,211,054 









































